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Success Formulas in 
Office Machine Selling 


pages 23-31 





SALES TRAINING BULLETIN f 


How do you rate on your 
Sales objectives? 


Answer true or false 
to the following statements .. . and be honest! 
TRUE FALSE 


The only profitable kind of sales worth going afte r [| [ 
} 


are major pieces of office equipment. 
. f “” | i 


Why bother with expendables — even with repeat [] [| 


business the volume is insignificant. 


Carbon Pape risn’ta fast moving ite m, accord- [| [| 


ing to most dealers. 


If you answered true to any or all of these statements, no 
wonder you haven’t been making the sales you should. We 
don’t mean you should ignore the major office equipment 
sales, but we don’t think you should ignore the “‘smaller”’ 
ones either. One office machine, in six years’ time, will use 
more than its original value for carbon papers and ribbons 
alone. Successful dealers report turning over stock on these 
“bread and butter’ items six or more times a year! Here is 
real selling that repeats and repeats. 


How do you rate on product information about 
Webster MultiKopy Durametric Carbon Paper? 


Answer true or false to the following statements: 
TRUE FALSE 


Webster makes the only carbon papers with the [| [ 


Micrometric edge. 


MultiKopy Durametric resists curling even in [ [| 


the most extreme temperatures. 


MultiKopy Durametric uncoated scale edge [ [| 


means cle an, quick carbon removal. 


MultiKopy Durametric assures neater, better [ [| 


spaced letters. 


If you answered true to these four statements, you really 
know your product. If you didn’t maybe you can improve 
your sales by knowing more about Webster’s MultiKopy. It 
stands to reason that you can’t be convincing to a customer 
if you aren’t sure of the facts yourself. 


Webster MultiKopy Durametric has the edge over competition 
SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 





re 


F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 


Webster warehouses in New York «+ Chicago «+ Philadelphia «+ Pittsburgh + SanFrancisco + Cambridge 
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Office Appliances 


Random Notes 


Business executives interviewed by 
Dun & Bradstreet representatives in May 
expect business in the third quarter of 
1958 to equal or surpass the same pe riod 
in 1957. Most of the executives look for 
good sales, steady profits, little change 
n prices, employment equal to last year, 
and a decline in inventory over 1957. 
It is to be hoped that the optimism is 
warranted and that the lowered inven- 
tories will soon lead to increased sales. 

e 

In the address he presented at NSOEA 
regional meetings this year, Ed Mosler, 
Mosler Safe Co., tells of a dealer's sales- 
man who made a call and received a 
signed order for $2,600 worth of mer- 
chandise. At no time did the customer 
raise any objections to prices quoted. As 
the salesman was leaving the customer's 
place of business he turned back to say, 
Of course, you understand that your 
order is subject to 20% discount.’’ And 
we wonder what's happening to profits! 
It's about time for everybody in this 
industry to become aware of the fact that 
we are not performing in a television 


give-away program. 

Freight rate increases being sought by 
railroads would decrease furniture sales 
and seriously interfere with the efforts 
of the nation’s office furniture dealers 
to combat the recession, according to the 
National Office Furniture Association. 
Members of NOFA have been urged to 
write letters to presidents of railroads 
over which they have been shipping or 
receiving office furniture, protesting the 
proposed rate increases. Everyone in the 
industry using freight service would do 
well to do likewise. Railroad officials, 
like politicians, are influenced by mes- 
sages trom constituents (customers. ) 

* 

The recession, expectably, has brought 
into focus thoughts concerning the ra- 
tionality of planned obsolescence. The 
deep thinkers preceive a revolt against a 
new or advanced model every year, 
which, they say, offers virtually no basic 
change, only “phony’’ glitter. Perhaps 
there is something to be said for the eco- 
nomic philosophy that calls for produc- 
tion of things that wear instead of wear 

ut, but in the field of business equip- 
ment the new and advanced models are 
sold for what they will do better, faster, 
more efficiently. Obsolescence, in such 
ases, is legitimate. 


Wilh 8 Rowena BOR 
Editorial Director 
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in This issue 
... don't miss 


What dealers in the office sup 
ply and equipment industry are 
doing and thinking is important 
in relation to their objective of 
doing business at a profit. Their 
own tried methods of better 
management can be of help to 
fellow dealers in these times of 
"hard selling." 

OFFICE APPLIANCES’ editors 
in weeks of field trips and at- 
tendance at NSOEA regionals have gathered opinions of 
management together into a report which is at the 





‘grass roots’ level. Pages 20-22. 


Successful selling of office ma 
chines is the subject matter 
covered in the section begin 
ning on page 23. Here you 
meet Charles Miller of Evans 
ey) ff SOville Office Machines Co. who 
afi hi does a real job by taking the 
i. | Soul machines right to the customer's 
tp office for a demonstration and 
= trial. There is also John Murray 

(pictured) of Boston who is now 
grossing a cool $10,000 a month in photocopy machine 
sales. If you are thinking of starting a copy machine busi- 
ness, you might read about the efforts extended by Jack 
Shike, salesman for Clark Office Supply in Phoenix, Ari- 
zona. Serving the customer's needs with a duplicator i 
another offering, featuring the operation at S.C. Toof 
Co. in Memphis. 








Next Month... 


‘Business Gifts for Business People" at the office, home 
associates’ and student level is the theme of a complete 
section to appear in the August issue. Here will be found 
a roundup of dealer experience, ideas on trimming 
Christmas windows and details of OA's new and exciting 
business gift promotion kit. One of the other top-notch 
features will be an introduction into a series on ''The 
Average Dealer" written by a former successful merchan 


diser in the industry. 
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OA’s Press-Time Bulletins 





Late and Important News for Our Readers 


J. S. LUCKETT, JR. of Toronto, Ontario, was United States Leasing Corp. where he 





elected president of 
the Stationery & Of- 
fice Equipment Guild 
of Canada, Inc. at 
the association's 
25th anniversary con- 
vention held in To- 
ronto May 25-28. Son 
of J. S. Luckett, 
J. S. Luckett, Jr. Sr., chairman of the 
board of Luckett 
Loose Leaf, Ltd., it is fitting that he 
follows his father, founder of the 
Canadian trade association, as presi- 
dent 25 years later. Mr. Luckett, Jr. 
was elected director of the company in 
1945, vice-president in 195l and as- 
sumed presidency when his father be- 
came chairman of the board in 1954. At 
present he is both president and gen- 
eral manager of the company. (Report, 
with photographs, of the Guild meeting 
will be carried in the next issue). 





WILLIAM L. DANE of Darien, Conn., has been 


appointed vice-president in charge of 
sales for The Bates Mfg. Co. Mr. Dane 
replaces Stanley M. Babson of West 
Orange, N.J., who has retired after 35 
years of service, but continues as a 
member of the firm's board of direc- 
tors. Mr. Babson has headed the Bates 
sales staff since the firm was pur- 
chased from Thomas A. Edison Indus- 
tries in 192l. 


CONSENT of the Metropolitan Life Insurance 


Co. and the Prudential Insurance Co. 
of America has been given to the merger 
agreement between Smith-Corona Inc. 
and Marchant Calculators, Inc. This 
consent of the insurance companies is 
required under the terms of loan 
agreements. 


NOFA CONFERENCE-EXHIBIT has been scheduled 





for July 31, August 1-2 at Ambassador 
Hotel in Los Angeles. More than 50 ex- 
hibits are already signed up. Speakers 
will include Eugene Peckham on moti- 
vation response, Grant Otterson on 
long-term leasing and rental of office 
furniture and William Cole of Walsh 
Brothers, Phoenix, Ariz., on group 
dynamics. 


A. D. BENNETT of Pasadena, Calif., will 


lead an important panel on leasing at 
the forthcoming NOMDA convention in 
Milwaukee. He has been responsible for 
the growth of this activity in the 


OA-7/58 


is in charge of office machine busi- 
ness. 


THOMAS H. DANIELS is newly-appointed gen- 





eral manager of the 
San Diego Branch of 
Stationers Corp., 
Los Angeles. Presi- 
dent Robert H. Gar- 
retson, says: “Tom 
Daniels will spear- 
head our plans to ex- 
pand to dealers, 





Thomas H. Daniels schools, government 


and commercial firms 
throughout San Diego County." Mr. 
Daniels was formerly West Coast repre- 
sentative for All-Steel Equipment, 
Inc. 


RECENT DEATHS. Stafford Siekert, 64, re=- 





tired vice-president and director of 
the Siekert & Baum Stationery Co., Mil- 
waukee, Wis. Death came May 18 in Coral 
Gables, Fla .. . Lynn M. Harris, 64, 
owner and operator of Harris Printery 
& Typewriter Shop in Frederick, Okla., 
died in an Oklahoma City hospital on 
May 12... Dan Smith, Jr., vice-pres- 
ident and member of Stationers’ Guild 
of America, died May 26. Prominent 
citizen of Williamsport, Pa., former 
governor of NSOEA, he observed his 
57th anniversary in the stationery in- 
dustry on January 7 and had devoted 
more than 15 years to serving on the 
policy-making board of the Guild... 
Walter Scott, associated with Cooks, 
Inc., New York City, for the past ll 
years, died on May 29 in the Bronx at 
the age of 81. For many years he was as- 
sociated with the Dictaphone Corp... 
Roy E. Hansen, veteran with The Globe- 
Wernicke Co. in Chicago, died May 3l. 
Prominent member of GLTC and an expert 
bowler with the Stationers' Bowling 
League of Chicago, he is survived by 
widow, Marguerite; son, David; 
brother, Frank; sister, Mrs. Gladys 
Moss, and one grandchild... Lamont 
Wood, Sr. of Kansas City, who served as 
president of NOMDA for three years, 
died on May 1. Two sons are in the of- 
fice machine business in Kansas City, 
Lamont, Jr. and Louis .. . Another 
prominent office equipment man to suc- 
cumb recently was Richard A. (Dick) 
Wagner, 70, of San Angelo, Tex. He 
founded the Wagner Office Equipment 
Co. about 30 years ago. 
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age, family connections, reference 


126, Chicago 6. 
POSITIONS WANTED 


EXPERIENCED SALESMAN-MECHA! 
addressograph; desires posit 
small business. Prefer nortt 


121, Chicago 6. 
PARTNER WANTED 
OLD ESTABLISHED office mac! 


ner, active or silent. Write Of A 


42nd St., New York 17 
BUYER WANTED 
GENERAL STATIONERY BUYER 


in Metropolitan New York area. W 
perience and salary required. 
fidence. Office Appliances, Dept 
17. 


OFFICE MACHINE MECHANICS WANTED 


EXPERIENCED OFFICE MACHI! 
tunity. Permanent. Good salary 
tonio St., El Paso, Texas. 


MECHANIC — Victor Adding Ma 


tential foreman preferred. Writ 
chines, 1563 Fifth, San Die c 


SHOP FOREMAN WANTEC 
Royal Typewriter & Victor Addir 
experience in full. ROWLEY'S 
































KA 





OFFICE MACHINE MECHANICS AVAILABLE 





FACTORY TRAINED MECHANIC 
centage. Sixteen years experienc: 
fice Appliances, Dept. 116, Ck 





SHOP FOREMAN: Excellent kr 
chines, mimeoaraphs and dur 


Office Appliances, Dept. !24 


BUSINESS WANTED 








All or controlling interest in 

or without office furniture & 
$50,000.00. Has successful reta 
would be active. Would consider 
tract with option to buy. Prefer 
In reply, give summary of late 
ship, franchise lines and pertins 
plies confidential. We do not 
DEAN and DEAN, Reta 
Cincinnati 43, Oh 





RETAIL BUSINESS FOR SALE 


COMMERCIAL STATIONERY & 
lished in fast growing C rad 
desires to leave C rad W rite 


ago 6 
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R SALE tice Machines & Supply Store in West Tenn Est 
1 =~ Fine tocat Standard Lines — Fast g 














” . 7 
J Populat W rit tice App 
OCLCICL IRNITLUE Ip PPLY T 
. FICE FUR ‘ URE AND SUPPLY S Kt perat } Tor past 
43 y A ime $350,000 tral New York State 
x top line E vi 
‘ - 130, Chicago ¢ 
TYPEWRITER USINESS. Stor cated bu | Wa 
}T L 92|. Want ¢ retir Wonder p 
Kpa WwW asonably. Write C Ar 8 
~ ag 6 
LISTS 
FREE MAILING LISTS OF 6,730 comn tat j 
sppliance dealers. A 8.910 typewriter and addina scl 
W rit FR T jue of T T 
3cTure titut Danks and tner WwW narae y tor aa 
dressing. SPEED-ADDRESS, 48-01 42nd St., Long j ty 4 
N.Y 





FOR SALE AND WANTED TO BUY 





WANTEL SUNDSTRAND and BURROUGHS Bookkeepers, als 
Kemington, National machines. Indicate details mode erial. Gib 


an Busing Machine 128 Latayette St t, N Y 





LARGE AMOUNT SED VISIBLE CABINETS, KARDEX, ACME and 
RAND. Variety and styles. A-| tion, very reasonable 
- c.. \ ) 


rstee! Equipment Company, 69 Spring St t Yew 





ELLIOTT-FISHER MACHINES, Calculat hine 1dding ma 
hine : equipment, bought and 1. W -rowley 
ne if y 7 C 7 5 N Water St M 





3 t meter Adding M et J 
ts Jescriptior nd b AMERICAN BUS 
NESS MACHINES NC 573 Br aaqway , rk 2 Y 





acn r kk r achine and r - ; yive 
speciticat and serial number Je! number if ¢ 
bie. We jyuote highest prices. Internat | OF Applianc 
Dept. EE, 326 Broadway, New York 





HIGH PRICES PAID FOR USED BOOKKEEPING MACHINES, a 


makes Burroug Sensimatics, N.C.R. 36 3100. Ren es 
Underw 1, Brandt Coin Machines. Adv f mode j : 
moder Tor } tation L A. Pear Dept. OA “ West 


42nd St., New York 36, N. Y. 














y =) } r ale 
Ay Macr Cc A >| A N 
Tork 16 %. 7 
TC T c re 
WANTEL BUY: Late model Elliott-Fisher Bookkeeping and t 
machines. Must be over 300,000 serial number. J & T OFFICE 


MACHINE (< 605 W. Wa hinaton St.. Ch . L 





' Dil , 
WILL BUY K ut Addre 3rapr »Speedaumat f ++ sd 
Jressing mact and supplies. Also Pitney-B 

Jers eals tter-openers. Mailer 4 v7 St Str + New 
York | 





KARDEX, ACME sll makes used 

and Tt € jitioned cabinets pane t k 3iway n hand 
Specia rvice and prices to dealers tor ¢ Nase r sa Get 
juotatior ha Nathan, Inc 548 sdway, New York 





SPECIAL with SIGHT EASE TYPE No. 36, 1957 








Clippe portable typewriter. Used twice. Good working snd 
r ke $70.24 plus shipping. Wa $110 Mrs. A 
Robinsor 3 N. Water St., Uhrichsv 
YEW x6 Remington Rand Kardex pockets $48.00 thousand de 
ered $5.00 hundred ir origina Dox Hermar Meve OF 
Equipment C 916 S. Main St., Los Ange 
WANTE Adare yraph Elliotts, Multilit Dup stor sestet 
Rex, Varityper IBM, Calculat ey-Bow d best 
jet All Languages Co., 121 West 23rd St.. New York 
1 Y CH. ea Y-RORE 
; 086. 
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What PROTECTALL is doing now... 


a: 
if 





MODERN STYLED 
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SAFES... 


‘y 
i 


y 


3 


Protectall Safes offer you a decorator-designed line to blend 
in gracefully with the smartest looking office furniture. 


Protectall Safes dealers now have an added sales plus when 
designing complete office installations or interior moderniza- 
tion projects. 


10 insulated record safes for every need. Interior filing units 
available to meet your customers’ individual requirements. 
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A line of fast-moving money safes for installation in floor, 
wall, counter or record safe assures positive protection from 
31” high, 19” wide burglary. Why not have our representative show you how you 


CHALLENGER 


’ deep outside can increase your profits with Protectall Safes. 


PROT ECTALL SAFES 320 Fifth Avenue, New York 1, N. Y. 


DISTRIBUTORS: New York City Chicago Los Angeles Tacoma San Francisco 


PROTECTALL SAFES 





a division of The Mosler Safe Company 
THE GREATEST NAME IN SAFES 
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FACTORY: Hamilton, Ohio 

















ie eas csc Ss ese ee? el e- “ts ae 
| PROTECTALL SAFES 320 Fitth Avenue, New York 1, ¥. ” i 
] C) J want more information on Protectall Safes. ! 
. [J] J am interested in a FREE FLOOR DISPLAY 
| NAME i 
. COMPANY NAME 
STREET ADDRESS 
1 CITY ZONE STATE i 
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Index of Feature Articles in 


N this and the opposite page are listed 


the special feature 


material published in Orrick APPLIANCES during 
the first half of 1958. Articles are classified by subject to per 
mit easy and convenient reference 
Limited numbers of tearsheets or reprints are available. Write 


for the ones that interest you or check the boxes. tear 


out these 


pages and mail them, with your name and address, to Editorial 
Department, Orrick APPLIANCES W. Jackson Blvd 
Chicago 6, Ill. 
B 
| Advertising and Promotion 
A. Techniques 
(J Ad Clinic: Here Is Sound Advice on Using ‘Shopper’ Ads by Jack 
Bedford, January, pages 172-17 
Ad Clinic: Your Ad Headline Must ‘Stop’ Reader, Februar pages 
120-124 
‘o- A 
Ad Clinic: Repeat Ad Program Builds Reputation, M 
140-142 
Ad Clinic: Should a Dealer Stop Advertising 4 f 1 154 
Ad Clinic: An Advertising Tax—W It Be Imposed? Ma pas f 
136-138 
[} Display Joins Advertising to Win Brand Names Honors (( rdinated 
program takes top national award f Smith Staty. ¢ Birmir 
ham, Ala.) May, pages 30-31 
| Make Them Stop! Look! and Enter! I E. 1 kin. Ja 
pages 184-186 
[] Opening a New Store or Showroom 3 H t 
advice on promotion and oper ‘ \ M paves 
[) School Supplies from Office Suppliers 4 mpilat 
of dealer case histories whic! i nprovir 
back-to-school merchandising.) J 
ll Customer Relations 
A. Methods 
(] Clinkers that Jom the Stokers of Customer Service Lester Joh 
Stephens, Eberhard Faber Pencil ¢ M facturers want to fill 
ders promptly but they often ¢ t lifficulties that 
been avoided.) February, pages ~ 
[] Go Electric It’s in the Typewriter Dealer’s Future Clare 
O. Schlaver (Conquer your me 1 customer fears and y 
will sell electrics, declares Robert | 4 f Ka s Cit Mo.) 
January, pages 24-27. ¢ 
C] How to Stop W sthouts and Make Them ‘Cashouts H. E. ¢ 
April, pages 261-262. 
lll Dealer Services 
A. Repair 
Go Electric It’s in the Typewriter Dealer’s Future Clare 
O. Schlaver (Conquer your me t ; and 
will sell electrics, declares R t R K is Cit M 
January, pages 24-27 
. . * B 
His Business Adds Up because His Mechanics Are Businessmen (N 
H. Von Soosten of St. Louis specia kkeeping 1 P } 
sells no typewriters bank is and iding 
chine salon’ is augmented by n trat f t ) Ma 
pages 42-45. 
C) Swivel Chair Repairing Is Firm’s Specialty (Salt Lake Desk Ex g 
Salt Lake City, Utah) April, page 
IV Management of Business 
A. Operation of the Business 
i] Are You Kidding Yourself about Your Profits? Fred k G. Dis 
ney, Management Consultant, Fort Wort Tex Writt Sn 
Business Administration) April 
|] Business Forms Can Be a Printing Specialty (D i i & ( 
of Kalamazoo, Mich.. builds 60-ve putatior zed pplier 
to schools, banks and government f s.) M 
{"] Cycle Billing for Business Accounts H 1 L. Brown (Time and 
money are the two main savings at Smit & Butt i ¢ in Evans 
ville, Ind., since the new bil was stalled.) Mare 
pages 48-49 
0 yee | Count of Sales Gives Clue to Traffic by Vict N. Vet 
April, page 237 
[) Designer/Decorator His Role in the Dealer Organization (A re 
vealing look at the designer's the office furniture field 
with biographies.) April, pag: 8 
[] 11 Hints on Preparing that Loan App tio I t W. Fair (Ad 
vice to dealers on what the bank : f tion.) 
January, page 35. 
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Put Your Financial House in Order by Harold J. Ashe, April, pages 
Take Your Discount—That Unearned Interest Costs You by Phil 
Lance Ar ges 238-241 
The Discount Problem by George A. Plant, Atlantic Typewriter & 
Adding Machine Co., New York City Apr page 78 
Wood Makes Business Forms a Vehicle for the Procedure (Wood 
Business I ns n Park Ridee, Ill t stresses functional needs 
does his warehousing, ¢ ) March ages 24-25 
Policies 
ae that Jam the Stokers of Customer Service by Lester John 
St } I ard Faber Pen Co. (Manufacturers want to fill orders 
mpt but they often run into difficulties that could have been 
iV ded.) I lary Pages 26 28 
Sell 2 mg of Rent (No down payment week! is clincher idea 
at Be pewriter Service, Audubon, N. J.) January, pages 28-29 
es 
V Product Merchandising 
Methods 
Color Is Your Business by Ralph L. Noble (Nationally-known color 
Stylist, tells tl portance of color in off furniture sales.) April 
ges 18-23 
ocpereies Is Keynote to Success (Teamwork smooths the path for 
assive floor installation in New York, by Duradex, Inc. of Brook 
yn.) Jur ges 88-89 
Designer / Decorator His Role in the Dealer Organization (A re 
vealing yk at the designer's position in the office furniture field 
with biographies.) April, pages 28-31 
Display Accents Office Seyling at Bourne Co. (Rochester, N. Y. dealer 
remodels to k ace with modern tem; ) May, pages 9 
Office Planning: (A guide to layout. design and furnishings for the 
modet ftice.) A case history Kalamazoo Office Equip. Co., 
Kalamazoo, Mich . January, pages 31-34 
Office Planning: A case history Miller Desk & Safe Co., Los An- 
geles, Calif., | lary, pages 29-32 
Office Planning: A case history Central Office Equip. Co., Spring- 
field, Ill., Marc pages 31-34 
Office Planning: A case history Ivan Allen Co., Atlanta, Ga., 
Ar I I : c 55 +( 
Office Planning: A case history Queens Desk Co., Jamaica, L. IL., 
N. Y a ges 33-36 
Office Planning: A case history Rochester Staty. Co., Rochester, 
a. June iges 33-36 
School Supplies from Office Suppliers (A comprehensive mpilation 
of dealers histories which offer many good ideas mproving 
back-te merchandising.) June, pages ; 7 
Success in Complete Office Selling (Rochester Staty. Cr Rochester 
~~ = has found a formula for increasir ackag sales.) June 
paces 30-3 
Window Display . Eye Appeal Means Buy Appeal Jim Rice 
dis 1 t I " Horder’ Ss, Inc. Chicag Ill ‘ bi ilds 1 window 
from tl stage to completion M pages 20 
Specialized Selling 
Accessories of the Month: Selected for Orri APPLIAN‘ Eugene 
Bar Ja f ages 40-41; February, pages 44-45 
Accessories of the Month: Accent Lighting to Enhance an Office, 
Accessories of the Month: Time Has an Important Role in Office 
Decor, A r 44-45 
Accessories of the Month: Decorative Accents Brighten Office Walls, 
Ma i 38 
Accessories of the Month: Ash Trays Complement Office Decor, June 
pa 28 
Actune Your Display to Demonstration (Machine displa in work 
to the benefit of the dealer.) May, page 
‘Best Relative Outlook’ Seen for Office Machines: Compiled for OA 
Peter B. B drews (Future sales potent for 1958 shows gen 
ra crea over 1957 for all machines surveyed by Board of 
A i ts ’ la y } izes 20 23 
Business Forms Can Be a Printing Specialty (Doubleday Bros. & Co 
f alamaz Mich., builds 60-year reputation as specialized pplier 


to scl inks and government officials 


March, pages 26-27 


Business Forms Sell Best When You Sell Ideas to Save Money, Time 





and Space by Clarence O. Schlaver (Eminence of James A. Head Co., 
B rmingham, Ala mn systems merchand g earned by proper design, 

it i beneftts accruing to customers.) March, pages 20-23 
Copy Machines Demonstrations Prove Effective Sales Technique 
(Thre nt merchandising program developed by Ashley-McCormick 


Staty. ¢ February, pages 23-25. 


Bridgeton, N. J.) 
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Copy Machines . . . Developing a New Market for Supplies by Robe 
M ‘ P > 


al Stathoners are Car these machines wit! 





t ! ling profits. Here's a picture f two such operat s.) 
2 18-2 
Engineering Supplies Need Enthusiastic Selling (Special train: 
I sales at Mannschreck's st } sepn Mo.) May ae 


Estimated Potential Sales Changes for Office Furniture 1958 over 195 
An 





Pet B. B drews ind the Board Analysts of Future Sa 
Rat M page i8 
Future Sales Survey Reveals 5% med for Office Supplies by Peter B 
B A 1 the Board of Analy F re Sales Ratings, Febr 
Go Electric It's in the Typewriter Dealer's Future by Clarence 
S (Conquer your mechanics’ ar customers fears and yo 
trics, declares Robert Randazz yf Kansas City Mo.) 
Jar f ge 1-27 
Hints on Selling Electric Typewriters by Jim Ward, Ames Supply ¢ 
Ma F 124-12¢ 
Manufacturers Initiate Elaborate Promotion (National Pen Week) 
| ges 38-39 
New Office Concept Introduced (Italic styling by General Fireproofing 
Se ! ad aluminum, steel and iminates GF studios f pre 
M pages 56-57, 60 
Scissors and Shears Need Sharp Selling (William F. Durchslag 
St Ma y & Co., Chicago) Ap age 82 
Sell Instead of Rent (No down-payment weekly plan is clincher idea 
it Bech Typewriter Service Audubor N J.) January, pages 


Some New A. B. C.’s in Selling Office Machines (Spokane firm brings 
t per markets Danks, scho t dgemonstrate their uses 





t tent I ers.) June, pages 28-29 
The Ubiquitous Lead Pencil by Clyde T. Nisse executive vice-pres 
lent, Lead Penc Manufacturers Assn, (Some facts and figures about 
the f t sometimes unappreciated, wood-cased pencil.) Febru 
The Wood-Cased Pencil . . . a Selling Tool . . . a Sales Builder 
(1 New Jersey Office Supply ¢ Newark, N. J., and 
H Inc n Buffalo, N. Y., view pen merchandising as a 
tal fact their business.) February, pages 34-3 


Wood Makes Business Forms a Vehicle for the Procedure (Wood 
Bus Forms, Inc., Park Ridge, Ill firm stresses functional needs 
1 aoe I 


s his warehoustr t ) March, pages 24-25 


VI Public and Industry Relations 


Between Dealers, Manufacturers and Trade Associations. 
4 New and Profitable Venture for Dealers by Walter S. Lennartsor 
1 


(NSOEA and University of Georgia c« [ ite im conducting success 


nagement seminar.) Janua ige 30 


Best Relative Outlook’ Seen for Office Machines Compiled for OA 


Pet B. B. Andrews (Future sales potential for 1958 shows eget 
f 6% over 1957 for all machines surveyed by Board of 
4 t ) Jar pages 20-24 


Estimated Potential Sales Changes for Office Furniture 1958 over 1957 
) ret B. B. Andrews and the Board of Analysts of Future Sales 
Rat M ige 18 


Future Sales Survey Reveals 5% Gain for Office Supplies by he B 


B.A ew i the Board of Analysts of | re Sales Rating Febs 
Manufacturers Initiate Elaborate Promotion (National Pencil Week) 
Fe 38-3 


Mr. Office Furniture Dealer Looks Ahead 10 Years (A NOFA survey 


recasts about the indust future.) Apri pages 
The Ubiquitous Lead Pencil by Clyde T. Nissen, executive vice-pres 
lent, I Manufacturers Assn. (Some facts and figures about 
t I t sometimes unappreciated “ i-cased penc 1.) 
° 
Vil The Retail Store 
Layouts and Displays 


Accessories Give New Lift to Furniture Display by J. H. Reed 
Ma k-( rke brancl store n Corpu Christ Tex.) February 


Attune Your 7 Hy to Demonstration (M e displays can work 


' ' t 


lealer.) fay page 5 


Basement Showrooms Can Be Beautiful! Ray Dykema, Dykema Office 


S ( Kalamazoo, Mich. (Designer techniques overcome short 
I f urrow space and low ceilings. ( rs and textures are 
trast to set off areas.) Februa azes 40-43 


Display Accents Office Styling at Bourne Co. (Rochester, N. Y. deale 


K ce with modern temy ) Ma pages 
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Display Joins Advertising to Win | Brand Names Honors (Co-ordinated 
program takes top nati nal awa ic Smith Staty Co Birming 
ham, Ala.) May, pages 30-31 


Remodeling Costs Need Not Be High (Hugh Reeves, vice —— 
und general manager acquin & ¢ Peoria, Ill tells about re 


building furniture showroom o " w budget.) January, pages 36-37 


Remodeling roa Walkout Problem (Keystone Staty. Co., Cam 


den, N J.) Febr page 45 

Window Display . . . Eye Appeal Means Buy Appeal by Jim Rice, 
display director for Horder’s, Inc Chicago, UL, builds a window 
trom the planning stage to completion, May, pages 20-25 

Location 

Check and Double Check — It’s Your Move by Harold J. Ashe, 


January, pages 142-144 


‘Make Mine Suburban’ (A comprehensive view by John R. Ridley 
of the processes involved in meeting today's challenge of a growing 
suburbia.) March pages 28-30 


Operation 


Remodeling Overcomes Walkout Problem (Keystone Staty. Co,., Cam 
den, N. J.) February, page 33 


Vill Sales Management and Salesmenship 


Problems of Salesmen and Sales Managers 


Check Up on Those Conclusion-Jumping Salesmen by Harold J. Ashe, 
April, pages 246-249. 


Dramatized Sales Talk Rivets Prospect’s Attention by Victor N 
Vetromile, February, pages 195-196 


Half of Opportunity Is Availability by George M. Dodson, March, 
page 150 


How to Use Word Magic in Selling by Jack Bedford (Words are 
the most important tools in an office equipment salesman’s sales kit. 
Are your words working for or against you?) March, pages 147-150 


Techniques 


Close that Sale! by Ed Brueggemann, sales training supervisor, Victor 
Adding Machine Co., tells how to do it. January, page 29. 


Color Is Your Business by Ralph L. Noble (Nationally-known color 
stylist, tells the importance of color in office furniture sales.) April, 
pages 18-23 


Copy Machines ‘ Demonstrations Prove Effective Sales Technique 
(Three-point merchandising program developed by Ashley-McCormuick 
Staty. Co. in Bridgeton, N a ) February, pages 23-25 


Copy Machines . . . Developing a New Market for Supplies by Robert 
S. Minor (Commercial stationers are carrying these machines with an 
eye toward building profits. Here's a picture of two such operations.) 
ebruary, pages 18-2 


Engineering Supplies Need Enthusiastic Selling (Special training pro 
gram helps build sales at Mannschreck’s, St. Joseph, Mo.) May, page 
10 


Go Electric . . . It's in the Typewriter Dealer's Future by Clarence 
O. Schlaver (Conquer your mechanics’ and customers’ fears and you 
will sell electrics, declares Robert Randazzo of Kansas City, Mo 

January, pages 24-27 


His Business Adds Up because His Mechanics Are Businessmen N. H 


Von Soosten of St. Louis specializes in bookkeeping machines 
he sells no typewriters ; bankers are his friends and his ‘adding 
machine salon’ is augmented by mobile demonstration facilities.) 


March, pages 42-45 


Oversize Window, Carpet Help Prospects to ‘‘Visualize’’ by Mrs 
Miriam Thiessen, Office Designer, Walsh Bros., Phoenix, Ariz. April 


pages 270-271 


School Supplies from Office Suppliers (A comprehensive compilation 
of dealer case histories which offer many good ideas for improving 
back-to-school merchandising.) June, pages 20-27 


Scissors and Shears Need Sharp Selling (William F. Durchslag, 
Stevens, Maloney & ( Chicago) Apt page 8 

Success in Complete Office Selling (Rochester Staty. Co., Rochester 
N has found a formula f increasing package sales.) June 


pages 50-4 


The Discount Problem by George A. Plant, Atlantic Typewriter & 


Adding Machine Co., New York City, April, page 78 

The Wood-Cased Pencil . . . a Selling Tool... a Sales Builder 
(Two firms, New Jersey Offic S Co. in Newark, N. J., and 
Hoelscher’s Inc., in Buftalo, N. Y., view pencil merchandising as a 


tal factor in their business.) February, pages 34-4 


Today! 3 Out of Every 4 Dealers Sell the Complete Office Interior 


(Orrick APPLIANCES’ survey reveals methods, volume and product 
sources.) April, pages 24-27 
Training of Clerks Pays High Dividends by Al! P. Nelson, April 


pages 258-261 





BUSINESS FORMS 





GET OUT OF DATE, TOO 





Bib 
Peake 


Gunnis 


keeps you up to date 
in styles ..in service... 
in sales 


There’s never a customer you can’t serve. . 

never a job too big to handle .. never a new form 
you can't supply.. when you rely on Ennis. 
Ennis is the foremost producer of business forms 
in America, offering dealers every needed 

form from the newest Snap-A-Part, Register or 
Continuous forms to the full range of everyday forms. 
Service is fast, prices are competitive and 

the profits are yours . . because Ennis products are 
sold through dealers .. we're your supplier, 

not your competitor. 





labeled clearly ..the best in the industry! 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va. 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco ® Birmingham ® Monroe, La. @ Los 
Angeles @ Denver @ St. Lovis @ Sanford, Fia. 









Registers 
and 
Register Forms 


Snap-A-Part Forms Continuous Forms 


12 








Ennis Forms are attractively, durably packaged. . 











Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W’. Jackson Blvd., 
Chicago 6, Ill. 


The Discount House Battie Continues 
Dear Editor: 

I appreciate the constructive comments of Mr. 
Plant in his reply to what he kindly called my 
“critique” of his recent article. Since you have 
asked further thoughts on the subject of discount 
houses I would like to carry this on a bit. 

Just as Mr. Plant admits that it has been 10 
years since he was in the lovely state of California, 
I must admit that it has been 17 years since I 
worked for Macy's in the bustling city of New 
York. 

It is apparent from our comparison of discount 
houses—west vs. east—that we are talking about 
different animals, much like the blind children 
who first felt an elephant. The one who felt the 
leg thought it was a tree, the one who felt the 
trunk thought it was a snake, and so forth. Yet 
all of the people who heap blame on discount 
houses fail to recognize that there is as much 
difference between discount houses as there is 
between stationery stores. Therefore, it is diffi- 
cult to generalize on them. 

In looking at discount houses I might mention 
my alma mater—Macy’s—which really is one of 
the original discount houses. They built the 
largest store in the world on a policy of 6% 
less for cash. They eliminated one service and 
reduced their price one level. Yet today one would 
not call that a discount house. Do you become 
a discount house when you eliminate two services 
—say credit and delivery? Or must you eliminate 
three services—say credit, delivery and clerk serv- 
ice? 

I seem to recall during my training period at 
Macy's, while doing comparison shopping, a 
rather frightening experience in a downtown 
store. Suddenly over the loudspeaker came the 
announcement that there was a Macy shopper 
in the store. I felt like a criminal—because I was 
checking a store that was underselling Macy's. 
I am not sure I recall the name of the store cor- 
rectly but I believe it was Goldsmith’s—a sta- 
tionery store on lower Manhattan. It didn’t seem 
a crime in 1941 to undersell. 

Now, Mr. Plant mentions the cross that sta- 
tioners must bear—they pay commissions. I have 
purchased stationery for many years in several 
positions. I have usually found that an order- 
taker, not a salesman, calls on me. Much of my 
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ordering was done direct by phone— initiated by 
me—and I understood that the order- aker would 
get a commission on it. 

It seems to me that if the stationer has a cross 
to bear, he willingly undertook to be.t it by the 
simple expedient of trying to solve all of his crea- 
tive selling and incentive problems by paying 
a commission. It would seem that stationers might 
be better off if, like discount houses, manage- 
ment undertook the promotional program and 
then hired people at a salary to collect the orders. 
Many other businesses have found that they can 
operate without commissions—and thus reap the 
full benefits of better promotional management 
combined with efficient order-taking. 

Mr. Plant said, “It would be enlightening to 
know how Mr. Kahn’s discount house would back 
an office machine guarantee sold by mail order 
on a nonlocal basis.” Perhaps again, we have 
a problem of east and west, since we don’t have 
major mail order discount houses. However, I 
fail to see why a discount house couldn't back 
a guarantee just as well as Montgomery Ward’s, 
which carries a large office stationery and equip- 
ment selection in its catalog. It seems to me that 
backing a warranty is a matter of merchandising 
and management philosophy totally unrelated to 
the manner of order-taking or delivery. 

Finally, I would like to agree with Mr. Plant 
that certain lines that are protected on a pin- 
point rather than shotgun basis have become very 
valuable despite the demise of Fair Trade. Long 
before there was Fair Trade Arrow shirts were 
sold on a well controlled distribution pattern in- 
volving uniform prices—and they have never 
had to resort to Fair Trade. But there was a unity 
of purpose of manufacturer and retailer that can 
only be built by joint action—not legislated into 
being by Fair Trade laws. But I can also point 
out, with a client in the nwsical instrument field, 
that with proper selling aud promotion a single 
organization does sell more of a certain brand of 
instruments AT FULL RECOMMENDED PRICE 
than do all of the other outlets in the same area 
who usualy sell (without imagination) at from 
10% to 30% off list. 

And one final thought—I know of no dis- 
count house doing any volume in steel office 
furniture. It is only the traditional stationer and 
office furniture stores that make their first price 
quotation 15% off list and then work on from 
there. Really, should the pot call the pan black? 

ROBERT KAHN 


Business Counselor 
Lafayette, Calif. 
(More Letters om Page 157) 
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STAY UP TO DATE 
ON STYLES AND SALES 





with the complete 


Gnnis 


line of business forms 


New machines and new methods have greatly 
increased the number and kind of business forms 
in use today. To stay ahead in sales and profits 

.. your forms must stay in step with progress. 

And to sell the complete field, you need 

a complete line. You get both with Ennis . . the most 
complete line, with all the most modern forms. 
That’s because Ennis is the nation’s 

foremost producer of quality forms for business 

in the nation. It’s your most profitable 

line and it’s the line that’s sold through dealers. 
We're your supplier, not your competitor. 





Write today for catalog and complete information. 


Gnnis 


TAG & SALESBOOK CO. 


Home Office and Factory 

Ennis, Texas 

Western Factory Eastern Factory 

Paso Robles, Calif. Chatham, Va. 

Branch Offices and Warehouses at 

Houston @ Dallas © Waco ® Birmingham * Monroe, Lo. 
Los Angeles © Denver @ St. Lovis ¢ Sanford, Fila. 











Here and There 








Racing Sloop Is 
Hobby of B. J. Junkunc 


Bela J. Junkunc, Chicago manufa 
turer of BeLA folding chairs is a man 
of many facets yachtsman, art col 
lector, lover of antiques, and a direc 


tor of the Chicago Boy's Clul 
On the sailing side, Mr. Junkun 


rates with the best. Here is illustrated 
the 40 foot sloop “Gassoon II’ which 
is the name of his present boat. It is 





with pride that Mr. Junkunc points 
out that his boat has placed 2nd or 
3rd in the Sir Thomas Lipton Cup 
races on Lake Michigan over the past 
seven years. 

This five-man | 
originally designed and built by 
Charles Francis Adams Jr., former 
Secretary of the Navy under Herbert 
Hoover. 

With his wife sharing his hobby 
Mr. Junkunc has accumulated th 


sailing sloop was 


works of both old masters and modern 
school painters of which their priz 
possession and collection is that of 


Sam Ostrowski, winner of the Grand 
Noble Prize of France and student of 
Renoir. In addition to 15 of thes 
masterpieces, they have some 55 paint 
ings, enough to fill both Mr. Jun 
kunc’s private office and a 10 room 
house on Chicago's south side 


Harry Ritchie Given 
Service Award 
Harry Ritchie, Addressing Machin 


& Equipment Co., New York City, 
recently received a gold watch, suit- 


ably inscribed by the company, in 
recognition of his 25 years of faithful 
service. Harry is currently president of 


the New York Office Machine Dealers 
Assn. 
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Henry Frankel, Wife 
Greeted in Manila... 





Henry Frankel (center), president of 
the Frankel Carbon & Ribbon Co., is 
shown on his arrival in Manila, 
Philippines, with his wife for an ex 
tensive business survey for his firm 
He is shown being greeted by execu- 
tives of the Corona Supplies Co., his 
firm’s local distributors in Manila 
The Frankels were feted at a banquet 
in Manila by 50 leading stationers of 
the Commonwealth who have fea- 
tured Klean Write products for more 
than 30 years 


Member of Famed Pencil 
Company on U. S. Visit... 





Count Alexander von Faber-Castell 
right), eldest son of Count Roland 
Faber-Castell, head and owner of 
the A. W. Faber-Castell Pencil! 
Works, Stein bei Nuremberg, Ger 
many, was a visitor at Phoenix the 
day preceding the regional convention 
for 14th District NSOEA. He was ac- 
companied by Ralph Maneval (left), 
Faber-Castell representative in the 
west with headquarters in Los 
Angeles 


Edwin H. Mosler, Jr. 
Heads Cancer Group 
The National 


Cancer Foundation 


announces that Edwin H. Mosler, Jr., 


president of the Mosler Safe Co., has 


accepted the 1958 chairmanship of the 


foundation’s business and _ industry 


committee of Cancer Care 


Stationers Honor 
Frank May, Libien 
At UJA Dinner 


Friends and associates of Frank 
May, J. L. May Co., joined in tribute 
to the veteran industry and UJA 
leader at the recent testimonial dinner 
of the stationery industry at the Hotel 
Plaza, New York City. More than 
$63,000 contributed by the industry 
members present to the current United 
Jewish Appeal drive to provide health, 
welfare and rehabilitation services for 
hundreds of thousands of destitute in- 
dividuals around the globe. 

The presentation of an illuminated 
scroll to the guest of honor was made 
by Mortimer Libien, of the Libien 
Press, division chairman. Mr. Libien 
and the other speakers lauded Mr. 
May for his ‘selfless devotion to his 
fellow men and his long years of un- 
assuming service to humanitarian 
causes."" Mr. May is a pioneer founder 
of the Stationery Division of UJA. 

A highlight of the evening was the 
presentation by Arthur Burger, of the 
Art Steel Co., to Mr. Libien himself 
of the Ben Gurion Chairman Award 
for leadership in past campaigns. This 
special scroll was signed by Israel's 
Prime Minister in tribute to the as- 
sistance UJA funds have given in the 
rescue of hundreds of thousands of 
refugees from hunger and totalitarian- 
ism and in their resettlement in Israel 
and other free lands. 


Al N. Seares New Head of 
National Sales Executives... 





Glenn R. Fouche (left), vice-president 
of Parade Publications, Inc., president 
of National Sales Executives, Inc., 
turns over the gavel to President-elect 
Al N. Seares, vice-president, Reming- 
ton Rand division of Sperry Rand 
Corp. The election was held May 21 
at the 23rd annual meeting in Wash- 
ington, D. C 
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Beginning 

June 29, 1958, 

office dictation 

and transcribing 
will be 


50% SIMPLER... 


With just five simple controls where comparable 
machines use as many as ten. . . with two-second 
magazine loading where others fumble with old- 
fashioned hand threading . . . with crystal-clear, 
easy-on-the-ear voice reproduction where others 
require nerve-racking concentration . . . the new 
NORELCO ‘35’ makes it at least 50% simpler, 
easier and pleasanter to give and take office dic- 
tation. This latest engineering achievement of 
world-famous Philips of the Netherlands will be 
unveiled at the Milwaukee office machine exhibi- 
tion on June 29, 1958, in Booth 46, and will be 
distributed to franchised NORELCO dealers im- 
mediately thereafter. 


Check these NORELCO ‘35’ features against any 
other dictating and transcribing machine at any price: 


Magazine Loading — fumble-proof, jam-proof 

/ Extra-Long Dictating Capacity —35 minutes on one reel 
Easy Portability — only 8 Ibs., travels anywhere 
True-Fidelity Sound — prevents fatigue in transcribing 


Automatic Counter — extra accurate; pinpoints single words 


~~ % % 


Modern Decorator Styling—biends with any decor 


Only 5 Controls —for all functions: dictating, playback, fast- 
forward, fast-rewind, quick-review, quick erase, and stop. 


<, 


/ Full Line of Accessories Available — headset, earpiece, type- 
writer control, foot control, telephone attachment, conference 
loudspeaker, log pads, microphone, carrying case, etc. 

— PH 





A few choice NORELCO ‘35’ dealer 
franchises are still open. Talk to 
product manager Art Hanrahan 

at the show, or write him at 


OA-—7/58 






Noreleo 


LP Vee wae, | ae Sek Veld, ic 


NORTH AMERICAN PHILIPS CO., INC., Dictating Equipment Division 
230 Duffy Avenue, Hicksville, Long Island, N. Y. 

In Canada: Known as the ‘Philips’ dictating mochine 

Distributed by Philips Industries Ltd., 10 Eglington Avenue East, Toronto, Ont. 








of the Industry 








President Miller distributes silver dollars 
to employees Sandra A. Smith and Jacob F. Seitz. 


Otto H. Ulbrich Co. 
Primes the Pump 


A new concern—Ulbrich’s Pump Priming Association 
Unlimited—was formed recently in Buffalo, N.Y. and if 
it establishes the nationwide subsidiaries the president 
hopes, the country’s recession will be all but over. 

Less than a minute after it was formed, its shareholders 
—employees of Otto Ulbrich Co.—treceived five silver 
dollars each with orders to go out and “spend it on any- 
thing you want.” 

The recession-fighting plan comes from the company’s 
president, Walter H. Miller, former president of NSOEA, 
who told his employees “Maybe in our small way we will 
start a chain reaction that other little cOmpanies will fol- 
low.” 

Mr. Miller suggested that each silver dollar should be 
spent in a different place to focus maximum attention on 
the anti-recession plan. 


Index Manufacturer 
Promotes ‘‘Buy Now’’ 


A small counter card reading “Buy Now and Help Your- 
self to Prosperity” has recently been mailed to office sup- 
liers by Ezyindex Products Corp., Flushing, N. Y., manu- 
ere of stationery indexing products. The card was 
accompanied by a personal letter from the company’s presi- 
dent, Charles W. Busk, offering as many as needed. The 
letter contained a special offer of certain free merchandise 
as proof that Ezyindex practiced what it preached. 


New Postal Rate Changes 
Make Scale Charts Obsolete 


When Congress passed and President Eisenhower signed 
into law the bill making new, higher rates effective for 
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mail, a king-sized problem was created for makers of postal 
scales. 

Millions of charts, used to compute the cost of mailing 
packages and letters, became obsolete at the stroke of a 
pen. 

The nation’s scale makers are rushing the gigantic proj- 
ect of supplying the scale charts which will make postal 
scales serviceable under the new laws. 

The scale industry offers one word of advice to postal 
scale users. That is, to have their scales checked for ac- 
curacy at the time the new charts are installed. 


Office Furnishings Have 
Impact on Customers, Employees 


Members of the office furniture industry meeting recent- 
ly for the New York Area conference of NOFA were told 
that how the business executive furnishes his office in- 
fluences the confidences of customers in his company and 
product. 

Dr. Irving Gilman of the Institute of Motivational Re- 
search, Inc. pointed out that the furnishings of the office 
clearly symbolize social status and can easily affect the 
emotional health of its occupant—and even the emotions 
of those coming in contact with the office. 

He cautioned the dealers that there is so much “‘expres- 
sive power” in office furnishings that the customer might 
unwittingly, by poor choice of furniture, advertise his firm 
as “full of stodginess, lacking imagination and possessing 
of negativism.”” He urged the furniture sellers to give cus- 
tomers’ offices personalities of prosperity, modernity and 
a forward-looking attitude. 

It’s the office public-image which is being sold, not fur- 
niture alone, the dealers were told. 


Southern Lines Reduce Carload 
Ratings On Office Furniture 


In the ‘Good News” department this month is the ad- 
vice that NOFA in co-operation with National Furniture 
Traffic Conference and its affiliated associations has been 
successful in having the Southern and Southwestern Lines 
agree on some substantial reductions in carload ratings on 
office furniture shipments, especially on long hauls to the 
Southwest. Attempts are now being made to sell the scale 
to the Western Trunk Lines. 


Looking Ahead in the 
Office Equipment Industry 


« The Value Line Investment Survey by Arnold Bernhard 
& Co., Inc., New York City, takes a long, hard look at the 
office equipment industry and comes to the conclusion, 
“It is the job of this industry to produce cost-reducing 
equipment, and the effectiveness of this equipment has 
been attested to by some of this country’s biggest corpora- 
tions. As the value of such equipment becomes better 
known, it is likely that an increasing number of companies 
will want (indeed, will need) to use it.” 
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IT HAPPENED IN BOSTON 





NEW MOSLER REVO-FILE 


practically sells itself... brings 
giant re-order profits to dealers 


Every day, more and more firms are switching to Revo-File, 
the unique rotary active-card file. That’s because Revo-File 
obsoletes others. It’s the only active-card file that: cuts ref- 
erence time to 1% seconds; saves 500% in space; reduces all 
finding locations to just one; saves users $200 in changeover 
costs. Most important, one Revo-File sale invariably leads to 
lots more. That means lots more profits for you. For further 


dealer information, write today. 
NEW MOSLER REVO-FILE 
the modern rotary card file... another fine product of The Mosler Safe Co. 
320 Fifth Avenue, New York 1, N.Y. 
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“ HEN a car becomes nothing more than transporta- 
tion, when new clothes become nothing more than 
protection against weather and immodesty, when a house 1s 


Creation of Wants— only a shelter — when the thrill is gone out of buying and 
pride fades out of ownership—we are headed for something 
No Half-done Job worse than mere depression. We are headed for a whole new 


kind of economy that none of us are going to enjoy very 
much.” 


Charles H. Brower, president of Batten, Barton, Durstine & Osborn, Inc., 
had this to say recently about the current business recession. 


We might add that when an office becomes just a place to work instead of 
a “second home’, when a chair becomes a piece of seating without comfort or 
style, when a desk is only a utility instead of an object which enhances the 
owner's prestige and a piece of paper is just that instead of a means of better 
communication and a record—then the office equipment and supply industry is 


in trouble. too. 


Mr. Brower laments what he terms an increasing boredom in salesman- 
ship. “Up until the last few months,” he notes, “Americans have been the most 
desiring people in the world. This vast and insatiable desire is what has 
made us great .. . it linked us by canals and railroads, it put planes in our 
skies, it drilled our wells and mined our mines . . . Where the European 
hopes someday to have a scooter or a small car, we have wanted two cars, 
preferably right away. Where he wants a new overcoat eventually, we have 
wanted one now—and a top coat, too. Where he wants one suit, we want 
five. Where he wants a room or two, we want a house —and a summer place, 
too. And all these things we have gotten, because our desire was strong. 


Now it is true that salesmanship, and advertising, and consumer credit have 
continually stimulated this desire. And there is nothing so wrong with this. Be- 
cause the creation and stimulation of desire has put more people to work and, 
in turn, made their desires possible to fulfill.” 


What happens when salesmen and sales managers, in the words of Mr. 
Brower, cease becoming the merchants of discontent, the creators of obsoles- 
cence, the High Priests of public appeal ? 

1 


pening now ¢ Again we quote Mr. Brower: 


1e answer is quite simple the nation is in trouble. And why is it hap- 


For this, in America, is the high tide of mediocrity, the great era of the 
goot-on, the age of the half-done job. The land from coast to Coast has 
been enjoying a stampede away from responsibility. It is populated with laun- 


dry men who won't iron shirts . . . with executives whose minds are on the 
golf course And the salesman who won't sell is only a part of this over- 
all mess.’ 


What Mr. Brower is saying is that there must be a rediscovery of what ad- 
vertising and salesmanship can do, plus the great thrill in work well done. 
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Give your profits a lift 


with this new LU fl @ chair! 















@ Today's sale has a future .. . when you 
deliver this de luxe COSCO ‘Director’ Series 
secretarial chair. Truly a value leader for the 
mass ‘middie’ market where you sell more 
and earn more! Dual-contour, deep-foam _ 
seat. Foam-cushioned backrest, upholste a 
front and back. Smart ‘friendly-to-the 
styling for any office decor—traditions 
classic, modern, regional. Plus the pov 
backing of the largest full-color ad 
in COSCO history! 


HAMILTON MANUFACTURING CORPORA 
COLUMBUS, INDIANA 


'F if i | hm | 
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28-STA $67.95 28-T $52.95 27-LA $39.95 23-LD $19.95 COSCO also offers comparable 
($71.95)* ($56.95)* ($43.95)* ($21.95)° n chairs, settees, sofas. table 
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Dealers today are asking... 


@ Should we hire women as outside 
salesmen? 


@ Should we set up a profit-sharing 
plan? 


® Should we make plans today for dis- 
posal of our business in event of 
death or retirement? ‘s 


@ Is it cheaper to lease your quarters 
rather than own your own building? 


@ Are weekly sales meetings in the store 
profitable or merely time-wasting and 
boring? 


@ Should a downtown location be de- 
serted in favor of one outside where 
parking space is available? 


® Should I own or lease my delivery 
trucks and salesmen’s cars? 








with Profit 


/\ Office suppliers today are: 


...for cost cutting 


st against price cutting 


+ 


[Ts are two compelling objectives for office 
suppliers today—a distaste for price cutting and 
an awareness of the need for cost cutting. 

Put together, the principal aims of the dealers can 
spell business with a profit. 

That's the impression gained by OrFICE APPLIANCES’ 
editors from comments heard at NSOEA regional busi- 
ness sessions and with interviews with dealers. 

These dealers are deeply concerned over any tendency 
toward ‘“‘price cutting” and they speak out openly 
against it. They are likewise aroused to the need of 
cutting corners through good management of their own 
establishments. 

A by-product of this awareness naturally is the first 
order of business—“‘getting their salesmen to put out 
greater efforts.” 


Dealers Evidence Interest 

When relaxing scenery such as existed at Sun Valley, 
Yosemite, Denver and Sequoyah State Park fails to 
lure office suppliers away from regional “brainstorm- 
ing” sessions there must be a good reason. 

Such a reason is most apparent—a desire for business 
with a profit. 

Dealers listened and they gave freely of their own 
ideas on economic success during these days of “hard 
selling’, ‘national coffee break’ or “recession” as the 
period has been termed. 

They heard Paul E. Burbank, executive vice-president 
of NSOEA, tell of the importance of proper selection 
and directed training of salesmen. They analyzed their 
own management practices with Dr. Ralph D. Cies of 
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by CLARENCE O. SCHLAVER 
and ROBERT M. MINOR 


managing editor and 
associate editor 


the research staff, heard President William R. Diehl, Jr. 
exhort them to “get up out of the chair” and learned 
some good practices in selling of safes from Vice-presi- 
dent Edwin H. Mosler. 

Among those speaking out strongly against any 
reduction of profit through price cutting was W. E. 
“Bill” Morris, Morris Bros., Stockton, Calif., newly- 
elected governor of the 12th district. He said: 

“The activity in which there is price cutting in- 
volves mostly those who weren't in business in the 
late 30's or early 40's. They haven't mastered selling 
techniques. 

“There is lots of business out here because of the 
increasing population. 


Fear Brings Price Cuts 

“It is a shame to see people selling merchandise 
for $1.00 when they have paid $.80 or $.90 for it. 
That must be a kind of a fear—when an order comes 
along—otherwise you wouidn’t be giving away the 
merchandise to get the order. It means that the sellers 
haven't sold the buyer on the value of the merchan- 
dise. The sellers lost sight of the margin they need to 
take care of the service which must be given after 
the sale. 

“If a customer realized he was getting no service 
when he pays 15% less, the chances are he would have 
been willing to pay more. 

“We have walked away from sales during the past 
few months and will continue to walk away from 
them, unless they can be made at a profit.” 

Dealers are turning to ways and means of paying 
their salesmen on the basis of the profit on each indi- 
vidual order, thus doing away with the tendency to 
cut the price in order to get the order. 

Clyde Stickler, Valley Office & School Equipment 
Co., Bakersfield, Calif., says: “We have a cost sales 
system whereby we cost all orders turned in by sales- 
men in furniture and office machines. We pay our 
salesmen on the basis of profit made on the order 
which is turned in.” 

And Lee Johnson, H. S. Crocker Co., San Francisco, 
asserts, “We pay our outside salesmen on the basis of 
percentage of gross profit. These charges are costed 
manually and then sent to IBM to put on cost cards.” 


Uses His Own Plan 
Win Phillips, Win Phillips Co., Oakland, Calif., 
states: “I use a little system I designed myself in the 
way of daily reports. Every sale is marked with a 
profit on it. I know the total of gross profit—that is 
really important, not the total sales. I also keep ac- 
count of total operating costs and that gives me the 
profit picture day by day.” 
Turning to the state of Washington for an analysis 
of business today, we found Al Osborn, Tacoma Of- 
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fice Supply Co., saying, ‘Business is off but we are try- 
ing to combat this condition by putting salesmen back 
to work and by looking for new ideas in management. 
I am concerned with the dealers’ need for more in- 
formation on copy machines and automation in the 
office. 

“Management must grow and our problem is basi- 
cally that of attracting qualified people into the in- 
dustry and of training them in all phases of our 
changing business.” 


Training Considered 

The opinions of Mr. Osborn in respect to the 
need for training are reflected in the views of other 
dealers and the warning of Paul Burbank, “Your 
salesman’s value to your business will never be differ- 
ent than his ability to sell . . . there is too much 
lackadaisical selection of salesmen.” 

Regarding training, here is what some of the deal- 
ers say: 

A Seattle dealer: “I never hire a man who has sold 
office supplies before. I want to train him my way.” 

Tom Fisher, Fisher's, Boise, Ida.—‘‘It is often diffi- 
cult to keep meetings going each week so we believe 
in sending our salesmen to the manufacturers’ plants 
and to conventions such as this (at Sun Valley).” 

(A timely quote at this point on the need for 
trained salesmen is the statement by President Diehl 
of NSOEA—“Our business can not tolerate more 
‘order takers’ who operate like automatic vending 
machines.” ) 

“We meet for 15 minutes every Tuesday morning 
to discuss items which should be pushed, items which 
we might call the better-profit type,” declares Len 
Curry, Corrick’s, Santa Rosa, Calif. 


Need System of Reporting 
Says Paul Burbank—"‘If salesmen are to help you 
(the dealers) in this changing world they must be 
directed and you must have a system of reporting— 
number of planned calls, number of hours they are 
before customers, number of sales made, number of 
new accounts and number of demonstrations, for 
example.” 


Considerable discussion was held at Yosemite rela- 
tive to whether or not a salesman should appear be- 
fore a customer in a business suit. Some dealers are 
opposed to the wearing of sports shirts by their 
employees or to an outside salesman going hatless. 
Others said the garb depends upon the locality and 
the prevailing temperature. 

Likewise the dealers were asking in various sec- 
tions—would it be more economical to have women 
as outside salesmen? . . should I share profits with 
my employees? . . how can I guard against loss of 
my estate through forced sale in event of my death 
or retirement? . . should I lease my store building 
or own it? 


What about profit sharing with employees? 
James Wilhelmi, The Stationers, Inc., Tacoma 
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. continued 


Dealers ponder ways to increase 
sales volume, reduce stock 


Wash., told a Sun Valley session during address by 
Dr. Cies, “Our plan is to put one third of the profit 
back in the business, allot one third to management 
and give one third to the employees. It has worked 
well and we feel we have the loyalty of our workers.” 

Kenneth N. Brown, Corrick’s, Santa Rosa, Calif., 
likewise told of a profit-sharing plan. 

Jim Kalbus, Kalbus Office Supply, Nampa, Ida., ex- 
plained that his firm pays a bonus to employees who 
sell slow-moving stock. ‘We cut them in on it rather 
than reduce the price of the merchandise.” 

Dr. Cies told of the growing interest in hiring 
women for outside selling because of the wage differ- 
ential. 

Henry Sleeper, Sleeper Stamp & Stationery Co., 
Sacramento, Calif., said he had an outside saleswoman 
during the last war and Mrs. Sleeper at that point 
added, “She brought in as many sales as the men.” 

Retailers in the Rocky Mountain area are not under 
pressure yet from any effects of a recession, but they 
recognize the need for a complete analysis of their 
business operations. 

Profit is a key word in their discussions, and they 
are more than interested in increasing their sales 
volume to offset any possible slump in over-all busi- 
ness. 


Business is Good 

Free of general basic industries, other than farm- 
ing, tourists and cattle, this area, encompassing Utah, 
Wyoming, Colorado, and New Mexico, is still enjoy- 
ing a general business increase. 

Nobody, however, is ignoring the trend to “hard 
sell” that is probably a direct result of the over-all 
economic condition of business in the United States. 

In Salt Lake City, Utah, for instance, Bud Seagle, 
Salt Lake Desk Exchange, said that business in gen- 
eral is good. But he is advocating better training for 
new salesmen and an expansion of territory. He 
wants to see salesmen more informed, better equipped 
to talk “product” and he feels they should be trained 
to sell individual items in a growing field of speciali- 
zation. 

Eldon Cloud, Albuquerque Co., Albuquerque, 
N.M., was happy to report that, to date, 1958 is one 
of his best years. He was breaking records in 1957, 
but there doesn’t seem to be any letup for the present. 
He is looking over his advertising program at the 
moment, trying to find a solution to continuing suc- 
cess based on adequate promotion. 

William Mason, owner and manager of Out West 
Printing & Stationery Co., Colorado Springs, Colo., 
can see a drop in some phases of business. 

“The bulk of furniture sales, recently stimulated 
by remodeling of business concerns and new building, 
has been completed in this area. Those who could 
have taken the step, those who were going to remodel 





are sitting tight for the moment.” 


To bolster his own position, Mr. Mason is busy at 
work on a customer stock control program for those 
of his customers who buy in volume. This program 
will keep a control on the items they need and buy 
and will keep them from overbuying or underbuying. 

This type of a program will also keep customers in 
a liquid position; and, from the point of view of the 
store, it will give outside salesmen more time to ex- 
pand their calls to other potential customers. 

Louis Santangelo, long-time owner and operator of 
J. S. Stahl & Co., Denver, can see no particular in- 
crease or decrease in business sales. Circus selling and 
discount practices in the portable field have given 
him and other regular machine dealers a rough time, 
but concentration on a quality product, backed by 
guaranteed service, is enough of a weapon to fight 
back. 

Try to Win Business 

Jim Jamerson, new manager of Capitol Office Sup- 
ply, Denver, said he sees a general tendency for de- 
crease in office furniture sales. 

“Many business firms are holding back and sitting 
tight,” he observed, “but sooner or later they are 
going to have to replace items that are wearing out.” 

Two definite steps are now being taken by his 
firm. The salesmen are recontacting former customers 
through the use of old ledger cards, trying to estab- 
lish these accounts again. At the same time the com- 
pany is studying its sources and making some changes 
in its buying to meet competition. 

In the region covered by the eighth NSOEA dis- 
trict Bill Smith, co-owner of Fay Young Electric 
Typewriter Co., Tulsa, Okla., has glowing words 
for a newly installed salesman incentive plan in his 
firm. Since the first of the year his men have had 
protected and exclusive territories and a special bonus 
plan has been in effect for additional sales. The re- 
sults have been exceptionally good. New accounts are 
the next field for development, he said, and he is 
making sure that everyone calls on small accounts 
as well as large accounts each month. 


‘Must be Selective” 

Leonard Wilcox, former national president of the 
NSOEA and partner in Roberts Printing & Stationery 
Co., Hutchinson, Kan., said this is the “ideal time for 
management to become more selective in choosing its 
sales force.’’ It is a good time for management to take 
inventory of the sales staff and a good time for an 
introspective look at itself. 

Two St. Louis dealers, Bill Kennedy, William J. 
Kennedy Stationery Co., and Powell Adams, S. G. 
Adams Co., offered the advice that this is the time to 
increase advertising to stimulate business. Special pro- 
motions and an increase in all media are ways in 
which they are meeting a general slowdown of 
business. 

There other 
States who said they favored advertising as a method 


were also dealers from the Plains 


of stimulating activity during a ‘hard sell”’ period. 
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Get the customer 
behind 

Evansville, Ind. 
ti:e machine pre an office machine ts senate cont 


of getting the customer to use it and then to be- 
come so intrigued by its possibilities that writing of 
the order follows in due course. 
to sell it That's the selling philosophy believed in by 
Charles Miller, personable proprietor of the Evans- 
ville Office Machines Co., Evansville, Ind. 

The soundness of such a practice by the firm, for 
which Mr. Miller himself is a top salesman, has been 
proven by sales success. 

Demonstrate . . . demonstrate . . . demonstrate. 

This is exactly what Mr. Miller does. Repairing 
an old machine or renting of a better model is 
looked upon as a No. 1 excuse for the demonstration 
with careful explanation of the features possessed 
by the new models—better tabulation on typewriters, 
for example. 

The demonstration method has been found par- 
ticularly successful, backed up by advertising at the 
local level, in merchandising of the new small add- 
ing machine manufactured by Underwood. Holding 
the model in his hand, Mr. Miller testifies as to its 
portability, and then he proceeds to explain how it 
can save time and money for quick calculations by 
the operator. 

“Professional men with small offices, men like 
doctors and lawyers, make up a prime potential for 
this and other office machines,’ asserts the Evans- 
ville dealer. “Likewise I find growing acceptance of 
the idea of a home in the office. An adding machine, 
ee : for example, has an acceptance today beyond the usu- 
CHARLES MILLER demonstrates lightness al scope of business office use. 
of new Underwood small adding machine. “It’s a good selling habit to demonstrate the port- 

ability of such machines as well as speed and ac- 
curacy. One must convince the customer that an of- 
fice machine, be it typewriter or adding machine, is 
not a complicated mechanism but just a device which 





ie 


Demonstrations pay off for dealer can save time and money for its owner.” 
’ : A former Underwood salesman, Mr. Miller enjoys 
in Evansville, Ind. He sells time a wide acquaintanceship with Evansville office man- 


agers. In fact he is one of the few office machines 
dealers who was ever elected president of a local 
as portability of his machines NOMA (National Office Management Association) 
Chapter. His elevation to this post in Evansville oc- 
curred recently. 
Providing service, demonstrating, keeping con- 
tinually at work on outside selling and backing up 
A Staff Report his program with extensive local newspaper adver- 
tising, the dealer reports that his business is 25% 
ahead of last year’s volume. 
“I hope to keep it that way by convincing people 
that there are advantages to the new office machines 
if they will only try them,” he concludes. 


and money-saving features as well 
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Photocopy Machines a 
Gross 
$10,00 
a Month 


for a Boston Dealer 


















John W. Murray Co. proves that a 
successful sales effort is based 

on carefui planning and a 
well-developed promotional effort. 



























PHOTOCOPY SERVICE . . . provides John W. Murray 

with the opportunity to demonstrate the 

effectiveness of the photocopy machine to a 

secretary. This method has contributed 

ee he foresaw the growing need for to sales volume increase. 
photocopy machines of businesses in his area, 
stationer John W. Murray, president of John W. 


Murray Co., Inc., 118 Summer St., Boston, Mass., Boston businessmen to attend the Boston debut of 
his photocopy and office machine business. This was 


was among the first retail stationers in the United , of 
the first showing of its type in Boston, according to 


States to stock and sell photocopy machines success- 


fully — to the point where this item itself now Mr. Murray, and it attracted thousands of business 
grosses over $10,000 in monthly sales for the store. people. . 
In March of 1957. Mr. Murray launched an exten- Each unit was displayed in a separate booth with 


a demonstrator on hand to explain its operational 
features and advantages in increasing office efficiency. 
“But the new photocopy machine created a small sen- 
sation and dominated the entire exhibit,’ he said, 
“and it attracted the interest of many businessmen 
who recognized its potential value for office use.’ 


sive promotional and advertising campaign, which 
now accounts for his large, current sales volume in 
photocopy machines. 

His promotion included: 1. An office equipment 
revue and business systems clinic, featuring the photo- 
copy machine; 2. Extensive advertising in Boston 
newspapers and national trade magazines; 3. An 


Featured in Every Show 
exclusive photocopy service for local businesses; 


4. Sales-stimulating contests among his salesmen; and Because the machine made such a hit at the review, 
5. Direct-mail advertising, utilizing photocopied cir- Mr. Murray decided to actively promote it. To fur- 
culars. ther publicize the machine, he featured it in every 
After deciding to expand his business to include possible business show in Boston, including meetings 
office machinery, Mr. Murray put his lines in the of insurance associations, accountants organizations, 
public eye by presenting an office equipment revue and other related business fields. 
and business systems clinic, displaying all his office He also backed up his review and other exhibitions 
equipment and featuring the photocopy machine of the machine with extensive advertising in Boston's 
He sent engraved invitations to a selected list of newspapers, frequently running half-page and full- 
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PROMINENT DISPLAY . 


page ads in the Boston Globe and the Herald Trav- 
eler two metropolitan dailies. He made history 
because he was the first stationer in Boston to ad- 
vertise as extensively as this and the first one to run 
color ads in Boston newspapers. 

To fortify the impressions the photocopy machine 
made on prospects at various business meetings, 
Murray further promoted it in trade magazines. He 
still advertises heavily in publications serving the 
funeral, real estate, law, insurance and accounting 
businesses 

But the best advertising tool I have is the ma- 
chine itself,” he pointed out, ‘so I created a special 
photocopy department and gave the machine display 
dominance in the store and the window. 


Shadowbox Displays Used 


He displays the machines in shadowboxes around 
the store, and tops off the store display by featuring 
them in the window. 

The next step, which has since proved the most 
valuable, was the institution of an exclusive photo- 
opy service for local businesses. Taking advantage 
of the store’s high traffic location, in the heart of 
Boston's business district, he placed a sign at the 


store's entrance informing passersby that they could 
come in and get a photocopy of anything for 25c 
while they waited. He also informed his regular cus- 


tomers of the service. “Almost immediately, people 
in growing numbers visited the store to use the serv- 


This is a perfect example of my belief that the 

































. of photocopy machines stands as a constant reminder to 
customers that the John W. Murray Co. specializes in this equipment. 
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COMPARISON . . . of originals and photocopies can 
be shown to a customer on an electrically- 

powered binder. Here John Murray offers 

first hand evidence to a prospect. 


retailer has a responsibility to keep new products in 
the public eye and to stock them for quick sale, and 
it has proved a definite advantage in selling photo- 
copy machines. 

“When we started the photocopy service, we did 
the photocopying for the customers, but then the 
number became so great we couldn't take the time to 
do the work for all of them. So now they do it them- 
selves, which is an advantage for us. 

“By letting the customer use the machine, he can 





GROSS $10,000 A MONTH continued 





better appreciate its fast, simple method of operation. 
We always mention that the cost per copy would be 
reduced by about two thirds if he owned one of our 
machines. Inevitably, a constant user of our service 
becomes a buyer of photocopy equipment. This serv- 
ice is the best promotional device I have used, be- 
cause it reaches exactly the people it should and 
doesn’t cost us a cent, in fact earns us extra profit. 

An added inducement for prospects to try the 
machine and see what results they can get, is an 
electrically-powered display binder, showing photo- 
copies done on the machines, which Mr. Murray in- 
cludes as part of the department's display. This bind- 
er consists of several pages of original copies and 
their photocopies. Each page compares one with the 
other, as the binder turns slowly, showing various 
uses and results of the photocopy machine 

With the machine sold, Mr. Murray offers a com 
plete service department for repairs and parts, in 
addition to sales of photocopy supplies. This is very 
valuable, because it helps sell the unit: the customer 
being satisfied that service is available nearby 

“Because we sell the machine, supplies for it, and 
service it, we have a record « 
Mr. Murray, ‘and need only refer a potential buyer 
to any of our customers for confirmation of the ma- 


r its performance, Says 


chine’s performance and value 


Chart Records Sales Progress 
As a means of keeping his four salesmen interested 
in moving photocopy machines, he posts sales on a 
large chart on the wall of the inner office. The chart 
records each salesman’s selling record 
“Periodically,” he says, “I run sales contests, and 
the chart proves to be a sales stimulator, because 
each salesman sees a graphic illustration of his per- 
formance compared with the others. The salesman 
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REPAIR DEPARTMENT 
offering complete 
service for copy 
machines as well as other 
duplicating equipment 

is just one more way 
Murray's keeps 

satisfied customers. 


who sells the most in a give period receives a cash 
prize. 

To round out his photocopy sales campaign, he 
employs a creative direct-mail program. The machine 
itself proved to be a direct-mail aid, giving him an- 
other advertising assist. Because Mr. Murray felt that 
ordinary mail techniques were routine, he sends ac- 
tual photocopies with their originals to prospects. 

Potential customers see for themselves what the 
machine can do, and as a result, many businessmen 
have come into the store for a demonstration and 
bought a machine. Mr. Murray uses direct-mail con- 
stantly, sending out 500 to 1,000 circulars per week. 


Three Reasons For Success 

When he first undertook to sell photocopy ma- 
chines, many other retail stationers in Boston ques- 
tioned his chance of succeeding because these ma- 
chines represented a pioneering specialty business. 
Why, then, did Mr. Murray decide to sell photocopy 
machines? He lists three good reasons for his deci- 
sion. 

“For one thing,” he says, ‘it is any retailer's job to 
keep products in the public eye, and stock them for 
quick sale especially new products. 

“For another, the stationery business provides a 
ready-made market for the sale of office machinery. 
I sell typing paper why not typewriters? Lastly, I 
decided to branch out into the office machinery busi- 
ness with photocopy machines, because they repre- 
sented the most important development for offices 
since the typewriter was introduced. 

Murray's history-making promotion of the photo- 
copy machine and its profitable results prove that a 
retail stationer can afford to pioneer new items with- 
out incurring a loss. “It also proves,” concludes Mr. 
Murray, “that it pays to advertise 
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One-Company 


STEEL DESK and files make an 
impressive setting at Paul B. Williams, 
Inc., one-firm business show. 


PAUL B. WILLIAMS, the host, assists at buffet 
lunch, serving Bernard Protzell, Gann Law 
Book Publishing Co., Mark Ryan and Thomas 
M. Connors of Eastman Kodak Co. 





Show Can Be Successful 


e An individual firm's business equipment show re 
cently presented its lines in attractive surroundings and 
in a congenial atmosphere and helped impress buyers 
with the products carried. 

Paul B. Williams, Inc. of Newark, N. J. arranged 
the affair at the Essex House Hotel, obtaining the co-op- 
eration of several supplying manufacturers in setting up 
display material, and paying all expenses, which came 
to several thousand dollars. 

Williams is a specialty house, mostly in duplicating 
equipment, with one major steel equipment line. 

Admission was restricted to formal invitation only, 
extended to customers and industrial prospects. Be- 
cause of the inclement weather there were many can- 
cellations, but about 250 attended the showing which 
was confined to one day and from noon to 8 P.M. Also 
on hand were several factory representatives. 

More than 30 lines were exhibited including Rex 
Rotary, Old Town, Security Steel Equipment Corp., 
Kodak's Verifax, Bohn M-4 duplicators, Electric Rex 
Hermes typewriter, Ever-Rest calculators and 
the firm’s own Schooner ribbons. 


macnines 


A buffet and bar were set up in an adjoining room 
Although no selling was carried on, company represent- 
itives explained their lines, supplemented by a little 
help now and then from manufacturer's representatives 

Executives present expressed surprise that so many 
products shown were produced in their locality. The 
showing also made a favorable impression on large- 
volume customers, who had been unaware of the many 
cost-cutting items available in today’s office equipment 


market. Another indirect benefit was in familiarizing 
mployees of the Williams firm themselves with what 
$s going on around them 

A one-company exhibit of this type is a worthwhile 


a business equipment house,”’ commented 
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INTERESTED SPECTATORS view business 
machines at Paul B. Williams, Inc. 


Mr. Williams. ‘But you have to restrict it to interested 
executives only with whom you can do business; keep 
out the general public who would waste your time and 
limit attendance to those bearing admission cards. | 
can't think of a better form of promotion for making 
a graphic presentation than an affair of this kind.” 

The results were so satisfactory that the company is 
planning on making it an annual affair, enlarging it, 
however, by including more competitive items. It is 
considered to be the only business equipment show of 
its kind by an individual firm in that state. 

The company was established in 1943 by Mr. Wil- 
liams who spent 10 years with International Business 
Machines Corp. as the New Jersey representative. 
Branch offices are maintained at 5340 N. Lincoln Ave., 
Chicago; 321 Broadway, New York; Greensboro, N.C.; 
Cambridge, Mass.; and Springfield, Pa. 


27 





GA editors, t*aveling across the 
country from coast to coast, either at- 
tending NSOEA regional meetings or 
going after specific stories, visit many 
dealers in their own places of business. 
These visits offer an opportunity for 
“grass roots” opinion on subjects of im- 
portance to all. 

Invariably, the conversation at one 
point touches on the sale (or non-sale) 
of copy machines—both equipment and 
supplies. Dealers across the nation are 
interested in this comparatively new 
equipment item, and they all agree that 
they would like to share in the sale of 
the machines as well as the continuing 
supply business. Many dealers are sell- 
ing the machines, some with a great 
degree of success. Others openly admit 
they have gone no place with the equip- 
ment although they have it available for 
their customers. 

The main reason—they don’t know 
where to start selling. 

In many cases they admit they don’t 
understand the machines—and in some 
cases they are not sure the equipment 
can do the right job for the customer. It 
is because of this situation that OFFICE 
APPLIANCES is seeking out those who, 
in the realm of the complete office sup- 
ply and equipment dealer, are doing a 
job with copy machines. 


Te 


here is 
one way a 


dealer can 


b beer an enthusiastic young supply salesman with 
a willingness to learn, add the lure of increasing 
income, mix with a growing market, and you have the 
formula for a copy machine department. 

This is an over-simplification, of course, but the in- 
gredients fit the situation at Clark Office Supply Co., 
Inc. in Phoenix, Ariz. 

The young salesman is Jack A. Shike, and the idea 
to develop the sale of copy machines was his. Although 
his company had the machines available for nearly two 
years, sales were next to non-existent. Regular office 
supply salesmen didn’t know enough about them to set 
up prospects, and there weren’t enough customers who 
were eager to add them to their business procedure. 

Mr. Shike had been handling the majority of machine 
sales, such as duplicators, as well as selling supplies for 
these machines. More and more, however, he saw the 
growing need in offices for a copy machine, so one day 
he went to Leighton E. Cress, president of Clark Office 
Supply, and told him he wanted to specialize in the sale 
of copy machines. 


Had Idea Approved 

His idea met with immediate approval, since Mr. 
Cress, too, had envisioned a growing market for the 
machine. With the preliminary plans out of the way, 
Mr. Shike traveled to the west coast regional office of 
the Cormac Photocopy Corp., manufacturer of the ma- 
chine the store carried, and picked up all the sales 
knowledge he could. 

This knowledge, coupled with hours of shirtsleeve 
practice, gave him the background necessary for getting 
his program underway last November. During the past 
few months he has made contacts and sales at a rapid 
rate. While he is still selling office supplies, he is con- 
fident that in the very near future he will have to de- 
vote his full time to copy machines. Both he and his 
company will profit from this endeavor. 

But how did he bring about this sudden change in 
machine sales? 

It wasn't overnight, and it wasn’t the result of any 
special promotion or advertising drive. It was the re- 
sult of a carefully planned program 

First, Mr. Shike and Mr. Cress both agree that copy 
machines are a part of a business system, and they 
should be sold as systems are sold. This means that not 


everyone on the company’s customer or prospect list is 
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a sales possibility. Customers are selected for their need. 
No direct mail or other advertising approach is used. 
Office supply salesmen have been alerted to watch for 
possible applications on their regular rounds. If they 
see that a customer might use a copy machine in his 
business, the spec‘alty salesman, Mr. Shike, is informed, 
and it is his job to follow up the lead. He is con- 
stantly developing his own leads as well, contacting 


businesses which should be using the machine. 


Have Product Confidence 

Second, Mr. Shike has product confidence. He knows 
that the machine he is selling can do certain jobs very 
well, and he concentrates on these attributes. If, after 
he talks to a prospect, he learns that another machine 
(or no machine) is needed, he will not hesitate to sug- 
gest these possibilities to his prospect 

Clark’s,”’ he explains, “‘is still primarily in the office 
supply and furniture business, and we aren't going to 
antagonize a good customer by selling him a machine 
he has no real use for.” 

With his confidence in his product, he added, he is 
willing to compete with salesmen for any other ma- 
chine. He bases his sale on finding an application which 
best suits the machine he is offering to the customer. 

He can offer a choice of paper colors, weights and 
even films. He can suggest anyone of a number of ma- 
chines in the line he carries to do a variety of jobs. He 
can talk about accuracy in reproduction, ability to copy 
all inxs on all originals, ability to copy a copy, and other 
merits of the diffusion transfer process, the particular 
kind of process employed by the machine he sells. 

He is also aware of the merits of other machines and 
of the special attributes which each can feature. That 
is why he puts his emphasis on the operations that the 
machine he sells can do best. 


Go to Prospect's Office 

The third point in Mr. Shike’s successful venture into 
the copy machine realm is his willingness to meet the 
prospect on his own ground. He has a portable machine 
which he carries right to the customer's office. He uses 
the prospect’s own papers which would be copied if the 
machine were in the office. 

He spends extra time working out the necessary appli- 
cation for the customer, asking him what his require- 
ments will be and trying to meet them. This is not 
always easy, but he will attempt to tackle almost any 


kind of a job, and his efforts pay off. 

He has found that in many cases the customer, after 
he has a machine, will develop a problem or try to find 
a new use for the machine. He may be called in to help 
out, or he may be told about the new system. This latter 
step often gives him a new idea to present to a new 
prospect. 

Mr. Shike prefers to do the initial training of person- 
nel who will use the machine, but he would rather 
have those he trained help others in the office to learn 
how to operate it. He also personally handles the main- 
tenance of each machine he has sold and tries to do 
as much servicing as he can. 

His personal contact, plus the constant watch for 
new uses, are the factors that are building the supply 
business. The time is coming, he is sure, when he will 
be able to concentrate solely on machines and their 
supplies, and his income will be based to a large degree 
on the amount of supplies for each machine he services. 
Right now che estimates that the supply business is 
running from $30 to $60 per month per machine, de- 
pending upon the amount of work the various units put 
out each month. 


Sales Horizon Expanding 

Because the copy machine and its uses are looked 
upon as a system, there is a constantly expanding hori- 
zon for the sale of supplies. Each practical application 
means a satisfied customer and an increase in regular 


supply revenue. 
Even with a prospect list that is restricted to those 


potential customers who have a need for the equipment, 
Mr. Shike has found there is no lag in his market. 

To date he has machines in the offices of attorneys 
(one group of his best prospects), in the office of a 
geologist, in a hospital, in an equipment sales firm, in 
insurance and title companies, in a live stock company 
office, in savings and loan offices, in a manufacturing 
plant, and in contractor's offices. 

With his interest in the machines and the growing 
possibilities of the equipment, he is also working right 
now on several new applications, one of which is in- 
volved in a type of pattern designing. 

It is Mr. Shike’s own enthusiasm for his new venture 
that is carrying him into the realm of new ideas, and he 
is building something for himself as well as for his 


company. 


j copy machines 
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Sell DUPLICATORS on the 
of What They Will Do for 





Edward A. Rankin demonstrates a duplicator 


..- S.C. Toof Co. believes Memphis, Tenn. 


the machine itself is just ib two sentences, Edward A. Rankin, retail de- 


partments supervisor of S. C. Toof Co., Mem- 
a necessary instrument fo phis, expresses the philosophy of the duplicating ma- 
F : chines department, a credo which office suppliers 

create supplies business can well adopt. He says: 

“A machine in a duplicating department should 
always be sold to a customer on the basis of what it 
will do for that customer. . . 

"The machine itself is just a necessary instrument 
to create future business in supplies . . . 

It is on this basis that S. C. Toof Co. has long 
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the Customer 


been successfully engaged in the merchandising of 
machines which will duplicate copy by stencil, spirit 
and photocopy methods. 

Basic to the S C. Toof operation is the sale of 
Gestetner stencil duplicators, Standard spirit dupli- 
cators, the Bruning line of engineering supplies and 
the Copy-Flex reproducing machines 

Let Mr. Rankin expand on his philosophy of sell- 
ing. We quote: 

The only way in the world for a machine sales- 
man to be successful is to have at all times at least 
15 ‘live’ prospects. By that I mean prospects who 
have been contacted through demonstration in their 
place of business. 

(S. C. Toof Co. leaves a machine in a prospect's 
office for a limited time after the demonstration in 
order that the prospect can give it a thorough trial 
and become intrigued with its possibilities). 

‘The salesman should always instruct, or tell, the 
customer about all the uses of the machine such as 
color work, seasonable possibilities such as during 
Christmas, Easter and other holidays, and he should 
sell the allied equipment which helps the machine to 
do more than the customary job.” 

Ask Mr. Rankin about the supplies possibilities 
which are akin to a duplicating machines depart- 
ment and he really becomes enthusiastic. 


Sees Sales Potential 

The Memphis dealer asserts, ‘“We like to think in 
this department that items which eat paper and drink 
ink have a sales potential. It is just like the filing 
materials which are the year-after-year adjunct to the 
sale of a filing cabinet. 

“Once we place a machine in a customer's place 
of business, we feel that he will come back to us for 
the items which make it possible to produce a regular 
flow of work out of that machine.”’ 

Who are duplicating machine prospects? 

Nearly everyone in business or in operation of 
any kind of an office, even at home, is a prospect,” 


asserts Mr. Rankin, ‘because by the use of that ma- 
chine you can eliminate the rewriting of internal 


pape rs 


Churches and schools, he points out, are still high 


on the list of major users. But outside of these cus 
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tomers, who depend on large quantities of repro- 
duced papers, the potential envelopes a vast array of 
businesses and organizations where letters, legal 
forms and invoices demand only three or four copies 
each. 

The matter of the number of copies wanted is an 
important factor, says Mr. Rankin. ““You must, as a 
salesman, take into consideration that fact. “If you 
oversell or undersell the type of machine needed, you 
will not have a satisfied customer. 

“It all adds up to the primary fact that you have 
to sell the machine for what it will do for the cus- 
tomer.” Continuing, the S. C. Toof department chief 
says: 


Serviceman Helps Sell 

“Service of the equipment is important to sales. 
Many times the serviceman can create sales for the 
sales department in the way of supplies which will 
make the machine operate better. He can give sug- 
gestions to the operator. 

“The serviceman, too, can help pay for his over- 
head by selling service contracts, or by getting a fair 
price for his services in the customer's place of busi- 
ness or in repair of machines at the shop.” 

A label on S. C. Toof'’s machines is a memoran- 
dum on service calls. When the serviceman make a 
routine check, he places the date of his call on this 
label and initials it. Route sheets cover not only the 
salesmen but also the servicemen. If a salesman calls 
in and tells of a mac ine giving trouble, it is easy to 
locate the serviceman in the vicinity and get him to 
the customer quickly. This results in good customer 
relations, something on which the S. C. Toof Co. 
prides itself. 

Employing five salesmen, the Memphis firm makes 
many demonstrations and sales contacts. In addition, 
a varied line of machines is always kept on the floor 
for demonstration to drop-in customers. Samples of 
work which the machines produce are always kept 
available and prove good aids to sales. 

Duplicators, fluids, stencils, paper, ink and repro- 
ducing materials are stressed both in the store and 
out. 

It all adds up to good business in Memphis where 
the slogan, ‘‘Sell the machine for what it will do for 
the customer’ is never lost sight of. 
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by JACK BEDFORD 


advertising consultant 


Dealers who answer these questions 
can determine whether they are 


doing an effective job in advertising 


Have you divided your monthly advertising budget 
over the different media you plan to use? 

Have you departmentalized your monthly adver- 
tising budget for all lines? 


Does this allocation of your advertising budget give 
you enough money to do a creditable advertising 
job for each division and for each medium se- 
lected ? 
Have you considered the advantages and the dis- 
advantages of using the advertising task method 
of budgeting your advertising ? 
——Have you established specific goals that you want 
your advertising to accomplish ? 
Have you considered both the immediate and the 
long range goals for your office equipment busi- 
ness ¢ 
Have you determined the amount of money needed 
to reach these goals successfully through your pro- 
motions ¢ 
Have you compared the dollar amount needed to 
reach these goals with what you can afford to 
spend ? 


Your advertising 


CHECK LIST 


e Advertising Budget 


An office equipment dealer's advertising budget is 


one item that is future planning 

for the business. 

total expense for the firm, but the 
planned the more effective your 

Here are some questions 
vertising budget: 

——Have you considered th 
advantages of using th 
for budgeting your ad\ 

——Are you spending at least 1% of your total annual 
sales for your promotion program ? 


often overlooked in 
This may be a small portion of the 
nore carefully it is 
promotions will be. 


consider about your ad 


advantages and the dis 
percentage of sales method 


rtising 


——Do you base your advertising budget on the best 
planned sales and income base for your business? 

—lIs some of your advertising budget allocated for 
every month of the year ? 

——Have you considered the spread of your advertising 
budget over all months to help level off the peaks 


| 
DuSINESS ¢ 


and valleys of seasonal 


Have you checked to be sure that the advertising 
expense needed to reach these goals will return a 
profit to you? 

Have you established a reserve in your advertising 
budget to handle unexpected promotion events? 
Do you keep your donations separate from your 
planned advertising budget ? 


e Where to Advertise 


After establishing the amount of money you plan to 
spend for the promotion of your office equipment busi- 
ness, the next problem is to determine where you will 
advertise. This part of the management check list on 
your promotions will be divided into the major media 
used for the promotion of your business—newspapers, 
radio, direct mail, and other media 


Newspapers 


Have you checked your newspaper advertising 


budget against your local newspaper's space con- 
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tract terms to take advantage of lower rates for 
quantity or frequency ? 

Have you signed a space contract for the maximum 
amount ol newspaper space you expect to use so 
you will qualify for the lowest rate? 

Have you checked the space contract to be sure that 
it is a guarantee of space and rates instead of a 
contract that requires you to pay for newspaper 
space whether or not you use it for advertising? 


Have you established some system of checking the 
umount of advertising you are doing during the 
year to avoid a short rate charge at the end of 


your space contract period ? 

Have you checked the position assigned to your 
advertisements in your local newspaper to be sure 
they will get the best type of readership? 

Have you considered using preferred positions for 
your advertising to attract more attention? 

Have you suggested to your newspaper salesman 
that you would appreciate some special position for 
your advertisements ? 


Problem: 


An office equipment dealer writes, “I 
have often wondered if there is any way 
I can tell whether or not my advertising 
job is complete—if it is doing the best 
job possible. Can you give me some 
ideas of things to check to be sure I am 
covering all the bases ?” 


Have you carefully considered the increased cost of 
the preferred position against its increased value 
for your office equipment business ? 

Have you considered which day of the week is 
best for your advertising ? 

Have you considered using weekly newspapers to 
contact potential customers in outlying areas? 
Have you considered how much waste circulation 
there is in your local newspaper ? 

Have you checked the results you have obtained 
from your local newspaper advertising against the 
results you have had with other types of advertis- 


’ 
ing media? 


Radio 


Have you considered the advantages and the dis- 
advantages of using radio advertising as part of 
your promotion plan for your office equipment 
business ? 

Have you considered the various types of programs 
that could be used to promote sales in your office 
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; . ? 
equipment firm: 


-—Have you checked the use of spot announcements 
for giving special publicity to some special event 


you plan ? 


——Have you considered the frequency with which you 


should “air’’ your radio advertising ? 


-Have you considered the advertising strength of 
the various radio stations in your trading territory? 


Have you compared the rates for Class A, B and C 
time with the audience you want to reach with your 


advertising message ? 


Direct Mail 


—-Have you considered the advantages and the dis- 
advantages of using direct mail advertising for your 


office equipment business? 


—Have you considered all types of direct mail ad- 


vertising—cards, letters, enclosures, and folders? 


—Have you checked the various postal rates for 
which your direct mail advertising might qualify 


that would reduce your mailing expense ? 


Solution: 


Here is a management check list of 
points to consider for the profitable pro- 
motion of your office equipment busi- 
ness. The questions that you can honest- 
ly answer with a “yes” are on the profit 
side of your ledger. Those that you feel 
you must answer “no” may indicate a 
weak spot in your promotion picture. 


Pe Ne ee ne oe i 


Z nin i 


——Have you accumulated or purchased a good mail- 


ing list of potential customers in your trading ter- 


ritory? 


—Are you constantly adding new names to your mail- 


ing list to keep it at top efficiency ? 


mailing list up-to-date ? 


——Have you developed a definite plan to keep your 


—Have you determined the best month, week, and 
day to make the mailings to your direct mail list? 


Other Media 


Here is a check list of some advertising media that 


——Telephone directory ——Blotters 


advertising ——Book Matches 


——Calendars 


you may want to consider to give your promotion pro- 
gram complete coverage in your local area. Check these 
media if you have considered them as a way to keep 
your office equipment’s firm name before the buying 
public: 
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accessories of the month 


Use a Jardiniere 





lanters, jardinieres, and vases for fresh flowers are 

accessory items which must be considered for the 
modern office today. Either live plants or the excellent 
plastic models available make it easy for the office plan- 
ner to add an extra touch of color to the decor. 

Planters are offered in a wide variety of materials, 
ranging from metal and ceramics to plastics. There are 
also many shapes to choose from as well as many styles 
The basic idea, stemming from all decorating ideas, is to 
have the touch of outdoors, in the form of plants or 
flowers, in every interior. 

The models shown on these pages, again, are repre 
sentative of what various manufacturers have to offer. 
The different sizes and shapes make it easy for the in- 
terior designer to fit the planter into almost any office 
or reception area 

There is also a range from modern to traditional 
styling in the units pictured here, with the thought in 
mind that at all times the accessories should comple- 
ment the over-all design of the furnishings and general 





\ decor. 
é Fresh plants, and in many cases fresh flowers, have a 
strong appeal in today’s executive office. In some places 
{ a dealer can contract with a florist to supply and even 
care for plants, if the customer so wishes. For those cus- 
1. Rattan fiber glass planter bow! available tomers who don’t care to have fresh plants, which must 
__ in white, black, or rattan color, sits on be watered and tended, the plastic flowers and plants 

bright brass folding stand 20 inches high 


SuGEE Gils: einer Gansete details at £15 offer an excellent alternative. 


From George E. Ackermann C 


3. Solid brass jardiniere, Model No. 301 
stands 1114 inches high and is 10 inches 
in diameter. Made by Coronet of 
Yonkers, Inc., it is available fron 
George E. Ackermann Co 


2. Brass, king-size planter on solid brass ball feet is 

51/4 inches high and 51/4, inches deep. Available in lengths 

from 24 to 42 inches. ranging in price from $16 to $30 
Model 6042, long si from Burkart Bros., Inc 
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This model 
eh also From 
Products, Inc 
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Here is a brass 
anter, No. 7000 


cts Mfg. Co 
In lengths of 10 
inches. Unit 
designed by 


1 


Koppow are 


Kay Niles 





A jardiniere ir. pottery ceramic stand- 
ng on three brass legs. The stands range 
6 to 12 inches in size and from $2 

to $3.50 in price. The jardinieres, in 
»r choices, range from $1.60 to $5.50 
All from Red Wing Potteries, Inc. 


I 





9. A wall planter in a brass picture 
frame from Koppoware. The unit 
measures 18 by 21 inches over-all and 
has a 12-inch solid brass planter. Plastic 
foliage is available 


6. A modern planter, which 
can double as a wastebasket, 
from McDabb, Inc. The 
frame is brass or black and 
the container is in black 
only. 








10. In striking India brass. This en- 
graved bow! can serve as a planter or 
for fruit. It is 10 inches in diameter. 
No. 1198X from Chrissie Marshall 
& Associates 


© If you wish more infor- 
mation about the accessories 
pictured here, please use 
the inquiry card facing 
page 66. Your requests 
will be forwarded to 
the manufacturers. 
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office interiors 





e This large lobby of the National 
Security Bank in Chicago was 
equipped by Weber, Hilmer & 
Johnson, Chicago office furniture 
firm. Desks are genuine walnut of 
the Central Desk Co. No. 8000 
series. The Taylor chairs have up- 
holstered backs and seats. 


@ Perma-Lift Gets Perma-Hush! 
A. Stein & Co., Chicago, makers of 
Perma-Lift brassieres, girdles and 
Paris belts, recently remodeled its 
general offices with Perma-Hush 
steel desks from Bentson Mfg. Co. 
Reliable Stationery Co. of Chicago 
used the new Bentson desks with 
stainless steel top edges. Here, two 
Stein officials, James F. Sachs 
(seated) and Harvey C. Murphy 
look over a display case for men’s 


belts. 
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e Glen D. Simerall, president of Owl 
Office Outfitters, Wheeling, W. Va., 
illed upon the B. L. Marble Chait 
Co. desig nter for help on this in 
stallation 1 new insurance agency 
building in Wheeling. Chief Designer 
Hugh Pettibone discussed with Mr 
Simerall what was wanted by the cus- 
tomer and then went to work study- 
ng building plans. The plans and 
drawings prepared by the Design Cen- 

were so accurate that the actual 
photographs are almost duplicates of 
the renderings. In reception area 
(right) B. L. Marble ‘Perimeter’ sec- 
tion lounges and “Pace Setter’ arm 
chair provide seating. Similar equip- 
ment is shown in photograph at bot- 


tom oOo! page 
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NOMDA Exhibitors | 


HE office machine dealers, manufacturers 5 
i ee salesmen are moving upon Milwaukee, 
Wis. for the annual convention-exhibit at the 
Hotel Schroeder June 29-July 2. 
It is a National Office Machine Dealers Asso- 


ciation convention which promises to put em- 
























Milwaukee City Hall phasis on new products and new ways to sell l 
them in the dealers’ stores. It is a session which 
will permit and encourage discussion under the 
leadership of panels on salesmanship, merchandis- 
Exhibitors ing, electric typewriters, leasing and the cost of 
; a doing business. 
Add neg President Harold Steinke, his corps of officers, 
do-x-Inc. 11-12 : : s 
R. C. Allen Business Machines. Inc 7.2 the Milwaukee committees and Executive Secre- 
Alma Office Machine Corp 52 tary Harold Mann are hoping that their plans 
Ames Supply Co. 63 will bring to scenic Wisconsin and hospitable Mil- 
Badger, Inc. - 290 waukee a new record attendance for NOMDA 
Barrett Adding Machine Division ; oles ete Le 
wiedia BeRcstrlen’ To 62 and intensive exhibit viewing. 
Burroughs Corp. 42 
Calculator Equipment Corp 16 ] 
California Typewriter Exchang: 21 
Clary Corp. 17 l 
Cole Steel Equipment Co., Inc 20 . 
antiga os ; 24-25 Convention 
Dymond-Marks Co 58 Leaders 
Ennis Tag and Salesbook Co. & American 
Carbon Paper Mfg. Co {5 
Facit, Inc. ..... 29-30 : 
General-Gilbert Corp 54 
Hennus Company 70 A 
The Heyer Corp. . il te 
Indiana Cash Drawer Co 10 ae 
Inter-Continental Trading Corp 66-67-68-69 sit aiatia. 
Interstate Metal Products Co., Inx 71 
F. G. Ludwig, Inc 57 
Master Addresser Co 18 
The National Cash Register Co 5-36 
Nord Manufacturing Corp 23 
a American Philips Co 16 Charles $. Moyers 
ivetti Corp. of America 31-32 vice-president 
Pacific Instruments Corp 13-14-15 
Paillard Products, Inc 5 
Pearl Engraving Corp 59 
Regna Cash Registers, In 19 | 
Remington Rand Division of Sperry a ¢ 
Rand Corp. 39-40 ——- * J. Dallas Marvil 
Rex-Rotary Distributing Corp 3-4 vice-president 
Royal McBee Corp 1-2 
Shipman-Ward Manufacturing Co 26-27 
Smith-Corona, Inc 33-34 
Speed-O-Print Corp {7 
H. A. Steger Co. 51 ( 
Swift Business Machines, Corp 6 
Tiffany Stand Company, In 37-38 
Torpedo-Werke A. G i4 . 
Totalia . (3 Paul \tiaalaaaaes P 
Underwood Corp 9 eee 
Utility Supply Co 18-49 ; 
Victor Adding Machine 28 P 
Victoria Arduino Cory 22 Alfred Foxcroft? 
treasurer 
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>; & Program at 


Program 


SUNDAY, JUNE 29 


00 A.M. Manufacturer, Wholesaler, Distributor Reg- 


istration Sth floor near Exhibit Area. 


00 A.M Dealer Registration Sth floor near Ex- 


hibit Area. 


10:00 A.M Exhibits open Sth floor 


9:00 P.M 


1:30 P.M. Board of Directors Meeting in the English 


Room Sth floor. 


MONDAY, JUNE 30 


9:00 A.M Exhibits open. 


9:00 A.M. Registration continues Sth floor. 
10:00 A.M. Ladies Panel Discussion Loraine Room. 
30 P.M. Luncheon in the Empire Room on the lobby 


floor. Charles Meyers, Chairman of the Day. 
Honoring local committee chairmen and 
Executive Committee. 

35 P.M. Invocation by Rev. J. George Senty, D. D., 
of the Calvary Presbyterian Church, Mil- 
waukee. 

1:30 P.M Welcome to Milwaukee by Mayor Frank P 
Zeidler 

1:40 P.M Response by NOMDA President, Harold 
Steinke. 

1:45 P.M Principal Speaker William Gove. Topic, 
I'l] Swap Tz 

30 P.M Business Session, to hear a report of the 
Nominating Committee. 

{5 P.M. Salesmanship and Merchandising Panel by 
the Manufacturers’ Division, W. R. Leahy 
presiding. 

3:00 P.M Ladies Get-Acquainted Tea in the Loraine 
Room. 
6:00 P.M Buses leave the Hotel for Hubbard Park for 


dinner and entertainment 


TUESDAY, JULY 1 


00 A.M Exhibits open. 


00 A.M Registration continues 


9:00 A.M Display of Awards and Idea Board Sth 


1 
noor 
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Milwaukee 


1( 


N 


No 


w 


~~ 


¢ 


>) 


¢ 


- 


C 


r 
WY 


N 


‘00 A.M. 


:00 noon 


:30 P.M. 


:30 P.M. 


:-45 P.M. 


:15 P.M. 


:15 P.M. 


:30 P.M. 


:00 P.M. 


to 


:00 P.M. 
:00 P.M. 


to 


:00 P.M. 


:00 A.M. 
:00 A.M. 


‘00 A.M. 


:30 P.M. 


:30 P.M. 


:30 P.M. 


4:30 P.M. 
‘00 P.M. 


Ladies Panel Discussion in the Loraine 


Room. 


Ladies Luncheon and Fashion Show at Gim- 
bel’s, to be followed by sightseeing tour of 
the city. 


Luncheon in the Empire Room on the lobby 
floor. Alfred Foxcroft, treasurer, Chairman 


of the Day. Honoring awards winners. 


Business Meeting of members to elect of- 
ficers and directors for 1958-59. 


Presentation of Awards to winners of 1958 


Contest in Advertising, etc. 


Panel Discussion on Leasing. A. D. Bennett, 
of Pasadena, California, presiding. 


Panel Discussion on Electric Typewriters. 
Charles Meyers presiding. 

Board of Directors Meeting in the English 
Room — Sth floor. 


Exhibits open to general public only. 


Display of Antique Typewriters at the Pub- 
lic Library. 


WEDNESDAY, JULY 2 
Exhibits open. 
Display of Idea Board and winners of 


awards — Sth floor. 


President's Breakfast for presidents and 
secretaries of local associations in the Club 
Room — 3rd floor. 


Luncheon in the Empire Room honoring 
Membership Drive winners. Paul McWéil- 
liams, Chairman of the Day. 


Presentation of prizes and awards to Mem- 
bership Drive winners. 


Cost of Doing Business Panel Discussion, 
Paul McWilliams presiding. 


Board of Directors Meeting. 


Banquet and Dance in Empire Room. 
C. Elmer Anderson, Master of Ceremonies. 
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New Products 





FILING CABINET 





Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York 17, N. Y. 


A new line of Imperial filing cabinets 
is characterized by gently rounded 
contours and golden hardware placed 
atop a recessed base; it was designed 
to be “at home” in any executive 
suite. The line also features a new 
ball-bearing full suspension system 
which permits fully loaded drawers to 
glide at the touch of a finger, com- 
pany states. Comes in two, three, and 
four-drawer sizes in mist green, Cole 
gray, and desert sand. Model shown 
is desk high and 24 inches deep 
—Inquiry Card No. 16— 


FILING ITEMS 


Imperial Methods Co. 
750 S. Circle Ave. 
Forest Park, Ill. 

This new line of self-service packaged 
filing needs is being merchandised 
under the brand name “‘Pic-a-Pack.”’ 
It is packaged in polyethylene and 
features folders in manila and pastel 
shades of pink, green, and yellow as 
well as guides, index cards, and card 
guides. Economically priced, the new 
line is adapted to the limited user 
such as students, storekeepers, home- 
makers, and small business people 
—Inquiry Card No. 19— 


For More Information Use 


COPY PAPER 


Minnesota Mining and Mfg. Co. 
900 Bush St. 
St. Paul 6, Minn. 


Five new colors of ‘‘Thermo-Fax’’ 
copy paper specially made to match 
all five colors of the Internal Revenue 
Service income tax forms are now 
available. They are heavier than the 
current line of ‘’Thermo-Fax’’ copy 
papers, which the company will con- 
tinue to carry. Other uses for the new 
product are indicated, including color 
coding of documents for filing or dis- 
tribution to different points. The pa- 
pers have stable images and require 
no special storage lighting conditions; 
they are colored during manufacture 
and need no additional treatment 
when put to use. Colors available are 
green, yellow, pink, blue, and white 
Contact Dept. S8-161 at above ad- 
dress. 
—Inquiry Card No. 17— 





COPY MACHINE 































RECORDER ACCESSORIES 





American Geloso Electronics, Inc. 
312 Seventh Ave. 
New York I, N. Y. 


Two accessories for the conversion of 
the Geloso 7'%2-lb. tape recorder into 
a dictation/transcription machine are 
shown. The top unit is a cast iron 
foot-pedal transcription control meas- 
uring 4 by 5 inches and employing a 
six-foot cable. This unit permits syl- 
lable-by-syllable control of the for- 
ward, stop, and backspace functions. 
The bottom accessory is a finger-tip 
control for both dictation and tran- 
scription which allows remote control 
of the three functions mentioned. A 
“‘do-it-yourself’’ conversion kit is pro- 
vided free with the purchase of either 


accessory. 
—Inquiry Card No. 18— 







Eastman Kodak Co. 
343 State St. 
Rochester 4, N. Y. 


The new Verifax Viscount Copier is 
the company’s deluxe model for copy- 
ing out-size legal documents, ac- 
counting forms, 10- by 16-inch auto- 
motive dealer financial forms, as well 
as standard letter-size originals. A 
successor to the Verifax Copier, Legal 
Size, this machine has an improved 
paper feed assembly, a new trimmer 
guide assembly for 10-inch paper, 
and an automatic timer which com- 
pensates for changes in voltage. The 
machine is capable of making inter- 
mediates or masters for use in diazo 
type printers; it is also adaptable for 
production of offset masters for of- 
fice-type duplicators 
—lInquiry Card No. 20— 






Inquiry Card Facing Page 66 
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THE NEW SMITH-CORONA ELECTRIC PORTABLE TYPEWRITER 








NEW PRODUCTS (ovtinued 











MODULAR FURNITURE SERIES 


ADDING MACHINE 





Jasper Office Furniture Co. 
P. O. Box 71 
Jasper, Indiana 
A new modular series specifically designed 
for the general or clerical office features a 
combination of wood, plastic, and metal 
This Spacemaster line includes models with 
plastic tops, selected hardwood pedestals 
and drawers, and black steel leg standards. 
File drawers on extension slides are de- 
signed to be interchangeable in left or 
right pedestal. Hardware has special brush 
brass finish. Optional features include per- 
forated aluminum ‘’modesty shield’’ and 
colored plastic top. 

—Inquiry Card No. 21— 


OFFICE CHAIRS 





Columbia-Hallowell Div. 
Standard Pressed Stee! Co. 
Jenkintown, Pa. 


Two of the company’s full line of office 
chairs: on the left, a junior executive 
swivel type; on the right, a secretarial pos- 
ture chair. Made of steel, brazed and 
welded throughout, these chairs feature 
simple fingertip control of height adjust- 
ment and front-operating tilt-tension 
springs that do not protrude. Cushion con- 
struction includes coil springs with hair or 
foam rubber padding. Junior executive 
model is available with or without arms 
—Inquiry Card No. 24— 


Olivetti Corp. of America 
375 Park Ave. 
New York 22, N. Y. 


The Olivetti Electrosumma 22 is a 
fast, light, and compact adding-list- 
ing machine with high capacity, di- 
rect subtraction, credit balance and 
indicator for same, as well as an au- 
tomatic date and code printer. This 
electric device cycles 220 times per 
minute, has a 12-column entry and 
13-column total capacity. It measures 
9¥2 by 14% inches and weighs 22 
pounds. Has double and triple zero 
keys that speed entry of ciphers and 
electrified back-space, clearing, and 
non-add keys. 
—Inquiry Card No. 22— 


VISIBLE RECORD 





Victor Safe & Equipment 
Remington Rand Dealer Sales 
Div. of Sperry Rand Corp. 
315 Fourth Ave. 

New York 10, N. Y. 


The new Sectional Visible equipment, 
while retaining the principle of inter- 
locking single slide visible sections, 
introduces a redesigned tray front 
with an aluminum handle on each 
slide. Caption labels are larger. Prod- 
uct is available for five by three, six 
by four, and eight by five records. 
Over 125 standard record forms plus 
many sizes and colors of visible mar- 
ginal signals are avcilable to dealers 
for use with these sections 
—lInquiry Card No. 25— 


PLATE & FILM FILE 





nuAre Co., Inc. 

824 S. Western Ave. 

Chicago 12, Ill. 

A complete offset plate and film 
storage system with record and 
file control is embodied in the 
File-O-Matic, which comes in sev- 
eral different units: cabinets, wall 
brackets, hanging brackets, and 
floor dollies to fit into any 
size shop, company claims. All 
units are sturdily constructed of 
steel and finished in silver ham- 
merloid. Hangers are numbered 
for ease in filing, and the File- 
O-Matic cards which are attached 
to the plate for hanging have a 
space for complete record. Bulletin 
No. 700 carrying full description 
and prices will be sent on request. 

—lInquiry Card No. 23— 


LABEL HOLDERS 


Cel-U-Dex Corp. 
23 MacArthur Ave. 
New Windsor, Newburgh, N. Y. 


The company’s Hol-Dex transparent 
self-adhesive plastic label holder is 
now being made with a new protec- 
tive backing which is easier to strip 
off, gives greater protection to the 
gum, and facilitates faster and firmer 
adhesion. Suitable for permanent or 
temporary labeling of shelves, boxes, 
bins, beds, telephones, desk trays, 
doors—and “even the kids’ ga- 
loshes,’’ the company claims. Offered 
in four face widths—%-inch, %- 


inch, 34-inch, 1-inch—and standard 
6-inch length. For sample and addi- 
tional information write Box 1127, 


Newburgh, N. Y. 
—Inquiry Card No. 26— 


For More Information Use Inquiry Card Facing Page 66 
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f BRAND 


TYPEWRITER 
RIBBONS 
NO. 79 





FULLY 


FOR TYPEWRITER RIBBONS 


STOCK ONLY 14 RIBBONS INSTEAD OF 60 


Each ribbon is numbered for easy identification. Permits 
reordering by number. 


Our No. 3 Ribbon, for example, fits all the following 


typewriters: 
REMINGTON STANDARD No. 1,5, 10,17 UNDERWOOD ELECTRIC 
UNDERWOOD NOISELESS REMINGTON NOISELESS 
UNDERWOOD No. 150 UNDERWOOD NOISELESS PORTABLE 
REMINGTON ELECTRIC REMINGTON NOISELESS PORTABLE 


LOYALTY BRAND 


High quality zibbons in the low-price range. 


FREE DISPLAY RACK... Takes LITTLE space on counter to do BIG selling job. 


.. Invites and promotes self-service. 


write 


incorporated 
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Ribbons of all kinds of typewriters and adding machines are also available. 


Write now for catalog and price lists. 


420 LEXINGTON AVENUE, 


NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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SECRETARIAL GROUPING 


Art Metal Construction Co. 
Jamestown, N. Y. 


The company’s new Sheerline 





American 


Modern line includes this secretarial group- 
ing which affords compact arrangement of 


typewriter stand, desk, and chair 
emphasizes “‘slender strength’’ and 
adaptability for function and 
Available in a range of 


The line 


ready 


usefulness 
harmonizing or 


compatibly contrasting colors which will fit 


in with modern interior decorating 
the company claims. 


—Inquiry Card No. 27— 


TYPEWRITER & UTILITY TABLE 





Marshallan Mfg. Co. 
1061 W. I Ith St. 
Cleveland 13, Ohio 
A drop-leaf typewriter and utility ta- 
ble will be marketed under the trade 
name of “‘MarshAllan.’’ The contour 
design permits ‘‘wrap-around vision’’ 
and makes typing simpler, the com- 
pany claims. This all-metal! table is 
finished in silver-gray enamel and 
equipped with easy-rolling casters. 
Suitable for both portable and stand- 
ard typewriters. Retails at $4.95. 
—Inquiry Card No. 30— 


ideas, 








POWDER LUBRICANT 





Reardon Products 

205-07 Cass St. 

Peoria, Ill. 

A white powder lubricant 
called ‘‘’Dry-Lube’’ will not 
stain the hands or clothing, the 
company states. Extremely fine 
texture assures deep penetra- 
tion and it will not freeze or 
melt. Bulk quantities are avail- 
able in one, five, and ten- 
pound cans and in 25, 50, and 
100 Ib. drums. Bulk orders in- 
clude a refillable rubber appli- 
cator 


—Inquiry Card No. 28— 


BULLETIN BOARD 





. 


_ 
acs —Inquiry Card No. 31— 


NEW PRODUCTS (ovtinued 


DICTATING-TRANSCRIBING 
MACHINE 





Dictating Equipment Div. 

North American Philips Co., Inc. 
230 Duffy Ave. 

Hicksville, L. 1., N. Y. 


The Norelco “35” is a portable of- 


fice dictating and transcribing ma- 
chine with magazine loading, as 
shown. Operator drops magazine in- 
to its receptacle and pushes button 
to begin transcribing. Manufactured 
by Philips of the Netherlands, the 
new machine also features a stream- 
lined control system. Five controls 
handle all operations. Choice of either 
transcription or dictating accessories 
with purchase of machine; the for- 
mer include foot control, typewriter 
control, stethoscope head set, and 
single ear piece; the latter, micro- 
phone/speaker and log pad. Each 
reel record 172 minutes per side for 
a total of 35 minutes, and magnetic 
tape is reusable. Weight is less than 
8 Ibs.; dimensions are 10 by 7% by 
4 inches 


—Inquiry Card No. 29— 


Stewart Office Furniture Co. 

6520 N. Hoyne Ave. 

Chicago 48, Ill. 

This cork bulletin board has a solid 
oak molding and resilient Ye-inch 
virgin cork tacking surface bonded to 
sturdy board backing. No nails are 
used in this product; grooved molding 
grips firmly. Attached hangers permit 
either vertical or horizontal hanging 
Available in sizes suited to offices, 
stores, schools, homes, and factories 
Prices range from $2.95 to $11.95 


For More Information Use Inquiry Card Facing Page 66 
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Advanced styling includes new optional back! — 


5611-UB 






Upholstered 
or cane back, 
interchangeable 





All curved parts steam 

















bent from solid wood / v i 
: i 
: 
| 
2 | 
, 
j ! 
j ! 
j | 
j ‘ 
, 
pe! Satin brass tilting , 
cushioned glides ’ 
| | _~ _ 56s8-ce 5658-UB 
ee 1 
5611-CB v ' ; 
! 1 
ial } ' 
| i 
! ! 
‘ . 
Sleek new Modan series : : 
i 
! 
! 
up-grades any office! ! | 
| 
! 
. ; 5610-CB 5610-UB , 
Only rarely does a single group of business chairs create r 
! ! 
is much immediate interest among dealers and customers 
as our new Modan series. In the short time since its in- 
, ! ! 
troduction, the Modan has become one of the fastest 
! 
selling lines in the office furniture industry. It is truly ’ 
original in its treatment of the modern Danish design 
1? 7 ° ° © ! 
ls equally well as original equipment or as replace- ' 
ments for outmoded pieces. ‘ 5613-CB 5613-UB ' 
Ee l 
= ae enemy { . i ! 
Available with new colorfast, wash- . 
, 
able TRILOK fabric or Gros Point , 
| ° ° . ° . ! 
5600 in combination with either top grain 
3 
SERIES leather or Naugahyde. Standard . 
so 
walnut finish. ' 
' ! 
| } } , 
-rices, other details request. 
2! Prices, other details on request ! pepe setae 


BOLING CHAIR COMPANY OUR 54th 


: | f YEAR 
er city, north carolina 
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QuideO.tiay Guide-O foleter 


STEEL DESK DRAWER UNIT 
Mad fit the lower deep drawer of all és ‘ ‘s 
seondeed detks. Using this’ unit. the desk The Hanging Folder with Adjustable Metal Tab 


worker always has important and vital data 
at the finger tips—always in an upright posi- 
tion. Instantly available and instantly re- 


l . it sist - tal tr err ‘ - 
ee. ies wilh of no longer tolerate old style ‘‘filing and finding’’ methods. How can 


justabl 1 tabs and an assortment of = gre 
wong hy: —- any office manager resist the opportunity to cut his filing costs as 
much as 30%? He can do it with Guide-O-folders. No additional 





In these days of mounting office procedural costs, management can 


cost for housing is necessary either. Guide-O-folders increase the 
speed and accuracy of every filing system. 


Many dealers who concentrate their selling effort on Guide-O-folders, 
find them a steady source of good profit. Right now at the mid-year 
transfer season is a very good time to do some heavy sales promotion 
on Guide-O-folders. It will pay you well. . . Write for samples and 
complete catalog today. 


GUIDE SYSTEM & SUPPLY CO. 








‘35 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CA! 
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FLUSH FASTENER FOLDER 
GUSSCO Now Gives The Dealer A Source 
Of Supply For A Long Popular Item Never 


Before Available To The Dealer. Send For 
Samples. Available on manila, kraft and 


Steel Front Fibreboard Transfer Files goumbuced Solio. 





Many of your customers are going to do it again this mid-year trans- 





fer season. They are going to bundle up their records and toss them 


into a sto 


‘age room to be lost, damaged and forgotten. They will, 
unless you show them the many advantages of using Transfile Files 
to keep these records safe and accessible. 

Because TRANSFILE Files are steel reinforced, they can be stacked 
s high and wide as required. The bottom drawer works as easily as 
the top one because all the weight of drawers and contents is sup- 
ported on steel. 

3 STYLES — 13 SIZES. There is a TRANSFILE File for every purse 
and purpose. Write for full information today. 


GUIDE SYSTEM & SUPPLY CO. 




















335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAI 
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OFFICE GROUPING 
a 


Taylor Chair Co. 
Bedford, Ohio 


This office group of swivel, arm, and side 
chair is constructed of genuine walnut and 
scaled for the smaller office. These chairs 
are equipped with full spring seats 
padded backs for maximum working com 
fort. They may be ordered in leather, plas- 
tic, or fabric upholstery and with lacquer 
finishes or in boiled linseed oil. Priced for 


cost-conscious buyers. 
—Inquiry Card No. 32— 


INSULATED FILE 






Herring-Hall-Marvin Safe Co. 
Hamilton, Ohio 


This new one-hour ‘Class D’’ in- 
sulated safe record file is listed by 
Underwriters’ Laboratories as with- 
standing 1700 degrees F. for one 
hour without damage to paper con- 
tents. It has an extra-heavy progres- 
sive ball-bearing and roller suspen 
sion, push-button drawer release, 
plunger-type lock, and the same kind 
of monolithic insulation used in the 
manufacturer’s Class A safes. Trays 
lift out; two, three, or four-drawer 
styles, letter or-Jegal size, are avail- 
able. Choice of three colors 

—tInquiry Card No. 35— 














HAND MIMEOGRAPH 





Bohn Duplicator Corp. 
444 Fourth Ave. 
New York 16, N. Y. 
The BDC Rex Rotary M-4H hand-op- 
erated mimeograph, which utilizes 
two cylinders and a paste ink, has 
been introduced as a_ lower-priced 
version of the company’s M-4 elec- 
tric machine. The use of heavy print- 
er’s paste ink and an oscillating ink 
roller yields a leak-proof operation 
and copies that are clean and sharp. 
Other features include three-minute 
color change, automatic cut-off 
counter, three-way copy adjustment, 
automatic feed for all stock from tis- 
sue to cardboard and from postcard 
to legal size 

—Inquiry Card No. 33— 


CONTINUOUS NOTE PAD 


Weckesser Co. 
5703 Northwest Highway 

Chicago 46, Iil. 

The trade name ‘Smart Alec’’ desig- 
nates the patented new continuous 
note pad shown here. Among the fea- 
tures claimed by the company in ad- 
dition to continuous rolling and re- 
rolling are the low and convenient 
writing height, the extra loose paper 
for loose notes, the non-slip square 
cores on which the paper is wound, 
and the attached mechanical pencil. 
Roll can be turned easily in either di- 
rection for reference to past notes or 
for continuing use. Machine is fin- 
ished in black and gray enamel and 
lists for $5.95. 

—Inquiry Card No. 36— 


For More Information Use Inquiry Card Facing Page 66 


OFFICE SOFA 


Niemann, Inc. 
469 E. Ohio St. 
Chicago 11, Ill. 


A new styling concept in sofas is offered 
for commercial application in this con- 
temporary Chippendale model. It has a 
recessed Oriental ‘‘open’’ squared wood 
base and is designed to blend effectively 
with either modern or traditional set- 
tings. This sofa upholstered in fabric 
bears the number 7448, and 7448%4 
in leather or naugahyde (without buttons 
and with three cushions). 





NEW PRODUCTS (ovtinued 


CHECK FILE 





Amberg File & Index Co. 
1637 Duane Bivd. 
Kankakee, Ill. 


To facilitate the systematic filing of 
canceled checks, Amberg offers this 
Amfile Check Case, designed to re- 
tail at $1.95. The case is made of 
sturdy binder’s board and features 
permanently positioned guides, flexi- 
ble capacity, heavy luggage latch, 
and metal hinges. Over-all size is 3- 
Ye inches in height, 9-4 inches in 
width, and 9-¥g inches deep. Avail- 
able in four colors: cherry red, sea 
green, sky blue, and navy blue. Each 
case includes a set of heavy gold 
gummed labels. The year labels are 
divided into one, two, and three-year 
periods for labeling the outside of the 
case when permanently stored. A set 
of alphabetical labels is also avail- 
able. 





—Inquiry Card No. 34— 










—Inquiry Card No. 37— 
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Dignity, Efficiency, Elegance — This Neoclassic preseutsliba oh Wood Office Furniture by Alma any 


. 


Pils. 
k 
“4 
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is the ultimate in creating an atmosphere of the wcbehil business. Subtle contours and 
of beautifully finished Cherry and Walnut Woods makes an office of distinction. 
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joi; xe, 


... executive office furniture with a Future ae by. 











NEW PRODUCTS continued 





EXECUTIVE MODULAR UNIT PORTABLE DUPLICATOR PORTABLE COLLATOR 





Jasper Table Co., Inc. 

Jasper, Ind. 

The Crestline modular executive group shown 
here is made up of stock units of functional 





design. The company suggests that the versa- ~ A. P. Heinz Co. 

tility of the line permits the dealer to provide 2422 Lunt Ave. 

a custom-built appearance in the offices of his Chicago 45, Ill. 

customers. Series features Textolite walnut A portable collator developed for of- 

plastic tops with all exterior parts of genuine Fordigraph Corp. of America fices not requiring expensive equip- 

walnut, drawers of oak interior, brushed satin 387 Fourth Ave. ment for gathering catalogs, price 

brass ferrules, suspension slides for quiet and New York 16, N. Y. lists, and similar works affords fast 

easy drawer action, and dustproof construction A portable, fully automatic, inkless and non-fatiguing two-handed opera- 

—Inquiry Card No. 38— duplicator equipped with a pumping tion. Normal speed is 6,000 sheets 

system that permits the fluid to be per hour, company states. Made of 
fed directly from the gallon container aluminum and weighing seven 
in which the fluid is purchased. pounds, this compact collator meas- 
When the paper-feed crank of this ures 15 inches high, 17% wide, and 
Model 100A is turned, the pump is 11 inches deep. It will accommodate 
automatically actuated, and a scaled any size paper up to 17 by 14 inches. 
lever exactly determines the amount Center rods pull out for paper wider 

SECRETARIAL CHAIR of fluid needed for any job. Machine than 8/2 inches; spring spacers are 
will handle any job from postcard to used for paper under 11 inches in 
legal size and will deliver up to 500 length. Each of the 12 stations holds 
copies from each original in as many 500 sheets of 16-lb. paper 
as five colors in one operation, the —lInquiry Card No. 40— 


company claims 
—Inquiry Card No. 39— 


DRAPERY TEXTILE 


Edwin Raphael Co., Inc. 
157 Central Ave. 
Holland, Mich. 


The company has transformed onto 
textiles the work of nationally known 
painters Copeland Burg and Carl 
Merschel. In ‘City by Burg’’ (shown) 
none of the art work has been al- 
tered; the effect is usable in con- 
temporary surroundings because of 
placement of design and coloration 
The designs are printed on rayon- 
backed linen, which has a “‘built-in’’ 
lining. Textured imported Belgian 
linens and color fast cottons for 
heavy sun usage are also available. 
Brochure No. 506 may be had for 
the asking. 
—Inquiry Card No. 42— 





Lehigh Furniture Corp. 
16 E. 53rd St. 
New York 22, N. Y. 
A new look in secretarial posture seating is 
offered by Lehigh’s “’1083” chair shown here 
It was developed to harmonize with the mod 
ern light look in office decor. A unique fea- 
ture is the chrome wire strut foundation which 
gives an airy appearance to the swivel base 
Designed for day-long working comfort, the 
“1083” has resilient back construction and a 
pivoting conformal back rest which follows 
changes in body attitudes. Width is 16% 
inches; depth, 14; height, adjustable. Uphol- 
stery is foam rubber. 

—Inquiry Card No. 41— 
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Youre the 
winner with a 


ROYAL tush 


Key card in the Royal deck: Royal 
* Quiet DeLuxe", the top-quality portable. 
The card that raises the odds: Rovalite 


kK a ...the briefcase portable; full keyboard, 
lightweight, low-priced. 





The “hole”’ card: Television promoting 
\\@ Royal Portables on the popular “NO 
WARNING” Show—NBC-TV Network. oa 
The “‘kicker’’: Perfect timing BACK-TO- Ol 
SCHOOL period—a big chance to reach Consumer Demand 
Ja the parents of high schoolers who want 


“better grades”’ for their youngsters. 


Royal makes the portables “‘preferred 


10 The winning card: Consumer Demand. 
“most by students.” 


Royal is dealing you a “pat hand’”’ for Fz . ; 
... for the big oval saa at rR See the Royal Portable Habits 
: 4 si , at the NOMDA Convention 
SCHOOL time. Be sure you have ample stocks Hotel Schroeder 
of Royal Portables... play your cards right... June 28 to July 1 

and WIN WITH ROYAL! 


RO YA L world’s most-wanted portable products of Royal McBee Corporation, World's largest manufacturer of typewriters 
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NEW PRODUCTS ¢ovtinued 


DRAFTING DESK EXECUTIVE CHAIR TAPE RECORDER 





Kimberley Industries, Ltd. 
1081 Lexington Ave. 
New York 21, N. Y. 


The Phono-Trix is a West Germany 
import measuring 62 by 434 by 32 
inches and weighing less than five 
pounds. This tape recorder features 
a four-battery (flashlight type) opera 
tion, completely transistorized printed 
circuit amplifier, and dual track 
recording. The machine permits 70 
minute recording time, fast rewind, 
and playback through microphone or 
external speaker. Available extra ac- 
cessories include: telephone pick-up, 
earphones, carrying case, and large 
speaker baffle 
—Inquiry Card No. 45— 





General Fireproofing Co. 

Youngstown 1, Ohio 

The new ‘’Draft-a-Matic’’ drafting desk 
introduces the ‘’Roto-Positioner,’’ a me 
chanical, endless plastic belt which op 
erates on two rollers at the top and bot 
tom of the drafting surface and extends 
completely across the platform. A hand 
wheel at each end of the front roller en chairs. The line includes executive, 
ables the draftsman to rotate the belt secretarial, institutional, reception 
With the drafting paper fastened to this room, and side chairs. Swivel bases 
belt, any part of the drawing surface are scuff-proof, and solid walnut 
may be brought down to the work area arms are covered with walnut-grained 
allowing the draftsman to remain seated Formica. All chairs in the group, ex 
Available in widths of 491%, 60, and 84 cept the secretarial and cafeteria 





Steelcase, Inc. 
1491 Division Ave., S. 
Grand Rapids, Mich. 


Contemporary styling is a feature of 
Steelcase’s new Flight Line office 








inches. Standard drafting machines can 


be attached to the Draft-a-Matic 
—Inquiry Card No. 43— 


UNDER-CHAIR MAT 





Ace Lite-Step Co. 
1708 S. State St. 
Chicago 16, Ill. 
This new under-chair mat features a 
rainbow selection of decorator colors 
which, the company states, will 
match or harmoniously contrast with 
most office color plans. The round 
style mat shown (which also may be 
had in rectangular shape, size 36 by 
46 inches) measures 26 by 48 inches 
and is available in marbleized wal- 
nut, office gray, jade green, and 
beige. In addition, 22 other tints are 
available at a 10% price premium 
The mat is Y%,-inch thick, has a 
beveled edge, and a nylon-reinforced 
rubber under-side which prevents 
“creeping.” 

—Inquiry Card No. 46— 


For More 
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styles, have spring seats and _ thick 
polyfoam backs. Finishes and uphol 
stery materials are available in wide 
variety 


—Inquiry Card No. 44— 


PERSONAL FILE 





Roneo Systems, Inc. 
1601 Walnut St. 
Philadelphia 3, Pa. 
The Roneo Squirrel Personal File is 
made of strong but lightweight steel 
and is finished in metallic gray enam- 
el. Fitted with 15 inter-connected sus- 
pended folders of legal size with 
easy-to-read titles, this file comes 

mplete with carrying handle and 
lock. Dimensions are 162 inches 
wide, 6144 inches deep, and 10% 
inches high 

—Inquiry Card No. 47— 


BINDER CLIP 


iy NS J 
r™ & 
\\ ; 





Oakville Co. 
Div., Scovill Mfg. Co. 
Oakville, Conn. 


Several sizes of binder clips have 
been added to the company’s Yellow 
Box line. The new clips have capaci- 
ties ranging from %-inch to one 
inch, which are available in con- 
venient one-dozen shelf packs. Prod- 
uct features include nickel-plated de- 
tachable handles and tempered steel 
clamps for extra holding power. 
These additions resulted from com- 
pany’s marketing surveys which have 
prompted expansion in the stationery 
field 
—Inquiry Card No. 48— 
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4060 
367 
408 37 
2034 
741 
2065 
306-3 
> Be 
4 ‘ ° 
es W hat is the total value 
70 20 
4033 of your whole 
2065 . ° 
495 duplicating department? 
6a 
Sa3 
«OO 
zz OO0 
BIS (it can only equal the sum of its parts!) 
a 5.2 
2:45 In each of our advertisements for the past year, we have dis- 
a ee cussed the revolutionary changes that are still occurring in 
*) Be hes . : wae 
i ye 6 the design and performance of typewriters and duplicating 
2 7 P machines. 
2 ’ C To meet these changes—and to add value to your duplicating 
"9g 6 3 department—Allied research has perfected many new prod- 
8 30 ucts, such as (to name a few): 
430 
2 9 am © The improved Flagship line of metallic back carbon paper. 
> © Offset ribbons that produce matchless copy. 
vafhie = e Eleven different kinds of orange Diazo carbon papers. 
7 ’ | e Fifty nine different shades of letterhead matching ribbons. 
Le Uc © A superb stencil line complete in every quality detail. 
4 JV 
4056 Is your duplicating department missing its full share of new 
40 Je customers, increased volume and profit? Does it offer a com- 
oY » plete service? Is it able to fill today’s needs and outperform 
= “ today’s competition with the new specialized quality products 
00 O that the new market demands? 
s: rt * Let the Allied man show you one or more of the Allied de- 
26 5 velopments in our complete line of duplicating supplies—and 
O54 you'll appreciate the value of an Allied franchise, with its 


th 


policy of sale through limited authorized dealers only. 
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ED CARBON AND RIBBON MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
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MANAGEMENT 


and 


BUSINESS AUTOMATION 





OCTOBER 1958 
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New...a monthly maga- 
zine that deals exclusively 
with office automation 
and systems 

MANAGEMENT and BUSINESS AUTO- 
MATION will be the first magazine 
published that deals exclusively with 
applications of automation and sys- 
tems to business operations outside 
the assembly line and laboratory. The 
publication will herald a new era for 


management in commerce, industry 
and government. 





Advertising will be accepted begin- 
ning with the special Prevue Edition 
of October, 1958. Published by the 
publishers of OFFICE APPLIANCES 
Magazine. Write, wire or phone for 
dummy and descriptive brochure. 





MANAGEMENT ang BUSINESS AUTOMATION 


100 East 42nd St. 600 West Jackson Blvd. 5720 Wilshire Blvd. 
New York’ 17 Chicago 6 Los Angeles 36 
MUrray Hill:2-2373 DEarborn 2-3206 WEbster 8-388] 
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EXECUTIVE GROUP 





Designcraft Metal Mfg. Corp. 
155 27th St. 
Brooklyn 32, N. Y. 


Designcraft’s ‘Dimensional 
brings forward the “‘architective 


cor. The dimensional component 


vide a creative source for the integration 
of steel and wood Formica with all con 


temporary architectural elements 
pany states. 
—Inquiry Card No. 49— 


DRAWING TABLE COMBINE 





Stacor Equipment Co. 
295 Emmet St. 
Newark 5, N. J. 


A 12-drawer combination cabinet 


drawing table is the newest addit 
the Stacor Flex-Master line of 
student drawing units. The ‘DI 


pro- 





Group 
look 
for use in interior office design and de- 


consists of two wood-topped drowir 


boards, each with a drawer, f 
ten-drawer steel cabinet. Thi 
arrangement provides storage 
the equipment of 12 student 
sacrificing privacy. Like other 
in the line, this cabinet-table i 
to interlock with every other 
flexibility of arrangement 
—Inquiry Card No. 52— 


mM 





CATALOG BINDER 





Stationers Loose Leaf Co. 
246 E. Chicago St. 
Milwaukee 1, Wis. 
The manufacturer of Faultless loose 
leaf equipment has developed the 
Swing-Hinge’’ catalog binder. It is 
unnecessary to dismantle this binder 
to remove or insert catalog sheets. In- 
tead of being lifted off, the sheets 
are raised on the hinged transfer bar 
and swung over to the opposite side 
Binders are available in 11 by 8'- 
inch size with capacity of 2 inches 
and 3 inches with posts for standard 
three-ring punching. Choice of re-in- 
forced, fabric-hinged cover or re- 
cessed metal-hinged cover with steel 
back. Special sizes may be had when 
rdered in quantity 


—Inquiry Card No. 50— 


DISPENSER & ASH TRAY 








NEW PRODUCTS 


ontinued 


SHELF FILE 





Ramsey Co. 

116 S. 7th St. 

Philadelphia 6, Pa. 

The company’s new “Tract-A-File’’ 


has been specifically designed to 
speed filing operations, save space, 
and simplify storekeeping. File cab- 
inets are of welded construction, with 
or without doors, for use with regular 
or hanging type folders. Some cab- 
inets are suspended from overhead 
rails and so are movable from side 
to side, stationary cabinets support 
ing the movable ones. Space is saved 
because of fewer aisles 
—Inquiry Card No. 51— 


Permacel-LePage's Inc. 
U. S. Highway No. ! 
New Brunswick, N. J. 


The Director dispenser for cellophane 
tape and a matching ash tray in 
Italian marble-ized design is sug- 


gested by the manufacturer as an ap- 
propriate gift item for both home and 
office. The dispenser comes packed in 
a gift box along with a V%-inch by 
800-inch roll of LePage’s cellophane 
tape. Marble-ized patterns are avail- 
able in browns and blacks, no two 
designs being exactly alike 
—lInquiry Card No. 53— 
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MODEL 5460 
MODEL 5461 


MODEL 5260 
MODEL 5261 


MODEL 5480 — no tray 
MODEL 5482 — fixed tray 


H-O-N UTILITY BOXES 


Newest addition to the fast-growing H-O-N small goods line! 





si page a on eae you a mf to sell COMBINE YOUR SMALL GOODS ORDERS 
‘O-N utility boxes to your prospects: FOR MAXIMUM DISCOUNT ALLOWANCE 


Attractive styling, rounded lid front . H-O-N Utility Boxes as introduced here 
Strong, twist-resistant steel construction . HON Card Cabinets with enclesive #iH- 


Automatie latch with a key lock back follower 
Seven compartment hi-impact coin tray H-O-N Steel Card File line 
Piano type hinge of quality 

YI ; 5 i ‘ These H-O-N small goods items can be combined 
Handsome finish in 3 modern colors in your order to get maximum discount allowance 


; : . . 5 A — either from your jobber or from the factory. All 
Choice of unit with or without coin tray of them offer fine value and effective sales styling 


. BETTER TO SERVE YOU . . . BETTER TO 
THE H-O-N CO., MUSCATINE, IOWA 


GROW WITH YOU. 
OA-7/58 








STEEL DESK 





ALUMINUM ACCESSORIES 





The Bentson Mfg. Co. 
652 N. Highland Ave. 
Aurora, Ill, 


Additional features for Style-Line steel 
desks, tables, and companion units were 
announced recently by Bentson. Stainless 
steel top edges, perforated back panels, 
and cast aluminum contour legs con- 
tribute to a design which avoids the 
“bulky look’’ without resorting to ex- 
treme styling. The steel edge blends with 
the brushed aluminum drawer handles, 
and it will not tear loose since it is per- 
manently welded. Full height adjustment 
(from 29 to 30% inches) on all desks 
and tables is possible with the contour 
legs, which are interchangeable with 
Bentson’s island or cone types. 
—Inquiry Card No. 54— 


MEMO ROLL 





Pat Products Div. 
Ketcham & McDougall, Inc. 
Roseland, N. J. 
The Pat Roll Memo provides a con- 
tinuous supply of note paper and an 
ever-present pencil that is chained to 
the base of the pad. This memo roll 
can be hung on the wall, used flat 
on desk or table, and refilled with 
standard adding machine tape refills 
It has an all-metal base in nickel or 
copper finish and will blend with any 
color scheme. It is equipped with a 
felt underpad and retails for $1.95 
—Inquiry Card No. 57— 
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Westcort Co. 
4 E. 52nd St. 
New York 22, N. Y. 


A new accessory group made of alu- 
minum includes two ash trays (10- 
and 7-inch, respectively), a calendar 
pad 3% inches high and sloping to 
2-inch height, and a letter tray for 
legal size paper. The ash trays are 
black on the outside but have col- 
ored interiors. The calendar pad holds 
a 5 by 8-inch pad. These accessories 
are available in eight stock colors: 
jet black, Seville orange, Belgian 
blue, Spanish blue, Chinese red, cloud 
white, equator yellow, venetian green. 
—lInquiry Card No. 55— 


CORRECTION CHALK 





A. W. Faber-Castell Pencil Co., Inc. 
41-47 Dickerson St. 
Newark 3, N. J. 


The ‘“Touchupstik’’ is a pure white 
correction chalk stick of special com- 
position for making invisible the cor 
rection of typewritten errors made on 
all white stationery and office papers 
After erasure is made, the chalk is 
rubbed gently over the typewritten 
area completely covering any imper- 
fection or immovable ink deposits and 
thus providing a new white surface 
for the typed correction. The product 
is paper-wrapped and can be sharp 
ened like any pencil or lead pointer 


Samples and prices available to deal 
ers on request. Company expresses 
belief that this is a completely origi 


nal product 
—Inquiry Card No. 58— 


NEW PRODUCTS (0/inued 


CAPTAIN’S CHAIR 





Jasper Chair Co. 

Jasper, Ind. 

The new captain’s chair, No. 931-US, 
is made in genuine walnut or in quar- 
tered oak. It can be made of all solid 
walnut, or, if dealers so desire, it may 
be had with upholstered back or with 
upholstered seat 

—Inquiry Card No. 56— 


BALL PENS 


UTILITY PEN £1460 


i ree 


<= GTENO PEN s Pia67 


SS ro ire 


All-Rite Pen, Inc. 

241 Hudson St. 

Hackensack, N. J. 

The new ‘’Cosmopolitan”’ line of ball 
pens was designed to serve all pur- 
poses in the business world. Featuring 
eight types of pens, the line high- 
lights fine-line and medium-line 
points for auditors, stenographers, 
and those working in photo copying 
The Utility Pen No. 1460 (top) has 
a medium point and comes in 5-inch, 
64-inch, and 7-inch models, the 
last one being equipped with a 24- 
inch nickel chain. The fine point 
Steno Pen No. F1467 (middle) is 6% 
inches long. The fine point Auditor’s 
Pen No. F1460 (bottom) is available 
in two lengths—5-inch and 62-inch 

—Inquiry Card No. 59— 
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ARE YOU “WAITING ON” OR “SELLING TO?” 











There’s a difference between “‘waiting on” customers 
and “selling to” them. It shows up in sales—whether 
the Summer is slower than usual, whether minor 
recessions become major ones. 


ACCOBIND FOLDER for 
Legal Records: Plain tabbed 
or metal tabbed. Has ex- 
panding red rope pocket 
for holding records associ- 
ated with bound contents. 
“E’’ type Acco Fasteners 
with Slideway. Very con- 
venient for lawyers, mort- 
gage and loan firms, etc. 


You can always tell the store with a staff of salesmen. 
It has a busy, optimistic atmosphere—sales people 
know their merchandise, point out its features, and 
: advise you on its merits, or better ways of doing 
things. 





The greatest help to this kind of business is knowl- 
edge of stock. When every man knows thoroughly 
the lines carried, and has studied the manufacturers’ 
catalogs, when he knows what, why and how, he 
develops enthusiasm which strikes a spark in the 
customer. 





ACCOPRESS BINDERS in 
larger sizes especially val- 
vable for list sheets. Plain 
or tabbed. Genuine press- 
board stands weer and 
tear for years. Capacities 
from 1” to 6”. Choice of 5 
colors. May be used for 
temporary or permanent 
binding; also catalog 
covers, proof files, etc. 





This is why we hope every Acco dealer and his sales 
force will get to know the Acco catalog. If you know 
the line—really know it—you can’t help but build 
your volume, your number of customers, and your SEE YOUR CATALOG 


' profits! 




















ACCO PRODUCTS 


A Division of NATSER Corporation 


Ogdensburg, New York 
In Canada: Acco Canadian Co., Lid., Toronto 
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Sales Stimulators 





SEALING 
MENDING, 
REP AIRING 





Neatape Corp., 38 E. First St., New 
York 3, N. Y.—has announced the 
availability of the ‘‘Neatape Dispens 
er Package,’’ consisting of a newly 
designed box of two-inch gummed 
tape, a patented plastic dispenser, 
and a “miracle sponge’ which, when 
moist, fits tightly into the dispenser 
Front and back panels of the box 
show pictorially many uses of Nea 
tape gummed paper sealing tape. The 
two side panels give instructions for 
use. A dozen dispenser packages are 
packed into a die-cut box which 
opens into a counter display 
—Inquiry Card No. 101— 


Equipto Div., Aurora Equipment Co., 


Aurora, Ill_—announces the avail 
ability of a free reference manual 
of steel equipment, No. 485. This 


if + £ 


48-page booklet analyzes all! type 
steel shelving, drawers, lockers, work 
benches and tables, and other stor 
age, store, office, warehouse, and 
shop equipment. 

—Inquiry Card No. 104— 


Cole Steel Equipment Co., Inc., 415 
Madison Ave., New York 17, N. Y 
—is offering dealers a single-sheet 
mailing piece in color illustrating the 
company’s portable typewriter and 


other equipment. Cole will imprint 
dealer’s name for | Y2c each in lot 
of 1,000. 


—Inquiry Card No. 105— 








Pencil-Crafts Sales Co., Lewisburg 
Tenn.—has just introduced _ it: 
new Popeye Personalized Pencil 
Package. This new package con 
tains 12 Popeye pencils on which 
the consumer can have his name 
imprinted in gold. A _ picture f 
Popeye is lithographed nthe 
metal ferrules This package 
mounted on the display card 
shown gives the full story to the 
consumer. The card is furnished 
free to dealers as a back-to-school 
sales aid 


—Inquiry Card No. 102-— 


 PapernsMATE 


The Paper Mate Co., 444 Merchan 


dise Mart, Chicago 54, Ill._—has re 
leased a new retail display for the 


motion of its Capri Mark III pen, 


pointing up the new writing formula 


with detergent action. Designed to tie 
in with the company’s national ad 
campaign 
product, the display carries 12 of the 
pens in assorted colors 


—Inquiry Card No. 106— 


vertising 


4 


featuring this 





Cramer Posture Chair Co., 625 
Adams St., Kansas City, Kan.—has 
put out a_ point-of-sale, full-color 
“Cramer Girl’’ ceiling mobile with 
matching chair-back cutouts as part 
of an intensive ‘‘Ensemble”’ sales plan 
which includes a national advertising 
campaign. Also available to partici- 
pants are a dealer sales promotion 
manual and an Ensemble sales pro- 
motion kit with ten new dealer aids 
—Inquiry Card No. 103— 





Steelcase, Inc., 1491 Division 
Ave., S., Grand Rapids, Mich. 
-has just published ‘’Steelcase 


Chair An Innovation in 
Modern Seating,’’ a 12-page 
brochure illustrating the new 
Flight Line chairs. Full-color 
photographs show this line of 
executive and general office 
chairs, reception room and in 


stitutional seating 


—Inquiry Card No. 107— 


For More Information Use Inquiry Card Facing Page 66 
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BETTER FILING 








FILE GUIDES 


EXCLUSIVE 9fa PRODUCT 























a Wear and tear first strike the tab on 
a file guide and a file guide is no better 
than its tab. There is where protection 
is needed and there is where Cell-U- 
Seal provides it. In. fact it protects the 
guide all across the top—gives it extra 
strength and mokes it hold up longer. 
Cell-U-Seal penetrates and fuses right 
into the fiber leaving a smooth, glossy 
surface firmly bonded to the stock. It 
will not get brittle, peel or chip off. The 
printed tabs resist soil, are easy to read 
and they stay that way. 









Cell-U-Seal File Guides are made in sizes 
to meet all customary filing requirements. 
Sizes and positions of tabs are most ap- 
propriate for the intended use of the 
guide. Non-regular sizes and indexing 
are available on special order. 









Sizes: Card (3x5, 4x6, 5x8, 6x9) Letter, 
Cap, Check. Stock: Heavy Pressboard, 
Bristol in Colors, Manila. Tabs: Printed— 
Alphabetical 25 to 4000 division A-Z, 
Days 1-31, Months, States. 


The Weis Manufacturing Company 


Monroe, Michigan 
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——— SALES STIMULATORS (0inued 


Charles Bruning Co., Inc., 1802 

W. Central Rd., Mount Prospect, 

Ill.—has available a new |12-page Write, Inc., 420 Lexington 
illustrated booklet describing the Ave., New York 17, N. Y.— 
copyflex diazotype copying proc- has announced its new ‘’States- 
ess. The relation of the process to man” line of carbon papers 
work simplification is emphasized. and typewriter ribbons de- 
Among the techniques covered by signed to meet the needs of to- 
this free booklet is the combining day’s highly mechanized office. 
of Polaroid Land ‘photos and text Ribbons are made of pima cot- 


Victor Safe & Equipment, Rem- 
ington Rand Dealer Sales, Div. 
of Sperry Rand Corp., 315 
Fourth Ave., New York 10, N. 
Y.—has released this award- 
winning counter display for its 
dealers. The display is printed 


with copyflex. 
—lInquiry Card No. 108— 


i = O 


MARKS-A-LOT 


The Carter’s Ink Co., 239 First 
St., Cambridge 42, Mass.—by 
way of this counter card, is 
announcing its new _ indelible 
marker. One of several new 
products being introduced dur- 
ing the company’s 100th anni- 
versary year, this one is called 
“Marks-A-Lot.”’ 
—Inquiry Card No. 112— 


ton and Write duplicating ink 
as well as of nylon and pure 
silk. They are foil wrapped in 
re-usable plastic boxes as 
shown. Dealers will be backed 
by supporting advertising, self- 
service display racks, and cata- 
logs 
—Inquiry Card No. 109— 


Badger, Inc., King at Front St., La 
Crosse, Wis.—has published two new 
pieces of sales literature specifically 
designed for direct mail use. One 
piece promotes the Luxco line of pos- 
ture chairs; the other deals with the 
same line of machine and_ utility 
stands. Both folders, complete with 
mailing envelopes, are illustrated 
—Inquiry Card No. 111— 


Meilink Steel Safe Co., 1672 Oak- 
wood Ave., Toledo 6, Ohio—is now 
offering a new two-color, four-page 
mailing piece which tells about the 
company’s Hercules furnace-tested 
home vaults. The advantages of hav- 
ing a fire-resistant vault are stressed, 
and model numbers and _ specifica- 
tions are given. Request form HVS- 
58 
—Inquiry Card No. 113— 


in eight colors, has a three-di- 
mensional effect, and uses an 
actual Victor Sectional demon- 
strator slide attached to the 
front. The display, complete 
with demonstrator slide is given 
free to Victor dealers who or- 
der 12 of the new type visible 
records sections 
—Inquiry Card No. 110— 


Weckesser Co., 5703 #£Northwest 
Highway, Chicago 46, IIl_—has de- 
signed this new two-color, die-cut 
counter display and demonstrator 
card. It is specifically made to fit on 
the back of their new ‘Smart Alec”’ 
note pad. It is free to dealers. 
—Inquiry Card No. 114— 


For More Information Use Inquiry Card Facing Page 66 
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Cole S 


Use Cole partitions in your own office 


and your customers will use them, too! 


It has been proven that demonstrations always create sales. 
With office space at a premium, you can build sales by 
showing your customers how to gain more working space. 
Cole Steel is nationally advertised . . . your customers 

know the brand name. They know too, that Cole 

Partitions are mobile, easy to install and 

last as long as the building itself. 

Demonstrate them and 

you'll sell them... 

again and again! 





——___—__ 








Send for our latest catalog 


Cole Stee! Equipment Co., Inc. - 415 Madison Ave, New York 17, N_Y.- Canada: 329 Dufferin St., Toronto, Ont. \e a0) 8s -STEEL . 





New Catalogs 














Tiffany Stand Co., 7350 Forsyth 
Bivd., St. Louis 5, Mo.—has pub 
lished a new catalog that includes 
the new all-purpose Model 2300 
utility table and the Model 7711 
Tiffany Jr. stand for the limited 
budget buyer. Contents are time- 
saving, terse and to the point, yet 
explanatory data are completely 
adequate. 
—Inquiry Card No. 121— 








The Faultless Caster Corp., 152) 
N. Garvin St., Evansville, Ind 
recently announced a new catalog 
—a 20-page condensed version 
(157-G)—covering many styles of 
the company’s casters, wheels, and 
glides. Selection tables, installa- 
tion guides, descriptions and spec 
ifications make this catalog a 
helpful tool for dealers 
—lInquiry Card No. 126— 


TAlesee #0. ee 





Bankers & Merchants, Inc., 3229 N 
Sheffield Ave., Chicago 13, IIl.—has 
released a new 48-page catalog fea 
turing over 17 new office supplies, 
accessories, and marking equipment 
bearing the Faymus and Bami trade- 
marks. Many other stock items are 
described and illustrated. The new 
products featured include a direct ac 
tion, self-inking dater; ten instant 
drying, waterproof, odorless, non-tox 
ic colors for the new Bami marker; 
a new line of adhesives; and other 


—Inquiry Card No. 122— 


All Purpose Steel Products Co., 90-15 
77th St., Jamaica 21, N. Y.—has a 
new edition of its catalog—No. 705 

available. It describes the com 
pany’s line of sorters and pigeon-hole 
units as well as sectional and glass 
front bookcases. Several new items, 
such as 5, 10, and 30-drawer cab- 
inets have been added. Write J. R 
Geller, Box 1144, Woodhaven, N. Y 
for the catalog 

—Inquiry Card No. 125— 


For More Information Use Inquiry Card Facing Page 66 





THE 


TRULY MODERN APPROACH 


TO FILING 


RECORD KEEPING 


AND 






VOLUME STORAGE 


Ramsey Co., 116 S. Seventh St., 
Philadelphia 6, Pa.—has released 
its Tract-A-File catalog No. 101 
which is available, along with in- 
formation on dealerships, for the 
asking. Detailed specifications, 
photos and drawings as well as full 
descriptions are contained in this 
booklet about the company’s new 


shelf file 
—Inquiry Card No. 123— 


Western Mfg. Co., 532-544 N. High- 
land Ave., Aurora, IIl.—has put out 
a new 24-page catalog for sales out- 
lets and buyers of office equipment 
It describes and illustrates the Wesco 
line of steel office equipment which 
includes Fashion-Aire and Econom- 
Aire desks and a wide range of sus- 
pension and non-suspension files 


—Inquiry Card No. 124— 


Peter Pepper Products, Inc., P. O 
Box 1003, Palos Verdes Estates, 
Calif.—has just completed a new 
“‘point-of-sale’’ brochure as a mer- 
chandising aid for dealers. It de 
scribes most of the company’s con- 
temporary decorative accessories and 
is illustrated throughout. Available on 
request. 
—Inquiry Card No. 127— 
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.and the bigger-than-ever Business Gifts 
Issue of Office Appliances tells you how to get your share! 
Proven over the years as a source of extra sales and profits, 
OA continues its emphasis on Business Gifts for 


Business People in the August Issue. 


This is the spot W here you can learn about 


how others built sales - - - how their experience can be 
ut 
t ype you have a owe 
- adapted to your store. The spot, too, to 
t ogram this yeat / 
= We teel the continuation . ’ 
h eiil get all the details about OA’s better-than-ever 
"1 from year to year w ‘ 
build momentum °¢ ; . ” ; , 
, re : - Business Gifts for Business People Merchandising Kit 
ohn Carr, Mgt ‘ 
ZCMI School & 
x the proven sales-builder 
Office Supply 
Salt Lake City, Utah . : 
created for you. 


or. Watch for the AUGUST 
issue of Office Appliances 











Mortensen Named NSOEA 
General Manager; Burbank 


Remains as Consultant 


Charles M. Mortensen, mana f the Association Servi 


Department of the U. S. Chamber si: 953, has been ap 
pointed general manager of the National Stationery & Office 
Equipment Association with headquarters in Washington 
D. C., effective July 1, 1958. 7 
May 23 by William R. Diehl, Jr., Columbus, Ohi 
the 54-year old trade association 

At the same time, Mr. Diehl announced the 


announcement Was made 


president ot 


resignation of 


Paul E. Burbank, who has served the Association as general 
manager since 1946, and will 1 in in a consulting capacity 
primarily concerned with the development of new projects fos 
the industry. He will be on a full-time basis porting directly 
to the executive committee 

NSOEA was organized in 1904, is a charter member of the 
Chamber and has a membership of approximately 4,000 includ 
ing manufacturers, wholesalers tailers and manufacturers 
representatives concerned with tl manufacture and sale of 
office equipment, office furnitu: ffice machines and commer- 


cial and social stationery suppli 


Conventions Hit Peak 


Under the direction of Mr. Burbank the annual conventions 


of NSOEA held at the Hilton in Chicago (September 
October 1 in 1958) have grown to occupy five floors and at 
tendance in the past two years | totaled over 14,000 

Mr. Mortensen’s activities in tl Association Service De 
partment of the Chamber included the direction of an extensive 
program of meetings and conferences on national legislative 


and economic issues; publi atior mn association management 


subjects, such as market promotions; research on methods of 
association financing and operation nd management training 
courses for association staff execu 

Prior to his Chamber affiliations, he was managing directo: 
of the Producers’ Council, in which capacity he administered 
and developed a field prograr perating in 35 chapters; con 
ceived and promoted the Council's traveling product exhibit 
managed conventions; inaugurat the co-operative promotion 
al and training activities with tl National Association of 


Home Builders, the American Institute of Architects. the As 
sociated General Contractors the National Association of 
Retail Lumber Dealers. 

Native of Nebraska 
Mortensen hao -_ 


B.S. degt in architectural 


attended Iowa 


A native of Omaha, Neb., M 
State College where he receiv 
engineering in 1934. He is a grt it nd former member of 
the Board of Directors of the Institute for Organization Man 


agement at Michigan State | ty; is a member of the 
American Society of Associat Ex t Washington 
Trade Association Executives; t Board of Managers, National 
Institute for Trade Association Executives, Northwestern Uni 
versity and Northeastern Institute, Yale. He is member of 
the Westminster Presbyterian ¢ rch of Alexandria, the Bell 
Haven Country Club and the s fraternity, Beta Theta Pi 

Mr. and Mrs. Mortensen res it 3608 N. Piedmont, Arling 
ton, Va. They have two daughters, Sue and Maren, and a son 
Charles. 

Announcing the Association nges Pt nt Diehl said 

“For 12 years Paul E. Burbank $ sery is NSOEA'’s gen 
eral manager. During that time he has constantly been in the 
field and, as a result, is known nally | Imost every 1 


ber of the Association. 


“Last fall, near the start iministration as your pres 
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Cc. M. Mortensen Paul E. Burbank 


ident. he talk with me of his desire for lessen responsi 
bilities. It was at his request that the executiv mittee ini- 
tiated proceedings to secure a successor who could thoroughly 
and adequately carry on the great services of our Association 
It is my ] ilege and responsibility to announ to you that 
the entil executive committee has after carefully screening 
candidates, unanimously voted to employ Charles M. Mortensen 


1 


general manager, effective July 1. Mr. Mortensen 


f 


has a magnificent background to assume these resp: 
All contacts and correspondence of the members in respect 


to any of our multiple services should after Ju be made 
with Mr. Mortensen whom we know you will enjoy and respect 
and who will carry this Association t ven great heights 
Burroughs Corp. Officers Re-elected 

Me: bers of the Burroughs Corp board of lirectors were 
re-elected in May at the annual stockholders meeting held in 


the company’s general offices in Detroit 

Chey are. Harold S. Chase, Santa Barbara, Calif.; Walker L. 
Cisler, president, The Detroit Edison Company, Ray R. Eppert, 
Burroughs Corporation; Thomas G. Long, Detroit 
Charles H. Percy, president, Bell & Howell Co., Chi- 


States se tary of com- 


president 
attorney 
cago; Charles Sawyer, former United 

erce, Cincinnati; Kenneth C. Tiffany, vice-president 
Burroughs Corp.; George L. Todd, vice-president and group 


nnance, 


xecutiv Burroughs Corp., Rochester, N. Y., and Dr. Irven 
Travis, vice-president, research and engineerin Burroughs 
Corp 

Officers of the Corporation w lected by the board of 
directors 

Besides Mr. Eppert, Tiffany, Todd and Travis, they include 
James R. Bradburn, vice-president and general manager, Electro- 


Pasadena, Calif Delahanty, vice 


Clarence 


Data Division William J. 
president nanufacturing; 


f Dunlop, president 
Sheldon F. Hall, vice-president and secretary; Ray W. Mac- 
j 


donald, vice-president and general manager, International Divi- 
sion; Milton E. Mengel, vice-president, pr planning 
Willis E. Morgan, vice-president, marketing; Carl E. Schneider, 

YI Burroughs Division;James 


president and general manage: 


F. Lillis, 


ntroller, and Harry Lombard, treasut 


Teach Typing on Electric Models 
In Elementary School Experiment 


Che nation’s first experiment in the teaching of touch typing 
on electric typewriters to elementary school n will be 
onducted at the University of North Dakota as a result of a 
rant made by Smith-Corona Inc., it was announced by Dr 
John L. Rowe, chairman of the business education department 
Dr. Rowe said he expects to verify that typing on electric ma- 


chines will assist the student's early 
The eight week project began on June 16 wit 5 third and 
According to Dr. Rowe 


+ 


there will be two twenty-five minute periods of instruction each 


irning proces 
students participating 


\ 
rourtn 


morning with a twenty minute rest period in between 
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DA's | INQUIRY CARDS Wablabersc ees 
: Please ask the manufacturers, indicated by the key 
. numbers | have circled, to send further information 
without delay. 
This service is restricted to dealers and whole- 
Accessories of the Month salers in the office equipment and supply field. 
All accessories illustrated and described in ACCESSORIES OF THE MONTH 
this issue in the section carry key numbers | (38 @4§ @6OV 2 eee Se oe 
to 15 duplicated on the card at the right. If NEW PRODUCTS 
you are interested in an item or several items, 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
simply circle the corresponding key numbers 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
on the card and mail at once. Your inquiry 46 47 48 49 50 5! 52 53 54 5S 56 57 5B 59 60 
will be forwarded to the supplier immediately. 61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
76 77 78 79 80 BI 82 83 84 85 86 87 88 89 90 
New Products SALES STIMULATORS 
101 6102 «#103 «6104 «€©105)«©610606~«6107)«=6108 «=O 1088 
To obtain more information about any of the Tie) ee ee | ee) ee) ee) et) ee) 
new products in this issue which carry the NEW CATALOGS 


sen . * 5 
key numbers 16 to 90, simply yond ps - ! rea ee 
responding key numbers on the car at the 131 132 133 «134«4135«*36sdPBe Oe tae 
right and mail at once. Your inquiry will be 


ithout delay. 
oe ow July 1958 issue of OFFICE APPLIANCES, 


Card void after September 1, 1958 





Sales Stimulators 


To obtain more information about any of the _ 
manufacturers’ sales aids described in this 



































issue, circle the key numbers on the card at | 
right which correspond to the numbers as- | Company 
signed to the Sales Stimulators. Mail the card Business Address 
promptly. City Lone State 
r J en 
ert, New Catalogs 
' To obtain copies of recent catalogs or price 
lists described in this issue, circle the key oie kod 
numbers on the card at right which corre- 3283 H 
p spond to the numbers assigned to the New —e s : oy 
ven Catalogs. These requests will be promptly . 3 
: forwarded to the manufacturers. ; . 
| oysoO00 9 g 
t § | 
Mla < oe bs | 
= > Po} me 
cs 
der, The handy subscription card at » = Sawu<=< m 
ae the right is enclosed here for $ Oo ee Ue 
your convenience. Use it to 708% A&A DB 
enter or renew your own sub- | eo, v . 
scription, or tear it out and 43 v 
’ » ~S yy |} | 
give to a friend, salesman or 0 ms ~~ » 3 ne . 
employe active in the retail | 27S. 3 3 3 > 
office stationery, machine, or | | $ o . 9 g 9 zZ ‘ 
furniture business. ; 2 oe = s 3s A “ 
Either way you will be helping | | en ee 
D OA to be of greater service to | a < os = “ 
° a “ “ 
the industry. 2 $ ¢ c . c 
H & a 2 $ “ b4 
_?- =~ wu 
Oj +. i 
eo 
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See other side 
for Quick Service 
Inquiry Card 
covering new 
sales aids in 


products and 
this issue 
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in Other Lands 





Spink Ltd. Celebrates 


50 Years in Business 


Lancashire Press Agency 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


ol 


D [ I s 5O years 1s quite an a I ent thes 
t proud record of W. Har Spink Lis 
] is, Brandford, York and Wak Y orkshire 
i t ishment which the late W. Harold Spink 
8 for the repair and maintenan yf typewriters 
s been st by spacious Leeds showrooms and is now 
adquarters of a concern which is extremely progressive 
As readers of OFFICE APPLIANCES may we know, quite 
Leeds Bradford, the headquarters of t vorld wool 
ry, and it soon became clear to Harold Spink even in 
irly that, as there was a future in distributin 
vriters, tl nust, side by side with this, be servicing of 
ty] iters. Realizing how uneconomic it would be to travel 
listance ft Leeds (especially in 1908 when the motor 
as the eax ption) he decided to open branch offices, an 
picked his va s points with extreme ca! 
It was not until after the first World War, however, that tl 
was put fully into operation, but the success which at 
it made one appreciate just how farsighted the founder 
sin had been. Here was an example of business 
g k in time from these days n ‘“forwar 
is on rybody’s lips and apt to be a catchwor 
yngresses in summer montl 
Spink, to ned a phrase which has stuck, and it 
ise of its simplicity, apf 
Speak S k is now a catchword and a slogan in th 
West Ridin f Yorkshire, and in the wool industry districts 
gents a pinners and weavers and dy and finishers 
K Sf 
,] bh) b ch out o the ra i areas < 
York there is a natut ping oft 
| areas in he Eas R y ofr Ork 
a 
kit t t tors, reminds me that at Coventry (which 
luring the war, the first of the Cathedral 


Mills and 


nter destroyed) t 
M t , ned a new showroom 





in the newly completed showrooms of 
Ltd. in Coventry. Area is developed for special 
nin the furniture and machine section 


Typewriter Corner 


x AA 
Cx v 


nt 
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50 years in business. Spink Ltd. and its now 
famous slogan, ‘Speak to Spink’’ which appears on the build- 
ing front 


Celebrates 


By Mrs. E. Fitzgerald VacMillan 


@® THE IMPORTANT part played by the United States in the 
progressive development of office equipment in Britain is 
recalled by the golden jubilee this year of an important North 
England concern 
This is W. Harold Spink, Ltd., begun in a very modest way 
in Leeds during 1908, but which now operates four modern 
self-contained business houses in Leeds, Bradford, Wakefield 
ind York. A unique point of this four-fold concern is the 
slogan, “Speak to Spink’ on buildings, in advertisements 
brochures, letterheads, and even in the telephone directory 
At first, the late W. Harold Spink—who died in 1952—con 
ntrated on repair and maintenance of the then rather new 
\ffice aid, the typewriter. British business men were showing 
keen interest in machines arriving from America which then 
ould claim the monopoly, for it was in 1866 that the first prac 
tical typewriter was patented in the States —But—and here the 
vriter is sure this touch of friendly pride will be accepted—it 
is much earlier (in 1714) that a British engineer named 
Henry Mill obtained a patent from England's Queen Anne for 
he first commercial typewriter described as “an artificial ma- 
hine for the impressing or transcribing of letters singly or 
so neat and exact as not to be distinguished 
This ‘fledgling’ typewriter was introduced to the 


progressively 
from print 
United States, where it roused considerable interest. 

Mr. Spink’s first year of trading showed a profit of £200 
but a reputation had been established, and later Yorkshire 
business men were intrigued by the then new portables. Mr 
Spink obtained the agency for the Underwood portable type 
writer 

Need for more space was followed by the opening of prem- 
ises in Bradford, the great wool city of the North, and where 
the improving offices of the many mills were potential cus 


tomers 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Bivd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the same 
desire to serve. 
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Industry Meetings 





Automation Intrigues 


NOMA Visitors 


the Con Hilton Hot «position 
rooms ¢ i 
product 
busines 

[he int Nation On Manag 
ment A it nat Ne Tice EX 
position , n ntiy witli the 
49th internat nfet n inag 


ment tof 





Ch tion itself giganti 
F. A. Schultz “super Ket t pi ts offered Dy 130 
exhibitor | orit f items on 

view were part of the automat g 


furniture exhibits as well as 
Latest models of dictating-t: 


duplicators, photocopiers il t 
chines, filing equipment and furnit y inspected 
by the office executives and 

The association elected Fr A. S t tant secretary 
of the Unity Mutual Life Ins ( S N. Y. as its 
1958-1959 president 

Other officers included Walt I f ft anage! 
Proctor & Gamble -Co., first f nt: A. E. Riddle, dis 
tor of office administration, ¢ te-Pal ( \ pres 
ident; J. H. Quaritius, vice-p nt of Peni: Life Ins 
Co., vice-president; and R. B. H Pp Lit ivision man 


aver, Dennison Mfg. Co., vice- 


NOFA Chicagoland Chapter Board Meets 


On Monday evening, Ma oa of directors 
of the Chicagoland Chapter of t Natior Offi Furniture 
Association met for its first plant siof ncerning activi 
ties for the coming year 

The board is composed of Arthur Poliquin, Horder’s, In 
president of the chapter; Walter Brizek, Johnson Chair Co 


vice-president and director of tivities; Marshall Spak, Spak 
& Natovich, Inc., treasurer; Walter 


PLIANCES, secretary; Louis Farber, Louis H. Farber Inc 


director of membership; and Mel Liss, Polk Brothers, directo 
of publicity 

An industry publicity p ct ( o area, dis 
cussed at some length, will b p by Mel Liss and 
committee of his choosing. 1 put into fun 
tion as soon as practical, prob 

A current membership of 64 rep al of 
75 set for September 1. Lou | tt vill be 


gin their campaign without 


Transcription Supervisors Elect 


At the April monthly : t t ption Super 


visors Association of New Y f State and Na 
tional Federation of Business Prof Ve n’s Clubs 
Inc., the following officers t t for the yeat 
1958-1959 

President, Miss Loretta F. Spacek of B [Telephone Labora 
tories, Inc.; first vice-president, Miss Evelyn Swahlin of Fru 
auff, Farrell, Shanley & Johnser nd vice-president, Miss 
Ruth D. Kassowitz of Graver \ Condit Co.: record 
ing secretary, Mrs. Margaret O. Cameron Royal McBee 
Corp.; corresponding secretary, Mrs. Anne Turansky of Union 
Carbide Corp.; treasurer, Miss Edna M. Gallagher of Union 
Bag-Camp Paper Corp t Mrs, Mary L 


Horgan of Cleary, Gottleib, | «& H 
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Connecticut Valley Stationers 
Get Preview of Plimpton’s 


Tr} regulat eeting of the Connecticut Valley Stationers 
Assn., convening in Hartford on April 30, featut 1 preview 
t Plimptos furniture showroom, store, offices, and ware 
house at § Farmington Ave. Hosting the event ) elving 
well-merit ongratulations were Dave Abrahamson Julian 
Shoor of Plimpton’s 

From Plimpton’s, the group moto the few blocks to the 
Hotel Bond tor the usual hour of tellowship and bow-bend- 


uous roast beef dint 


1g and a sumpt 
President Ken Conklin, Springfield Office Supply Co., in- 
troduced William Pape of Adkins Printing Co., New Britain, 


Conn. who, as lieutenant-governor of District No. 1, put in a 
stirring pitch for attendance at th gional convention to be 
held at Equinox House, Manchester, Vt. next June 23 and 24 
A specia was the humorous recitation of tl trials and 
tribulations of remodeling a building to fit requirements as 


Drought down tl house 


siven by Dave Abrahamson; it 


Business Is Good,’ 


Stationers Told 


Norman L. Hanna, general sales manager, Philip Hano Co., 
reported to the Philadelphia Stationers Association at the May 
15 eeting on the results of a survey made recently among a 


vughout the country. They 


number of commercial stationers thr 


re asked by Mr. Hanna for an expression of their business 


OutiooKk fo! 


} 

By far, th ajority of replies indicat that 1958 would be 
is good, or better, than last year, reported Mr. Hanna, guest 
speaker 

Althoug is topic was “Modern Business Forms and _ the 
Statione thought the results of his firm’s survey would be 
ot concern to the dealers in the audienc« 

Mr Hanna who had been scheduled to addres the group 
on two separate occasions only to have the 1 tings post- 
poned by snow storms in February and March xpressed his 


pleasure at finally being able to complete his talk 

Before going into the profit potentials of selling business 
torms, M Hanna told of the need for dealers to check into 
the use of standardized forms for the operation of their own 


yusinesses. Order forms, inventory fo! Ss and Invoices are only 
tal record-keeping forms which, if used properly 


i rew oO 
by the iler in cut down considerably on his work load 
As fo ale, forms offer outstanding money aking pos- 
sibilities since they require less stock handling and inventory 
space The vantages of drop shit ents add to th dealers 
profit margin on the sale of business forms, he sai 
Among tl types of forms sold by commercial stationers 
Mr. Hanna cited register forms, snapout forms, continuous Car- 


bon inter] d forms and tabulating forms 


With the advent of integrated ata processing systems 


the use of tabulating forms is becoming one of th ost popu: 
ir on the market, asserted the speak 

[To cash in on the profits to be made by selling forms, Mr 
Hanna \ that dealers make it known to their customers that 


ey are \ 1uch in the form business so they ay be in on 
reorders. The dealer's salesman must make fre 


quent calls on the forms buyer so that when new forms are 


needed, he will get a crack at the business. Dealers benefit 
from repeat orders by virtue of having their own imprint on 
all orders placed through them. It is helpful to train someone 
in the dealer organization who will be in charge of that par 
ular department, the audience was advised 
Business torms can mean a 10% difterence in a aler's gross 
ofits, said Mr. Hanna, and is a sour of business that every 
r not presently involved ought t k into 
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VOLKSWAGEN PICK-UP 








lian 
f 
May 
nt 
rly SENSIBLE « HONEST « DEPENDABLE ...and ECONOMICAL 
Volkswagen Light Trucks have all these virtues...out- lockable compartment underneath. Loading is extremely 
standing gas economy... air-cooled engine. ..no radiator easy... the hinged sides and back drop down and the floor 
problems... sturdy construction that takes the bumps of __ is at loading platform level. But above all, remember: a 
rough terrain. Volkswagen offers unusual visibility and deatapiews: costs less to buy, run and maintain. This we 
ease of driving and parking. The Volkswagen Pick-upcar- can prove! Sales and Service in 48 states. Look for the 
ries a whopping big 1764-lb. payload. It has a 45 sq. ft. Authorized Volkswagen Dealer with this emblem. 
Mr floor area with an additional 20 sq. ft. in a weather-tight VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 
PANEL DELIVeRY— Has 170 = re komei—it’s even more than 
cu. ft. capacity,every inch a Panel Delivery. It con- 
are usable and accessible. Top, verts into a comfortable 
nefit sides, front and rear give station wagon in minutes 
on you a bonus in space for just by putting the 


distinctive advertising. 








se pats back in. 





VOLKSWAGEN 
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A NEW CONCEPT OF EXECUTIVE ENVIRONMENT 


Through Italic Styling, executive offices can be tailored to the 

precise character of a company— and the personality and taste 
of the individual. This is possible because of the limitless variation 
of this magnificent furniture, the focal point of Italic Styling, 


and equally flexible decorative elements and accessories. 


This outstanding, new furniture line opens a vast new 
market — highly profitable sales to executives 
another example of our continuing efforts to keep 
the GF franchise the most valuable in the industry. 
GF Studios, Dept. X-15, Youngstown 1, Ohio. 
Division of The General Fireproofing Company. 


¢€ Htalic Styling BY GF STUDIOS 
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From left: Mel Levin, Business Equipment Co., 


Speakers 
f NOFA president; Robert B. Gibby, Desk’s, Inc 


Boston, Ma 


New 


‘Tune-Up Time’ Engaged In for 
Management, Sales Problems; Elect 
Charles Nathan Conference Chairman 


New York City 


@® “WHO'S MINDING the store? 
on Friday, May 
area spent the day at the Roosevelt Hotel for the Metropolitan 
Area NOFA Conference. 

The New York and New Jersey dealers as well as manu 


fa 


was the big question asked 


when a group of the leading dealers in the 


turers and salesmen who took the time off to 


OA attend the conference were treated to a concen 
taff trated package program of management and sales 
sta problems. The theme of the day was appropriately 


Tune Up Time for Your Management and 





report titled 
Sales Team 

ff to a brght and early start with introduc- 

tory remarks by conference chairman, Milton Stone, Stone 

Newman Associates, and regional chairman, Robert B. Gibby, 

Desks, Inc., N York 


| he session 


Accountin the Indispensable Tool for Successful Man 
ent” was the topic of the first of the day’s talks and was 
ivered by Alexander Loy of the firm of Seidman and Seid- 
Mr. Loy told of the importance of cost accounting and 





In Conference 


Sam Katz, Art Steel Co.; E. Gilbert, 
Metwood Cx New York City, and Monroe Lakow, 


amuel Lakow & Son, New York City 
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New York City; Bill Wood, W. B. Wood Co., Newark, N. J., 
and Ward McCabe, McCabe’s, Riverhead, N. Y 


York NOFA Holds Area Conference 





New Officers 


: Milton Stone, Stone-Newman Associates; 
Robert B. Gibby, Desks, Inc., New York City, outgoing chair- 
man; Charles Nathan, Charles S. Nathan, New York City, new 
chairman; Mildred Zich, Regan Furniture Co., New York City, 
and Milton Skala, Milwaukee Chair Co 


the setting up of departmental budget estimates by manage 
ment. “Pre-determined budgets prevent waste and make all 
departments more profit conscious,” said Mr. Loy. He offered 
the group several short cuts in accounting procedures which 
they could apply to their own businesses. 

The vital and timely subject of shipping costs and regule 
tions was dealt with by Raynard F. Bohman of Bohman In- 
dustrial Traffic Consultants, a firm employed by NOFA to help 
with the freight problems encountered by the office furniture 
trade. He was introduced by Sal Barelli of Barr Metals Com- 
pany, Irvington, N. J. Mr. Bohman’'s topic was “Freight and 
Traffic’ and included an outline of the NOFA traffic program 
designed to keep members posted on late railroad and truck 
ing regulations. 

Manufacturers and dealers alike are being affected by in 
creases in transportation costs even to making it prohibitive 
for some manufacturers to ship their furniture beyond certain 
areas, Mr. Bohman pointed out. He said that his firm is in the 
process now of negotiating with transportation officials in an 
effort to have them revise the rate structure governing the ship- 
ment of office furniture. 

The morning session ended with a plea for closer co-opera 
tion between dealers and manufacturers by the newly elected 
president of NOFA, Mel Levin, Business Equipment Corp 
Boston, Mass., who was a surprise guest at the meeting 

rhe Offureps Club of New York played host for cocktails 
which preceded the luncheon. 

Executive Director of NOFA, John R. Gray, spoke at the 
luncheon regarding plans for the annual convention being 


(Turn to Page 104, Please) 
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1. CONSUMER CONTEST seit sccsmck poses 
They’ve got to come into your store and 
BUY ESTERBROOK to enter! 


To get your customers moving, 
Esterbrook has launched its GRAND 
School Days Consumer Contest. 394 
exciting prizes in all. 

It’s sure-fire to increase store traffic 
and Esterbrook sales for you because 
your customers have to get their entry 
blanks at your store .. . and BUY an 
Esterbrook product to enter 

It’s an easy contest to enter, too! All 
your customer has to do is tell us why 


n 25 


he or she likes to use Esterbrook 
words or less. 


THESE BIG PAGES 
IN: 


Life, 

Saturday Evening Post, 
Boys’ Life, 

American Girl, 

and Scholastic 


will bring them rolling in! 


Use contest display material 
to help you sell! 


See your Esterbrook salesman, whole- 
saler or write directly to Esterbrook to 
get your complete selling kit 

It contains everything you need: 
entry blanks, counter cards, banners, 
window cards. streamers—the works—to 
help you tie in for a banner back-to- 
school selling season. 


ANNOUNCING! 











NIN) BVACATION IN 
Nie} EUROPE FOR 4! 


GRAND PRIZE) 





393 other wonderful prizes: Anyone can enter...and win a prize in the exciting 


ESTERBROOK SCHOOL DAYS CONTEST! 


it's as simple es (1), (2), (3) 3 








Only Esterbrook gives 
you a choice of 32 
replaceable points 


sci atologadnian i 7 it 
eae ih 





u best when y« 
Esterbrook pen 








The Esterbrook ( $2.95 








GET YOUR ESTERBROOK AND ENTER ® 
NOW! CONTEST ENDS AT MIONIGHT 
OCTOBER 17, 1956 


KICK-OFF DATE! AUGUST 18, 1958 


Stock Esterbrook now! If you don’t have it 
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2 BIG ESTERBROOK 
s SCHOOL DAYS CONTESTS 
2. TRADE CONTEST 


for Dealers and Salespeople! Store Managers, 


Purchasing Agents, Dept. Supervisors, too! 


WIN A FABULOUS 
VACATION IN 
EUROPE FOR TWO! 


Limited competition means YOU 











| . 
; have a better chance to win! 
Only owners, store managers, buyers, purchasing 
agents, salespeople and stationery department super- 
+t Clipne ; 2 912 
GRAND PRIZE—A fabulous Jet Clipper trip to Europe for 2! 390 visors of retail and wholesale establishments selling 
minutes from the U.S. via Pan American, “The World’s Most Expe- Esterbrook are allowed to enter. Cash in on your 
rienced Airline’ for a 2-week, 4-country tour of England, Hol- inside track. You compete only with the trade! 
land, Belgium and France. Visit the scenes of old world culture, 
| ° ’ + 
with sight-seeing, hotel and meal expenses paid. It's as simple as 1, 2, 3 
' | 
or win one of 92 other wonderful prizes: 1. Read the simple contest rules. ) 
; rs as . 2. Tell us in 25 words or less why you like to sell ' 
) 3 BROTHER ‘Pacesetter’? Portable Sewing Machines. ; oe. ; 
(or carry) the Esterbrook line. You can write your 
3 CALORIC Gas Ranges. entry on your company letterhead, a piece of 
6 SONIC Capri High Fidelity Phonographs. plain paper . or get an Official Entry Blank 
, . ) yur Esterbroo alesm: 
20 AMF Bowling Outfits— Regulation ball, bag and shoes. from your Esterbrook salesman 
6s re . . M:z yur e 
30 WELLER ‘‘Wonder Duo’’ Tool Sets— Power Sander and 3. Mail your entry 
Soldering Kit, It's easy! Entries will be judged by The Reuben H. 
20 AIREX Fishing Outfits—Eldorado Kit, Spin Cast Rod, Donnelley Corp. 
Change-A-Lure Kit and Airex Net, Be the one in your department or store to win a 
10 EVANS “‘Sonic Scout’’ Bicycles—With horn, light and big prize! Contest ends midnight, October 17, 1958. 
kick-stand., 
READ THESE SIMPLE RULES AND ENTER NOVY! IT’S EASY TO WIN! 
( nly the owners, store man 2. Entries may be submitted on the official entry The decisions of the judges are final. Duplicate 
buy rchasing agents, sales clerks and form (your Esterbrook salesman will have them prizes will be awarded in the event of ties. 
ner nent supervisors of retail and when he calls), store letterhead or a plain piece 
lesale fit ng Esterbrook f paper All entries and ideas incorporated therein be- 
come the property of the Esterbrook Pen Com- 
Anyone in or the above categories except All entries must be postmarked by October pany to be used as it sees fit and none will be 
i Esterbrook Pen Company, its 17, 1958, and received by October 27, 1958. Be returned. 
bsidiary encies and affiliates may enter this certain that your entry clearly shows your own 
ntest as often he wishes by following these name, address, the name and address of the 4. Winners will be notified personally or by mail 
nple rule store where you are employed and your position within six weeks from the close of the contest 
n the store No more than one prize will be awarded to a 
1. ¢ ple r wenty-five words or less the contestant : 
nt, “I like to sell (or carry) the Each entry must be the original work of the : 
Esterbrook I because " Each entry must ntestant submitted in his own name List of winners will be sent to those request 
S with = sOStave to 1 such list 0 ceipt of a stamped, se 
ith adequate postage t 3. Entries will be judged by The Reuben H naa “ ~ . eu a _—— 1 stamped, sett 
addressed envelope 
Dealer Contest Donnelley Corporation, an independent judging 
P.O. Box 60F rganization, on the basis of originality, sincerity Contest subject to all governmental regula 
Vernon 10, New York ind aptness of thought tions 











® 
it ...you can’t sell it! bsterbrook ere 
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This Is Your Life... Dorothy R. Ames 


An Industry Fetes Beloved “Aunt Dorothy” 


New York City 
@® “YOU WERE BORN June 30 sometime back in Sturgeon 


Bay, Wis and so began the re-creation of the life of one 
of the best-known and best-loved people in the office machine 
industry, Dorethy R. Ames of Ames Supply C 

Nearly 200 friends and business associates from all parts of 
the nation jammed the grand dining room of New York's Ad 


vertising Club on Tuesday, May 13, to pay tribute to their be 
loved “Aunt Dorothy 
The regular monthly meeting 


j 


tf the Offi Machine Dealers 
Association was set aside, explain¢ 


| President Harry Ritchie, 
Addressing Machine & Equipment Co., New York City, so that 


the night could be devoted to this special p1 


i progran 
i progra 


While Mrs. Ames sat in her seat of honor, Wallace Fisher of 
OFFICE APPLIANCES, acting as M.C., went back into the subject's 
past via the pages of the “This Is Your Lif 
of Mrs. Ames Starting with 


arriage to Charles 


album which con 
tained a brief chronological histor 
her birth, going on to school, her first job 


Ames, her beginning with the Ames Supply Co. and right on 
up to the present. 

Mrs. Ames and the folks in tl idience were treated to sut 
prise after surprise each time a mystery voice would be heard 


from behind a drawn curtain and she would try to guess to 
whom the voice belonged. The guests included nephews of Mrs 
Ames, Ames Supply branch managers and business associates 
is New York 

program wer 
Bill Ames, Jr., 


es Supply Co 


and dealers from all over the country as we 
Those who participated in this part of 
A. H. Ames, Ames Supply Co., Detroit, Mi 
Ames Supply Co., Chicago; F. G. Robinson, An 
Boston; Samuel Hutter, Checkwriter Co., New York City 
Samuel L. Cohen, Union Business Machines, Union, N. J.; A. 
W. Kartous, Ames Supply Co., Dallas, Tex.; Clyde Jungbluth, 
Wholesale Typewriter Co., Englewood, N. J.: E. W. Staats, 
Ames Supply Co., Chicago: Nick Fucci, American Typewriter 
Co., Englewood, N 5 Jack Macon, Ames Supply Co Atlanta 
Ga.: Clifford Schorer, Local Typewriter Co.. Freeport, N. Y 
Harold Steinke, President of NOMDA; Edward Lasus, Mt 
Vernon, N. Y.; Irving Ritchie, Typewriter Dist: butors, Inc 
Charles F. Krause, Jr., Bannist Stitt, Holloway & Krause 


New York City, and Hazen R. Ames, Ames Supply Co 








1. Standing left to right: J. D. Marvil, vice-president and 


Hazen R. Ames, president of Ames Supply Co.; Mrs 
Charles T. Bills and Frank G. Robinson. Seated: Dorothy R 
Ames 


YMA 


2. Harry Ritchie, president f NYOMDA and E. W 
(right), vice-president Ames Supply C 


»>taats 
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Mrs. Dorothy R. Ames after re- 
ceiving her ‘This Is Your Life’ 


book 
All of tl men in her life” gathe: around Mrs. Ames 
tter the last surprise guest appeared while President Ritchie 
resented her with a gold plaque. Inscribed were the words 
To Dorothy An 
In a t f the more than d 
) have given to the tt ic machine istry 

I Of M Dealers Associat f New York Ma 3 
Wires and letters poured into the Advertising Club from a 


host of old friends who were not able to be present. These 
were read aloud. Indicative of the sentiments of those who had 
written was a message of appreciation in poem form from 


Marge Davis, Barker Typewriter Service, New Haven, Connec- 


cut, as follows 
De M im 
I can't n t Our party 

But I can ser Ou greetings both gratefu earty 
I wish 1 future just crammed tull of f 
For yu ( leserve it for all you have 

To help folks like me, who needed it bad 
Who were nning around, quite desperate 
When YOU ime to my rescue YOU d 
YOU didn't i me resigned to my fate! 
Now w it was: I'd moved my s! 

(I sell typewriters, the cream of the crop) 
I had fj t d papered with wall-pa 
W ith perfectly elegant modern desigt 
But two days before my opening day 

I ran out my hair turned quit 
But I called you, my dear, and what did YO 
You rolled ir Sleeves, without further 

y 1 got me my paper, and up on the truck 
Drove Sinclair (Jim) what heavenly luck 

And, what a ef, my joy was complete 

For I opened time my buyers to meet 

For that I shall always be grateful to yo 

So, thanks, M Ames, and a friendly ad 

The last of the gifts presented to Mrs. Ames was the ‘This 

Is Your Life’ album from whose pages Wallace Fisher had 
narrated the events which were re-created that evening 


For thei help in the preparation of the program words of 
appreciation were extended to Bud Bills, Ames Supply Co.; 
Mike Bak, Underwood Corp.; Dorothy Haitz of the OMDA 
New York office and Dorothy McGuire of Orrice APPLIANCES 

Dorothy R. Ames 


This has been your life 


3. Charles T. Bills, vice-president Ames Supply Co. with his 
daughter, Sally Beth and Mrs. Bill 

4. Hazen R. Ames, president of Ames Supply C 
F. Krause (right), legal counsel of NOMDA 

5. Harold Steinke, president of NOMDA, one of the mystery 
guests, greets Dorothy R. Ames 


and Charles 
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free 


from 


TEXTILEATHER 


for contract 
furniture dealers 

















“# a complete sample kit of 
pe ae vinyl upholstery fabrics 
for business furniture 


bs 
i sd fly j Here, for the first time in one complete, easy-to-use 
: Pol ene / sample kit are all of Textileather’s vinyl! fabrics 
: ia j for business furniture. With this book, office furniture 


dealers can show contract customers the entire selection 
of Tolex vinyl fabrics in weights, colors and patterns, 
proved for style and sales appeal. It also gives complete 
information on how to specify the selected material 
to the furniture manufacturer. Textileather will keep 
all books up-to-date by automatically supplying new 
loose-leaf sample inserts, as new lines are introduced. 





Here’s how to get your Free Sample Kit! 







1. Order on your company letterhead, giving 
name, title and complete address. 


2. State whether you are a dealer, wholesaler, 
dept. store, manufacturer, etc. 





PLASTIC 


» his Tre Generali Tire 
) 
& Rubber Company 


See this complete line at booths 26-37 during the 
NOFA Show, March 28-31, Convention Hall, Phila., Pa. 


3. Mail it directly to Dept. ‘ OA—758 





THE GENERAL TIRE & RUBBER COMPANY 
TEXTILEATHER DIVISION . TOLEDO 3, OHIO 
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Groves Scores 
Timidity About 
Automation's Use 


Predicts four-day work week 


At luncheon inaugurating 


Management and Bu 


siness 


Automation, new publication 


@ UNWARRANTED 


FEAR and 
reaction of some leaders of gove 


timidity” is the 


labor to 


SSary 


unnece 


rnment, industry and 


the advent of automation, Lt. General Leslie R. Groves, U. S. A. 


(Ret.) declared on May 14 at 
East Hotel, Chicago 

There was similar initial res 
the cotton gin to the automobi 


Ambassador 


luncheon in the 


tion, once defamed, is now accepted as a necessity 


General Groves 


look over their shoulders for 

The director of the 
now a vice-president of the R 
Sperry Rand Corporation, enun 
age of “office automation’ to 
and industry assembled for th 
formal announcement of Manag 
first publication to be founded 
field of office automation. It w 
ance in January. 

Linking the atomic age 
with the age of automation 
would bring about the four-day 
it implies the prerequisites that 
quickly shift to faster methods 

“The great argument against 
General that it 


whi 


Groves, “is 


Does anyone doubt that the typ 


- that millions upon millions 


attributed tl 
politicians, business and indust: 


atomic bo 


ponse to many inventions from 
if he added. and that automa 
timidity to “labor leaders 


executives who continually 


spectres that are not there 
b Manhattan project, who is 


eton Rand Division of the 





erated the broad benefits of the 
1 group or lea lers ofr commerce 
heon. The casion was the 
usiness Automation 
itself 


ill make its first public appear 


wholly to the 


h he help d vitally to project 


General Groves predicted that it 


But 
and business will 


or even a three-day, week 
inagement 


of paper work handling 


automation oF any ty pe Said 
will throw people out of work 
writer did the exact opposite 


of today’s typists and secretaries 


are working because of the typist who first braved the cries of 
the timid and put fingers to the typewriter keys 

Although experience and judgment have no adequate substi 
tutes, General Groves said, t iny businessmen still use the 
“rear view mirror’ system of naging. This, he explained 
means “undue reliance upon intuition nch, crystal ball o1 
pust reaching out into space tf son fragment of inspiration 
that will help meet a crisis for which they are not prepared 
fact-wise. Even the smallest busin s are aff 


“Modern 
compete in the speed and ac 
age, will make deci 
curate fact And 
in terms of complete and acc 
executive. Conditions which sh 
agement today indicate that the 
rule of thumb is pretty much 
management that has the 
electronic data processing syst 


management,” he 


have to 
information 


conditions with speed sufficient 


“I only hope that this n 
tentials of office automation s 


the fears generated by the timid 


azine, I am sure, will find 
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sions based on 


benefit 


Management Must Have Facts 


that 


nuclear 


Sal management must 
y demanded in our 
and a 
the only automation 


urate reports available to the 


speedy 


answer is 


yw rapidly in the area of man 


ethod of decision making by 
luded by circumstances. The 
automation represented by 
will be able to meet changing 
to keep on top of the ball 
blication will project the po 
arly that it will wipe away 
The editors of this new mag 
j rprises as they report the 
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General Groves (left), looks over the format of the ney 
business publication, Management and Business Automation 
with Charles W. Gilbert (center), executive publisher, an¢ 
John A. Gilbert, publisher 


achievements in this area. I know that the organization whid 
I represent, pioneer that it is in the field of general purpos 
data processing, is continually being surprised by the many 
and efficient uses that modern management is making of elec 
tronic data processing—or paper work automation if you wish 

You may well believe that we have kept in close toud 
with all installations and we are always impressed by tht 
progressive planning and use to which management has pw 
data processing. 

We have found that one of the significant con 
tributions to management by office automation is executive 
reporting in terms of the future. Electronic data processin 
computers can inform the iron ore mine operator how maf 
tons will be needed for a certain amount of steel for the auto 
mobile industry—for five or ten years ahead. The Census Bu 
reau in Washington uses the data processing system to spee 
up its release of vital statistics to the public as well as to th 
government for its planning and to industry for its marketing 


most 


or production 


Automation Is Not a Substitute 


In these cases and hundreds of others the speed and at 
curacy of the reporting inherent in electronic data processinj 
enables thousands of enterprises to operate close to their tof 
Automation in the office will not substitute fo: 
judgment or experience on the part of management. But | 
will relieve management from burdensome and tedious porinj 
high stacks of statistical reports in order to make de 
cisions. In fact, office autemation frees management more ané 
more for administrative decision making by releasing it from 
thinking of too reference to unim 
portant information. 


efficiency 


over 


the management much 

‘Perhaps the most significant beneft from management auto 
mation in terms of paper work automation is that tomorrow 
decision can be made today. I know that the entry of Mao 
agement Business Automation in the publication fielt 
will provide management with information that can enlightet 
executives as to the merits of all forms of office automation 
I wish this new enterprise great success 

Arnold L. Keller, youthful pioneer in business automation 
named editor of the new publication, it was ao 
nounced by John A. Gilbert, publisher of Management ant 
Business Automation, and its parent, Office Appliances. Mi! 
Keller is a founder and current president of the Chicago chap 
ter, National Machime Accountants Association. He was mao 
machine systems and procedures department @ 
ago Sun Times and The Admiral Corporation. 


and 
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Exclusive new controls shoot Geloso distributors out 
in front in the booming Office Equipment business! 


World’s Only Hi-Fi Business Recorder: Sym- 
phonic quality in the smallest practical dictation 
transcription portable made—7% lbs. of solid 
sound. Push-button simplicity, dual tape speed, 
two-hour recording capacity. Handsome cordovan 
carrying case included, at no extra cost. 
Best-priced Recorder in U.S. 25% less than the 
lowest priced dictating machine presently avail- 
able—yet Geloso gives your dealer’s customers 
fidelity found only in larger, costlier recorders. 


CARRY THE RECORDER & 


Foot-Pedal “Transcription” Control: Stop! Start! 
Backspace! Secretary does it all without her hands 
ever leaving the typewriter. 

Fingertip “‘Dictation-Transcription” Control: Re- 
cord! Playback! Stop! Start! Backspace! Aligns 
with typewriter keyboard. 

Distributors Needed To Handle Sales Leads! Few 
Geloso franchises available. Write, wire or phone 
Myles Spector, American Geloso Electronics, Inc., 
sae Dept. OA7, 312 Seventh Avenue, New York 1, N. Y. 
. LAckawanna 4-9936. 


i LO SQ _ i? 





DEALERS: WRITE FOR NAME OF YOUR NEAREST DISTRIBUTOR 
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Codo Mfg. Corp. 
Branch Managers, 
Sales Personnel 
In Conference 


Codo Manufacturing Corp. called all its branch managers and 
sales personnel to the main offi nd factory at Leetsdale, Pa 
for a three-day sales conference May 15-18 

The men had an opportunity to view the latest improvements 
in manufacturing methods and to see the very newest equip- 
ment which the company has inst 

An intensive session was hel ch day, giving complete in 
formation about all products, plus new techniques in dem 
onstrations and sales promotion 

The Codo men shown in t photograph are: Rear row 
standing; Wilbur W. Lenz, president, Glen Richardson, Al 


Farmer, Clifford Nelson, Roscoe Benge, Frank Gastner, Wil- 
liam Braum, Thomas Charlton, Thomas W. Lenz, vice-president 
and general manager, Paul Speck, Gerald Olsen, Walter Keppel, 
John Zaremba, Robert Stone, Eugene McGowan, James Alex- 
ander, Thomas Tenner. Front row seat Truman Vaughan, 
Francis Brice, Bruce Blackbourn, Joseph Falbo, George Scott, 
Rex McLain, Jr., Carl Jeffreys, and Wilbert Smith. 


Griebel Elected to Kol, Inc., Board 
recently elected 


Stanley L. Griebel was 


to the boar of directors of Kol, Inc., at 
their annual stockholders’ meeting 

Mr. Griebel, well-known traveler in 
the Nortl st Travelers Club area, is 
also presi nt hermo-Fax Sales Corp 
and LaBar, In 





S. L. Griebel 


NOFA Area Conference Hears 
L. R. Addington, C. L. Pettibone 


Some 80 office furniture dealers and manufacturers attended 
the NOFA Northern Ohio Area Conference in Cleveland Maj 
16 and 17, according to Chairman Clark W. Knierman, Ohi 
Desk Co. 

More than 100 were accommodated at the cocktail party and 
banquet Friday evening at the Carter Hotel. 
speakers included two distinguished industg 
figures, L. R. Addington, vice-president and general manager of 
Art Metal Construction Co., and C. L. Pettibone, president af 
B. L. Marble Chair Co. 

The banquet address was given by Judge Earl R. Hooves 


Saturday's 


Court of Common Pleas. His speech was entitled, “O.K. It§ 
The Bunk, or So You Want to Be a Politician’. Earlter Fre 
day, Miss Anne Marin, decorator for John A. Colby & Song 
Chicago, gave the NOFA members some inside informatiog 
on “Selling by Design’. 


Other features of the conference included a panel discussion 
entitled, ‘How to Sell in a Competitive Market,” an “enlighten 
ing’ talk by W. S. Fisher, Jr., office lighting specialist, General 
Electric Co., Nela Park, Ohio; and a training film called “Oper 
ing the Sale 

Among those 


introduced at the closing luncheon were L. E 


Fisher, Wagner-Henzy-Fisher Co., Cleveland, re-elected prest 
dent of the local NOFA chapter; Edwin Eriksen, Eriksen’ 
Toledo, Ohio, named “Mr. Office Furniture Dealer’ at the ré 


cent NOFA Convention in Philadelphia; George Barber, vetet 
Marshall-Smith, Ing 
Nationa 


an office furniture dealer of Cleveland 
and Barry McNulty, assistant exe: 
Office Furniture Association. 


utive director of 


Olivetti Distributors from United States Make Tour of Italy .. . 


Mes 


AN er | 
~~. 


¢ 


Photographed during recent tour of Italy are a number of 
Olivetti Corp. of America, distributors of Olivetti, officials. The 
tour included visits to the Olivetti factories, an audience with 
Pope Pius XII and a day at the Milan International Trade Fair. 
From left: Guido Santi, general manager of North and South 


American allied compani« M Paola Spagliardi, Ivrea 
Guido, Lorenzotti, Olivetti of America; Paolo Rogers, 
Olivetti Rome office; Mrs pagliardi, Ivrea; Mrs. Dino 


Olivetti; L. L. Murray, Washingt D. C.; Dino Olivetti, presi 
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a 


dent, Olivetti Corp. of America; Mrs. L. L. Murray; Edgar Noll 
Philadelphia; Mrs. David T. Colin, Edgar Noll; James D. Zelk 
erbach, U. S. Ambassador to Italy; Philip Olivetti; Stanley & 
Wolff, Olivetti Corp. of America; David T. Colin, Milwaukeg 
Mrs. E. J. Sarther; Mrs. Richard Pickering; E. J. Sarther, New 
Haven, Conn.; Mrs. Elsie Trautman, Olivetti Corp. of America 
Richard Pickering, Atlanta, Ga.; Mr. & Mrs. Leon Weinraub; 
Washington, D. C.; Mrs. Arnold Eriksen, Mrs. Noel Brewing 
ton, Oklahoma City; and Arnold Eriksen, Toledo, Ohio. 
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All from one-source-of-supply...and only from 


can you buy all these products...all on one 


invoice...all on one shipment 2 ia 








BOOKCASES AND 
SUPPLY CABINETS 











ttended 
id May 36” wide outside. Heights of 
, Ohio a> ae Bee oe 
depths of 12” and 18”. All 
rty and units, except 29” and 42”, 
obtainable with open or 
_ closed backs, single or double 
sail of face. 29” and 42” models 
: can be converted to sliding- 
a door cabinets, with glass, 
steel or Borite doors—and the 
looves 78” unit with steel doors. All 
K It' cabinets have sliding shelves 
er Fre adjustable without bolting... 
< Song 3%’ vertical adjustments on 
mation 29” and 42” models—114” on 
78” and 84” models. 
CUSSI109 
‘ ohted WRAP RACKS 
enera — 3 standard units to hold 6, 9, or 12 
Oper coats and hats. 9- and 12-capacity 
- ‘ models available in double face 
L. B Borroughs one- units. “Add-units” may be added. 
ksen'l t ‘ in 3 standard units to accommodate 
ee means extra savings 12, 16 or 20 coats and hats (4 of 
ae and extra profits.” each per foot). Wrap Racks and 
veter Wrap Check Racks obtainable in 
Inc; hanging wall models also. 
ationa 


LIBRARY SHELVING 


3 heights — 42”, 84”, 
90’. Sliding shelves, 
944" deep, adjustable 
without bolting, on %” 
centers. Width of units 
36” outside. Open or 
closed backs. Single or 
double face. Open back 
units have corner brac- 
ing. Outside depth of 
units 934”. 








OPEN SHELF FILING 


SWING-DOOR CABINETS 


3 standard models—supply—combination— 
wardrobe. All units are 36” x 78”—in 18” 
and 24” depths. Safe-like swinging doors 
with single handle control. Shelves adjust- %” centers without bolting— 
able on 1” centers, without tools. Smooth uprights and panels 12’ 
exteriors and interiors. deep. 


Units in 72” and 84” heights 
—12” depth—outside width 
36’’—single or double face— 
9%" shelves adjustable on 





All furniture units in 4 modern -slors—Spring Green, Dark Green, Gray, Fall Tan—in electrostatically baked-on enamel. 





r Noll 

~~ ~ 

«BORROUGHS 

keg MANUFACTURING COMPANY 
erie Oo F K A L A M A Z oO  @) A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 

>wing 3004 NORTH BURDICK ST. amp. KALAMAZOO, MICHIGAN 
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industry News 








General Fireproofing Moves Into 
New Philadelphia Branch 


General Fireproofing Co. has moved its Philadelphia branch 


facilities into a newly construct 43,000 square foot building. 

The new building, providing 27,000 square feet of warehouse 
area as well as office space, was formally dedicated in May. It 
is located at 7320 Old York Road in Chettenham Township, 


Montgomery County 





New Branch . . . located in Philadelphia was recently opened 
by the General Fireproofing Co 


Displays of various types and styles of G-F office furniture 
and equipment, including th mpany’s recently introduced 
Italic executive office line, are a permanent feature in the shin 
ing aluminum and glass building. The installation is complete- 
ly air conditioned, and has ample parking space for both em 
ployees and visitors 

Manager of the new branch is Andrew F. Harris, who fot 


merly was assistant manager ot old G-F branch 


Angus Succeeds Rogers in Command 
Of Chicago Friden Agency 


George L. Rogers, already a successful office equipment man- 
ager in Chicago for more than 10 years, in 1934 agreed to be- 
come the Friden, Inc., agent in Chicago 

This relationship continued 
24 years until May 1 of this year when the agency became a 
branch office and Mr. Rogers stepped up to policy manage- 
ment, thus continuing to be associated with the Chicago 
branch, while John J. Angus assumed the manager's spot. 

Clarke L. Hoagland is continuing as Chicago systems sales 
manager and Henry A. Nadolny succeeds Mr. Angus as Water- 
bury, Conn., manager. 

Mr. Rogers began his career in 1911 with the Wales Adding 
Machine Co. in Fort Wayne, Ind. He advanced rapidly in the 
Wales’ organization and a fifth promotional move brought 
him to the third floor of Chicago’s Old Colony Building, an 
address, location and telephone number he retained when he 
formed his own business in 1929, the same address, location 
and telephone number in use today 

Mr. Angus brings to Chicago an outstanding record which 
includes 100 consecutive months as a Friden Conquistador 


qualifier. 


ininterruptedly for more than 


Seek Missing Machines in Detroit 
The American Voss Corp. store at 18050 James Couzens 


Highway. Detroit, Mich., was entered and robbed of a nun 
ber of machines recently, reports President B. R. Swanger. 

In order to help the owner and police in locating any of 
these machines the following serial numbers are listed 


Carrying cases 


Voss M-10 portable typewrit 
No.’s 141119, 138736, 118079, 118047 and 1441 


Voss M-13 Business-riters (13-inch carriage) without carry 
ing cases—No.’s 143659, 142839, 141327, 123608, and 145359 
Voss electric adding machines all with direct subtraction and 


credit balamce—18E22883, 23E22881 and 23E23641. 
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A. J. Sorenson .. . (left) and Richard J. Fuller (right) of Smead 
Mfg. Co. receive the “Key of Achievement’’ award from 
Robert Stelzer in the office supplies and stationery category af 
the Student Market Clinic. 


Smead, Underwood Honored 
At Student Marketing Institute 


Teaching teachers as well as students the “how to” of every 
thing from clearing up adolescent skin problems to the prob 
lems of the world has won honors for Smead Manufacturing 
Co. and Underwood Corp. in the enormously competitive, muk 
ti-million dollar business of selling the huge student market. 

Student Marketing Institute annual Student Market Clini¢ 
held May 14 at the Hotel Roosevelt, New York City, was thé 
scene of first-place “Key of Achievement’’ award to Smead if 
the stationery and office supplies category and runner-up awafd 


to Underwood. 





Dr. Earl G. Nicks . . . of Underwood Corp. accepts an honor 
able mention award from Robert Stelzer (right) president of 
Student Marketing Institute. 


[hese firms co-operated with dramatic visual material and 
teaching-aid displays which make up their campaigns putting 
stress on exactly how to do and understand subjects of filing 
and typewriting closely allied with Smead and Underwoot 
products and service. 

Among those in attendance were: Jean Kyte, National Blank 
Book Co.: Wallace W. Fisher, OrFice APPLIANCES; Mort Levitt 
and Robert S. Blumberg, Olivetti Corp. of America; R. S. Steifj 
W. A. Sheaffer Pen Co.; K. A. Clark and D, O’Connor, Roya 
McBee Corp.; A. J. Sorenson and Richard J. Fuller, Smeat 
Manufacturing Co., and Dr. Earl G. Nicks, Underwood Corp. 
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Here it is—the most remarkable new typewriter 


line in 50 years, with dealerships available in 
many key cities. What’s it to you? Just this: 
seldom can a dealer get in on the ground floor 
and ride to the top with a fast-selling line that 
offers immediate and extensive national adver- 
tising support. Now you have that rare oppor- 
tunity! Be in at the start of a complete selling 
line! Backed by DeJuR, the fastest growing 





‘an. 


t 
1 


theme aoe 


Be lan, 0, 


EE ee a a De 


ie Ub Zita 


‘ofS adie 


name in office equipment, this new line is wip. 
ning customers with its superior performance 
Sales records and profit margins soar wherever 
it’s introduced. 

We’re giving four brilliant typewriters the 
same power promotion that zoomed DeJUR’S 
Stenoretie from a newcomer to the nation’s 
fastest selling dictating machine in just twe 
years ! Now is the time to get moving. 
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Handsome and practical design is only one of a 
fistful of saleable features to make your take- 
home profit really jump. Matchless West German 
workmanship has created a carriage action that 
results in incredible speed on all models. Precision 
workmanship is also responsible for the light, 
responsive touch and a write so beautiful you will 
be proud to demonstrate it. We’ve also added extra 
sales features like the Memory Switch, Golden 
Rule and ninety-two characters to meet more 





: 
a 
3 


office requirements. (See other important fea- 
, tures on the next page.) 
5 In speed, in touch, in range of performance... 
3 DeJUR-TRIUMPH is expressly designed to surpass 
» all others. Its totally new design and easily re- 
4 movable carriage simplify service problems, too. 
4 For more complex servicing, company operated 
; Service and Training centers are already set up 
j in New York, Chicago and Los Angeles. In fact, 
q design, performance and craftsmanship will 


make DeJUR-TRIUMPH the greatest new profit- © 
line in your business. 





line starting ri 


for immediate 





information on how 


Wil 
oa you can geta 
revel . 
dealership... 
3 the 
JUR' call or wire collect 
ion’: 
. two Sat 
Pome ip gate Vv. 3 
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NAME 


STORE NAME 


ADDRESS 


CITY 


these 


differences 


deliver 





typewriter 


sale 


for you! 


re 











ZONE 








STATE. 





a 


Difference in speed: 


Precision carriage action of all models 
means speed and hairspring accuracy. 
Powerful hysteresis motor on electric 
maintains constant speed, assures uni- 
form torque and almost silent operation. 
Most easily removable carriage ever de- 
signed—makes service incredibly quick 
and simple on all models. Paper injector- 
ejector lever works instantly in one action 
on electric and standard. 


Difference in touch: 


The electric’s hysteresis motor and the 
standard’s unique ball-bearing bell crank 
lighten touch, eliminate finger fatigue. 
Adjustable touch lets typist work up grad- 
ually to greater speed. 

Typewriter floats on wide grip-action 
rubber feet for steady, cushioned action. 


Difference in performance: 


Right from the keyboard —electric and 
standard operate famous Stenorette dic- 
tating machine with just two keys. 


Clear, print-like characters (famous 
Ransmayer type) give letters the look of 
stature and success. 


Non-glare finger-molded keys. 


5 different line spacings with corrective 
half spacing for uniform margins and 
error control. Speed Lever clears all tab- 
ulator stops without moving carriage on 
all models. Memory Switch shuts off elec- 
tric motor automatically 4 minutes after 
you stop typing. No more wasted electric- 
ity! Golden Rule on standard and electric 
guides pencil in drawing straight lines 
both vertical and horizontal. 


© DeJ UR-Amsco Corporation 1958 
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Cushman & Denison 


Marks 75 Years 





R. E. Gooley 


D. L. Parke J» P. Dwyre 


@ SEVENTY-FIVE YEARS ago this fall, a young engineer 
with the Water Department of New York City resigned his 
position to set up shop as a manufacturer of patented oil cans 
a remote, unlikely and very inauspicious beginning for a 
pany which was to become a leading and much respected 
unufacturer of office supplies 

The engineer was Sylvester Percival Denison. And the firm 
is Cushman & Denison Mfg. Co., late of Brooklyn, mid-town 
Manhattan and more recently of the quiet community of Carl 
stadt, N. J.. where a modern plant and sleek new offices hun 
with the confident vitality of a youthful enterprise 

In 1883, the company’s first product was Sylvester Denison’s 
Perfect” Pocket Oiler, which featured a valve mechanism for 
precision lubrication of bicycles, sewing machines, typewriters 
and guns. Priced at just 25c, this initial product met with wide 
acceptance among those given to carrying oil cans in their 
pockets, a common custom of the day 
Denison & Co. was founded, a discerning 
Holbrook Cush- 
man, recognizing exceptional mechanical ability in the young 
Denison in partnership (for just $19!) and so 


Four years aftet 
professor of physics at Columbia University 


inventor joined 


hanged not only the company name, but its destiny as well. 


Introduce Specialty Items 


A younger brother, Joseph Cushman, acquired controlling in 
t } 


terest two years later. During the next decade, while continu 
ing the line of oil cans, Joseph Cushman secured patent rights 
to a number of specialty items which were to establish the 


ompany firmly as a leading supplier of stationery and office 
equipment dealers. Meanwhile, Sylvester Denison 
igarette lighters when cigarettes were barely known, great ai! 
ships when balloons were only a novelty, and many other 


dreamer of 


mechanical devices far beyond his time—died, at the age of 39 

George W. McGill, a man of unquestioned genius at form 
ing wire, at this time had his own company for the manufac 
ture of McGill Clips and other paper fasteners he had devel 
oped. But with somewhat less flair for selling than creating 
brain children, McGill turned the marketing of the clips over 

Cushman & Denison. The trade name of the clips was 
Gen and the little black boxes in which they 
were packed became in time as familiar to the American busi 
ness scene as rell-top desks and green eye-shades. Seven mil 
sold during the first month they were in 


hanged to 


lion Gem clips wet 
troduced in England! 

[he salesman for this lot was the youngest of the Cushman 
brothers, James, who was to become president of the company 
in 1912 

The Cushman & Denison catalog of “Office Devices’’ pub 
lished that year, lists these interesting features of the T Pin 
another invention of George McGill: “Inserted without hurt 
ing the fingers; withdrawn without breaking the nails. No 
erking ef the pinned material over the pin head. No rolling 
out of sight when dropped. In the workroom, an article of con- 
stant and varying utility. In the factory, a useful adjunct to 
many articles of manufacture. In the effice, the King Pin for 
pinning papers. In emergencies, priceless! 

During this same period, Cushman & Denison also bought 
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. The office of Cushman & Denison 
Mfg. Co. in 1905 at New York City. At left is Joseph 
Cushman, then president. His brother James (center) be- 
came president in 1912 and held the position until his 
death in 1952 at the age of 81. Company bookkeeper is 
at far right 


Auld Lang Syne 


out the company of Lewis E. Baltzey whose initials to this day 
are imprinted as the trademark on the unique binder clips he 
developed. LEB clips are, incidentally, the only items now pro- 
duced by Cushman & Denison that date back to the early days 
of the company. 

Activities of the company reached a lull during the early 
1920's. James Cushman, a man of wide-ranging interests, was 
also president of a chain of eight Allerton Hotels he had built 
throughout the country. With his energies thus devoted, some 
13 years passed before he felt the time ripe to revitalize Cush- 
man & Denison 

One of his first moves then was to acquire rights to the Ke- 
master key control system, and soon thereafter he introduced 
the country’s first pocket-size felt-tipped marker, the Cado 
Fountnbrush 

After World War II, it remained for Robert E. Geoley, a 
gifted engineer and present sales manager, to perfect the mark 
er with a valve mechanism to control the flow of ink from the 
barrel into its felt tip. This refined, vastly improved instrument 
(the first of its kind anywhere) was called ‘'Flo-mastetr 

Also developed to final form after the war was the Ke-master 
system. Initially it consisted only of simple coiled-wire racks 
to hold keys attached to fiber tags numbered for identification 
The system was expanded to include a well-nigh infallible con 
trol of keys from wall-mounted cabinets and boards 


Develop Cado-marker 


More recently, an mexpensive felt-tip instrument, Cado-mark- 
er, designed especially for those who have only an occasional 
need for a bold marker, was introduced on the market with 
gratifying results. Outwardly simple, and apparently no trick 
at all to produce, the Cado-marker in its present refined form 
is the result of a staggering amount of research and develop- 
ment over a period of years 

In 1952, James Cushman, president of the company for 40 
years, died at the age of 81. This was just three years after he 
had established a companion company in England, Cushman 
& Denison Co., Ltd., of London. There, Flo-master pens are 
produced for the Eastern Hemisphere; the Carlstadt company 
assumes the Western Hemisphere for all Cado products 

At the death of Mr. Cushman, David L. Parke, nephew of the 
Cushman brothers, succeeded to the presidency of the com 
pany. Under his able leadership, an alert aggressive sales force 
under Mr. Gooley, the nationwide advertising and promotional 
program directed by James P. Dwyre, the company looks con- 
fidently to the future with proud knowledge of a past that 
justly claims, ‘Quality Products for 75 Years 








Raised Platform . . . at store entrance displays modern, lux- 
urious executive office to attract customer attention. 





Conference Room .. . doubles as showroom and for use in 
customer-salesman conferences. Accessory cupboard displays 
many items for the complete office 


Mode! Offices Spark Sales in Remodeled Store 


@ COMPLETE MODEL OFFICES set up in individual rooms 
of varying styles and decorative colors make up the bulk of 
showroom presentations at the newly remodeled W. B. Wood 
Co. in Newark, N. J. 

The addition of a design department, headed by Charles § 
Gelber, was another step taken to assure customers that the 
firm is capable of doing the complete office interior, from cus 
tom-made desks and storage areas through furnishing all the 
necessary accessories. 

The company, under the direction of Willard B. Wood, Jr., 
president, undertook the remodeling program after an extensive 
self-appraisal of its 53 years in business. It was confronted with 
the dilemma of moving out to the suburbs or on the highway 
in keeping with the trend, or remaining at the downtown site 
which it has occupied for 40 years. The decision was to stay 
put, but it was necessary to add modern display fixtures, in 
stall the model offices, and increase 
story building by cutting into the warehouse space and remoy 
ing a mezzanine. 

The customer's first impression is gained when he enters the 
store and sees a luxury line of office furniture on a raised plat 
form. These units are so placed because they are considered out- 
standing by the store, and they are changed only when newer 
styling or products come on the market 

The remainder of the street floor carries out the theme of the 
complete office. There are two working executive offices, one 
done in traditional, the other in contemporary, which serve as 
functional showrooms 

Other effective samples are 
working area where 11 persons are employed. Scattered prestige 
pieces are placed on this floor also, showing modular furniture 
arrangements. 


display space in the six- 


provided in the general office 


Second Floor Showroom 
The second floor has been designed as the impressive show- 
room area, Here a series of five areas are seen along one wall, 
each featuring the contemporary stylings of the lines carried by 
the company. Toward the rear there is a conference room with 
a wall cupboard installed which offers a display of accessory 
items such as ash trays, cigarette lighters, crockery and the like 
There is a coffee maker on this floor which makes it possible 
to serve light refreshments to the prospect while he is inspect- 
ing the different areas. There is also another conference room 
on the floor, also contemporary in style, which is functional 
as a model set-up and as an actual area for a conference be- 
tween the customer and the sales force 
The third floor has two more room units, both traditional 
which are impressive because of wall-to-wall carpeting, rich 
lamps and wall prints. The basement holds displays of the ma- 
jor metal furniture lines 
In evaluating the over-all result of the transformation, Mr 
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Charles Gelber . . . at left, heads the design department at the 
W. B. Wood Co. The store offers a complete design and 
decorating department to customers 





Row of Offices . . . on second floor shows contemporary furni- 
ture in a variety of styles and designs. 


Wood estimated that the improvement, including the design 
department, has been influential in closing a good 50% of the 
volume now enjoyed, business that otherwise might have beet 
lost if these extra features had not been the deciding factor. 
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the franchise that makes more 














The Art Metal dealer never lacks for a supporting volon Albi su 
sale. He sells furniture that speaks for itself in tra of what businessmen want, 
today. ncaa, Theo's cytng ies tan ae 


of.. ‘conaaal adaptability to individual job 
design and integrity in construction. And, with the most OF 
line of fine metal office furniture in the industry, the Art tal . , 

dealer holds a premier position. He can sell the whole offic both os ; 
and general working areas, even including style- ated act ME 2 cig 
furniture. Art Metal Construction Co., Jamestown, ~ Y. a ASR 
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O’Reilly Firm To Have New Home 


O'Reilly Office Supply Co., Inc., is planning to build a new 
office building at 2525 W. Washington Road, Fort Wayne 
Ind., at the western edge of th ity. Construction will be com 
pleted early this fall on a one-story 6x145-foot modern design 
building. 

Standard aluminum sash with plate glass will wall the entire 
display and office areas. Storage area walls will be made of 
seven-foot sandwich plastic-coated panels, topped by a con 
tinuous ribbon of glass windows to make the ceiling height 10 


feet throughout the building 


Inside areas will have 3,253 square feet of sales and display 
space, including three offices of 150 square feet each. There 
will be 2,254 square feet set aside for shelf storage and 2,671 
square feet for bulk storage. The new building will be topped 
by a sign 42 feet long and four feet high, spelling out 
“O'Reilly's” in block letters 


The site will have off-street parking for 28 cars. In the new 
location, O'Reilly's will continue to handle the same brands of 
office equipment and supplies which it now does. The firm 
formerly occupied quarters at 217 E. Wayne St. in downtown 
Fort Wayne but had to move in September of 1957 to make 
room for a new department sto: It currently is occupying 


temporary quarters at 323 E. Washington Blvd. Officers of the 
firm are: E. W. O'Reilly, president; Robert E. O'Reilly and 
J. Thomas O'Reilly, vice-presidents 


Hinchliffe Joins McLennon Pen Co. 
Firm Occupies Enlarged Space 


Jack McLennon, president of the McLennon Pen Co. of Chi 
cago, has announced the appointment of Forrest H. Hinchliffe 
as vice-president of this fast-growing 
seven years Mr. Hinchliffe was Midwest district manager fo1 


the Paper Mate Pen Co. Mr. Hinchliffe holds the unique posi 


tion of being the first vice-president in the history of the M« 
Lennon Pen Co. 


organization. For the past 





F. H. Hinchliffe 





Jack McLennon 


The new appointment is part of an expansion program by 


McLennon, now located in sumptuous modern wholesale and 
retail headquarters at 220 South State St.. where the firm oc 
cupies the entire third floor with three: times the space of the 
previous location. This earns the reputation as ‘the largest and 
most beautiful retail pen shop in the world 


In discussing his new duties, Mr. Hinchliffe said, “I expect 


to be active in all phases of this business but, in particulat 
I'm going to concentrate on putting McLennon in a new busi 
mess ...1 mean the use of McLennon Pens as premiums, ad 


vertising specialties and business gifts 






































More Intensive Selling 
Brings Back Lyon Workers 


Early in March the sales division of Lyon Metal Products 
decided it was going to sell enough volume to return laid-off 
workers to their jobs. 

As a first step, J. M. Olesen, vice-president, called all Lyon 
district sales managers to Aurora. Every manager was given a 


job to do sell more Lyon products and get all “lay-offs” 


back on the payroll. 


ie: Sage 
0. M. Konrath Lyon Metal Products vice-president, with 
J. M. Olesen representing sales, join in welcoming the tem- 


porarily laid-off Aurora, IIl., employees back to their jobs. 


Managers were asked to have every salesman make an extra 
call per day. The salesmen were given new products, new ad- 
vertising, sales promotion and sales programs to help them sell 
more products 

Lyon's regional sales managers went into the field and helped 
get the story over to every salesman 

Proof that Lyon salesmen have accepted the challenge is the 
fact that 145 of 222 workers have been called back to work 
and are now on the job. Lyon salesmen are determined to make 
it 100% just as quickly as possible 


Ray Miller Retires at Wilson Jones 


Ray Miller, assistant treasurer of Wilson Jones Co.’s New 
York office, retired on April 30 after 38 years service. Mr. 
Miller joined the company in 1920 after 
Army service in World War I. Before 
this he was employed by Tower Manu- 
facturing & Novelty Co. one of the 
largest wholesale and retail stationery 
houses in the country at that time. 

At Wilson Jones he moved from the 
order and pick-up department to assist 
ant office manager, then office manager 
He was next named credit manager and 
finally, assistant treasurer. The Miller 
name stays at Wilson Jones, however, be 





cause his son Robert, of Reading, Pa., is salesman in that area. 

Ray was a trustee representing Wilson Jones on the Station- 
ers & Publishers Board of Trade, and was recently voted by 
acclamation an honorary trustee. He is an Elk and a member 
of the American Legion among his other activities 
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IF YOU'RE TIRED OF 
“POUNDING OUT” STENCILS... 


GIVE FILM STENCILS A TRY! 





Sure-Rite Film Stencils take the “pound” out of stencil cutting! 
This is because of the special and exclusive emulsion used to coat 
the Sure-Rite Stencil. With ordinary stencils, a light touch means 
a letter that will barely reproduce. A heavy stroke means a letter 
that is blotchy or blurred, or even a chop out. With Sure-Rite 
Stencils you notice very little difference in the reproduction of 
light or heavy strokes—both reproduce clear and sharp, no chop 
outs. Sure-Rite Stencils take the “pound” out of stencil cutting 
by permitting you to use your regular touch—light, medium or 
heavy. If your customers want clean, sharp stencil reproduction, 
without pounding, have them try a Sure-Rite Film Stencil the 
next time they’re cutting stencils. 


/ the only film stencil 
| with the patented 
7" red dot seal tab! 







DEALERS: There are still a few choice dealerships available. 
Write today for full information. 
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Manufacturing Company 
2714 WALNUT STREET ° DENVER, COLORADO 


IN THE MIDWEST CALL YOUR PANAMA BEAVER MAN —ALWAYS A LIVE WIRE. 
IN THE EAST CALL TRUE-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N. Y. 
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O’Reilly Firm To Have New Home 


O'Reilly Office Supply Co., Inc., is planning to build a new 
office building at 2525 W. Washington Road, Fort Wayne 
Ind., at the western edge of the city. Construction will be com 


pleted early this fall on a one-story 6x145-foot modern design 
building. 

Standard aluminum sash with plate glass will wall the entire 
display and office areas. Storage valls will be made of 
seven-foot sandwich plastic-coated panels, topped by a con 
tinuous ribbon of glass windows to mak eiling height 10 


feet throughout the building 


Inside areas will have 3,253 square feet of sales and display 


space, including three offices of 150 square feet each. There 
will be 2,254 square feet set aside for shelf storage and 2,671 
square feet for bulk storage. The n building will be topped 


feet high, spelling out 


by a sign 42 feet long and four 
“O'Reilly's” in block letters. 

The site will have off-street parking for 28 cars. In the new 
location, O'Reilly's will continue to handle the same brands of 
office equipment and supplies which it now does. The firm 
formerly occupied quarters at 217 E. Wayne St. in downtown 
Fort Wayne but had to move in September of 1957 to make 
department store. It currently is occupying 
Washington Blvd 
Robert E. 


room for a new 
temporary quarters at 323 E 
firm are: E. W. O'Reilly, president 
J. Thomas O'Reilly, vice-presidents 


Ofticers of the 
O'Reilly and 


Hinchliffe Joins McLennon Pen Co. 
Firm Occupies Enlarged Space 


Jack McLennon, president of the McLennon Pen Co. of Chi 
cago, has announced the appointment of Forrest H. Hinchliffe 
as vice-president of this fast-growing organization. For the past 
seven years Mr. Hinchliffe was Midwest district manager fot 
the Paper Mate Pen Co. Mr. Hinchliffe holds the unique posi 
tion of being the first vice-president in the history of the M« 


Lennon Pen Ca. 





Jack McLennon F. H. Hinchliffe 


The new appointment is part of an expansion program by 
McLennon, now located in sumptuous modern wholesale and 
retail headquarters at 220 South State St., where the firm o«¢ 
cupies the entire third floor with three times the space of the 


previous location. This earns the reputation as ‘the largest and 
ld 


most beautiful retail pen shop in th rid 


In discussing his new duties, Mr. Hinchliffe said, “I expect 


to be active in all phases of this business but, in particular 
I'm going to concentrate on putting McLennon in a new busi 
ness .. . 1 mean the use of McLennon Pens as premiums, ad- 


vertising specialties and business gifts 









































More Intensive Selling 
Brings Back Lyon Workers 


Early in March the sales division of Lyon Metal Products 
decided it was going to sell enough volume to return laid-off 
workers to their jobs. 

As a first step z 


M. Olesen, vice president called all Lyon 


district sales managers to Aurora. Every manager was given a 
job to do 


back on the payroll 


sell more Lyon products and get all “‘lay-offs” 





0. M. Konrath Lyon Metal Products vice-president, with 
J. M. Olesen representing sales, join in welcoming the tem- 
porarily laid-off Aurora, IIl., employees back to their jobs. 


Managers were asked to have every salesman make an extra 
call per day. The salesmen were given new products, new ad- 
vertising, sales promotion and sales programs to help them sell 
more products 

Lyon's regional sales managers went into the field and helped 
get the story over to every salesman. 

Proof that Lyon salesmen have accepted the challenge is the 
fact that 145 of 222 workers have been called back to work 
and are now on the job. Lyon salesmen are determined to make 


it 100% just as quickly as possible. 


Ray Miller Retires at Wilson Jones 


Ray Miller, assistant treasurer of Wilson Jones Co.'s New 
York office, retired on April 30 after 38 years service. Mr. 
Miller joined the company in 1920 after 
Army service in World War I. Before 
this he was employed by Tower Manu- 
facturing & Novelty Co. one of the 
retail 
houses in the country at that time. 

At Wilson Jones he moved from the 
order and pick-up department to assist- 
then office manager 


largest wholesale and stationery 


ant office managet 
He was next named credit manager and, 
finally, treasurer. The Miller 
name stays at Wilson Jones, however, be- Ray Miller 
cause his son Robert, of Reading, Pa., is salesman in that area. 
Ray was a trustee representing Wilson Jones on the Station- 
ers & Publishers Board of Trade, and was recently voted by 
acclamation an honorary trustee. He is an Elk and a member 
of the American Legion among his other activities 
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, IP YOU'RE TIRED OF 
5 “POUNDING OUT’ STENCILS... 


GIVE FILM STENCILS A TRY! 





with 


is - <a , . . 
/ the only film stencil 

ae | with the patented 

a is red dot seal tab! 


Sure-Rite Film Stencils take the “pound” out of stencil cutting! 
This is because of the special and exclusive emulsion used to coat 
the Sure-Rite Stencil. With ordinary stencils, a light touch means 
a letter that will barely reproduce. A heavy stroke means a letter 
that is blotchy or blurred, or even a chop out. With Sure-Rite 
Stencils you notice very little difference in the reproduction of 
light or heavy strokes—both reproduce clear and sharp, no chop 
outs. Sure-Rite Stencils take the “pound” out of stencil cutting 
by permitting you to use your regular touch—light, medium or 
heavy. If your customers want clean, sharp stencil reproduction, 
without pounding, have them try a Sure-Rite Film Stencil the 
next time they’re cutting stencils. 





DEALERS: There are still a few choice dealerships available. 
Write today for full information. 





‘American Stencil 


Manufacturing Company 
2714 WALNUT STREET ° DENVER, COLORADO 


IN THE MIDWEST CALL YOUR PANAMA BEAVER MAN —- ALWAYS A LIVE WIRE. 
IN THE EAST CALL TRUE-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N. Y. 
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IN CHICAGO 





Krilloffice, Inc. 
Moves to New 


Showrooms 


Showroom Areo . 





Visitors . . . left to right, Ned Rosen, Amberg File & Index Co 
and Bud Amberg, president, Amberg, were shown around the 
new store by Marshall Silverman, vice-president, and Lou 
Kriloff, president of Krilloffice, Inc 


Many Guests . . . including manufac 
turers and their representative were 
present for the special grand ening 
festivities. Continuous refreshments were 
served and all who attended were in 
vited to tour the new quarters at 307 W 
Monroe. 


90 





. for office furniture exemplifies the modern approach 
which is sparking Krilloffice, Inc. in Chicago. A new desk-lease plan is one 
of the many programs featured by the company. 


@ NEW AND ENLARGED $sales and showrooms greeted 
guests who attended the recent grand opening of Krilloffice 
Inc. at 307 W. Monroe St. in Chicago. The firm was formerly 
located at 325 W. Monroe 

The new quarters offer 20,000 square feet of space with two 
floors available. Office furniture, supplies, equipment and 
printing are all part of the general operation 

Officers of the firm, L. I. Kriloff, president, and Marshall 
Silverman, vice-president, have indicated that the move will 
help tO expand their new desk-lease plan At the same time a 
new and very efficient method of filling orders in the office 
supply department has been inaugurate 

The grand opening celebration was preceded by a press con- 
ference for local newspapers and the trade press. The main day 
was highlighted by an afternoon of entertainment, refreshments 
and tours 
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look backward 


Extra pages include yearly calen- 
dars for each of past five years. 


look at the date 


It's so easy with a Success calendar. 
Ne. 17 shown above. 


look forward 


in Extra pages include yearly 
calendars for next five years. 


lay 





EXTRA PAGES... with the 
Il-year calendar feature 


See how easy it is to look up any date over a full 11-year period— 
a new, exclusive feature that puts a new look in your sales, too. When 
it comes to desk calendars, there’s more to sell, more profit with 
SUCCESS. Get all the facts. Write today for new SUCCESS catalog. 





MODERN PACKAGING A. 
@ Packed in protective box. COLUMBIAN Jel \NORKS, INC. 


@ No danger of breakage in shipment. 2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 


® Easy to handle and stock. 
® Each refill banded or string-tied in box. of SUCCESS... think of 


CALENDARS 


when you think 


® Complete description and picture on each box. 









when yow think 
of CALENDARS...think of 
SUCCESS 


® Designed for better display and self-service. 






®@ Handy pocket calendar with each refill. 






| 
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Their First Time . through the doors 
of their company’s new world headquar- 
ters building in Oakland, Calif., is re 
corded by these regional sales execu 
tives of Marchant Calculators, Inc. Trav- 
eling to Oakland for a marketing con 
ference, these men made their first order 
of business a tour through Marchant’s 
new administrative and factory building 
which is nearing completion. Wesley E 
Jenkins (right), vice-president and gen 
eral sales manager, and Walter Kasse- 
bohm (at left of door), executive vice 
president and general manager, acted 
as company hosts 


Story-Wright Firm 
Located in New Home 


Story-Wright Printing & Office Supply Co., In s now 
located in its new home at 218 S. Second ; 

The first store was first established at 116 I 
Johnny Wright and Earl Story in February, 194 

Tommie Massingill assumed ownership of the firm on No 
vember 1, 1951, and built the business up her 
larger space was needed. 


Lufkin St by 





Stationery Department . . . at Story-Wright new store in 
Lufkin, Tex. 


The building has a 55-foot front of solid glass with planter 
boxes at the entrance. The interior is finished in desert sand 
and mist green colors, completely air-conditioned 

The firm has two outside salesmen, eleven employees and 


David Rice is store manager 

A. B. Dick, Shaw-Walker, Master Craft. National Blank 
Book, F. W. Webster, Leopold, Imperial Desk, Swingline 
Products. B. L. Marble and Gunlocke lines are among thos 
featured by Story-Wright 


Abel Stationers Participate in Texas 
Univesrity Anniversary Program 


Abel Stationers, contract furnishings division, Austin Tex 
participated in the 75th anniversary celebration of the Univer 
sity of Texas recently by announcing that the company has 
furnished 16 buildings for the University during the past 
few years. 
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Wesco Line Representatives Named 


Western Manufacturing Co., designers and builders of steel 
office equipment, recently announced the addition of Wm 
Johnson & Associates as sales representative for the Wesco line 
in Illinois and Wisconsin. 





William Johnson Harry Muradian 


Harry Muradian joined the Johnson organization last Octo- 
ber and will assist in covering office equipment dealers in the 
territory. 

By taking on the Wesco line, William Johnson expects to 
more fully round out his product representation to the deale: 
trade in his area, where he has been active for the past 15 
years. His offices are located at 5852 N. Oriole St., Chicago 31 


Robert John Co. Representatives 
To Conduct Office Planning Sessions 


Office planning services will be emphasized by the Robert 
John Co.'s new regional sales representatives, announced A. 
Albert Straff, president of the Philadelphia firm 

Specializing in high style modular design, Robert John fur 
niture makes possible office planning by any dealer with a 
flair for the unusual 

The new regional sales representatives have extensive back 
grounds ia office furniture sales and service. They will conduct 
meetings with dealer staffs to demonstrate the ease with which 
more than 12,000 arrangements can be ordered from the Robert 
John Co. catalog 

Initial appointments to Robert John's national sales organ- 
ization are 

Edward J. Polatsek 
aware, Maryland and Washington, D. C., Ohio. Headquarters 
156 Hawthorne Ave., Haddonfield, N. J 

Albert Goldblatt Associates—Texas, Oklahoma and Arkansas 
Headquarters: Dallas, Texas, at 11033 Westmore Circle 

Arch Halsall—Louisiana, Mississippi and Alabama. Head 
quarters: 4014 S. Dergigny, New Orleans, La 

M. Denny Gains—Tennessee, Kentucky 
including Indianapolis, and Cincinnati, Ohio 
1011 Stonewall Dr., Nashville 4, Tenn. 

Joseph Sherry—Florida, Georgia, §. Carolina, N. Carolina 
and Virginia. Headquarters: P. O. Box 651, S. Miami, Fla 

Murray Scherr, 1128 Bay Park Place, Far Rockaway, N. Y 
ontinues as Robert John Co.'s representative in Metropolitan 
New York and New Jersey 


Pennsylvania, South New Jersey, Del 


Southern Indiana 
Headquarters 
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President 


of 


Swingline, Inc. 


shows you how to be a B.2 SHC 


*Want to be “Back 2 School Headquarters” in your 
neighborhood? It’s easy...just become part of SwiInGc- 
LINE’S exciting, sales-winning, FREE Back-To-School 
Promotion! 

Here’s all you do: be sure you are fully stocked with 
SWINGLINE “Tot” and “Cub” staplers—and ready to 
“cash-in” on the increased sales this national promotion 
will bring. 

lhen, just write to SWINGLINE to make your back-to- 
school selling season sales-positive—and all these promo- 
tional tools will be yours—absolutely FREE! 


In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Ontario 
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SS INC., LONG ISLAND CITY 1, NEW YORK 


SWINGLINE HOLDS THE MOST IMPORTANT JOBS IN AMERICA! 


Here’s what you get: 

e provocative newspaper mat ads! 

e handsome, eye-appealing window streamers, sell- 
ing books, crayons, pencils and Tot 50’s! 

e sales-promoting store pennants, selling pens, 
paper, binders and Tot 50’s! 

e easel-backed, attractive counter display! 

And... 

SWINGLINE backs you up with high-exposure na- 

tional advertising in Scholastic Magazine, Boys’ 

Life, American Girl, College Newspapers, and a 

host of top-circulation publications! 


Write today for complete details. 
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How INVINCIBLE’S 
beauty-protected desk tops 


protect your profits and service costs 


























Invincible beauty complements a 
multitude of features for extra strength, 
efficiency and salability. For example, 
exclusive stainless steel binding is an- 
chored to desk top edge for lasting pro- 
tection against chipping, crac king 
warping and dirt-in-under. Eliminates 
repairs, servicing, or costly replacé 
ments. This square edge binding also 


Invincible 
guards 
retailer 
profits — 
sells only 
to franchised 
Invincible 
dealers 


COMPANY, MANITOWOC, “WISCONSIN. 
Davey Compony, Ltd., Factory Representative, 
1162 Caledonia Road, Toronto 10, Conade. 





helps make possible perfect-fit align- 
ment of Invincible modular groupings. 

Square-edge tops available with finest 
Textolite or linoleum coverings 
molded edge tops (upper right), with 
finest linoleum,. Both types are inter- 
changeable to permit maximum ‘“cus- 
tom” selection from a minimum space- 
saving inventory of basic desks. 








Graceful molded-edge tops, 
too, have stainless steel bindings 
(plus corner caps) to prevent scuff- 
ing, warping, etc. Handsome lino- 
leum coverings overlap generously 
for firm agchoring under bindings. 








Top rigidity doubly assured 
by W reinforcements (above) exclu- 


sive with Invincible desk tops. And 
any shock to top is transmitted 
harmlessly to floor by pedestal 


framing structure in desk chassis. 






















Be the Invincible Man with the 
office plan — as featured in In- 
vincible’s smashing full-color ad 
campaign in the magazines your 
prospects read. Write Dept.G-7 for 
Office Planning Kits now! 
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Window Stimulates 
Sale of Portables 





Demonstration . . . tables and an in-store display aided in the 
general promotion of portables. Here Ann Cash, secretary, 
and Jacquelyn Gilan, bookkeeper, show how customers could 
try a variety of machines with ease. 


A window display coupled with an in-store display helped 
to boost otherwise seasonal lagging sales in portables for Mac- 
Taggart-Hoffman Co. in Port Huron, Mich. recently 

John P. Hoffman reported that his firm had not moved too 
many portables during the spring, so a concentrated effort was 
planned which would feature the window, the in-store dem- 
onstrations, and radio and newspaper advertising 

As a result of the campaign effort, the store sold more port- 
ables than during any other comparable period. One of the ad- 


vantages of timing was the fact that Royal portable typewriters 
went off the Free Trade pricing and this gave a price appeal to 
the whole promotion 

[The window was so effective the first week it remained a 
second week with some changes, a change in procedure for the 
firm which always has a different window each week. Four 
spotlights were purchased to focus attention on the typewriters 


lay and night during the promotion 

The inclusion of the tam hat in the window, as an added gim 
mick, brought much attention to the display. People asked if it 
were for sale, what clan it represented, and many other ques- 





Excellent Response . . . to this portable typewriter display was 
reported by MacTaggart-Hoffman Co. in Port Huron, Mich. 
The tam hat in the center intrigued many prospects and led 
to eventual sales 
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CONSUMER DEMAND 
with a NEW 


EXCITING PRODUCT WITH 


OVER 101 USES! 


Introducing 
® 
LUGE 


‘“‘CLEER-ADHEER”’ 
QP mMYLAR® "ONS 
LAMINATE SHEETS 


“DO-IT-YOURSELF” 


FOR HOME, OFFICE, SCHOOL 
AND PERSONAL APPLICATION 


“CLEER-ADHEER” is a crystal clear transparent, super-strong 
DuPont Mylar Sheet with an adhesive side that forms a clear, 
permanent bond when applied. It is waterproof, scratch 
resistant and flexible. No special tools or skill required! 
Permanently protect documents, cards, office and personal 
records. EASILY, QUICKLY APPLIED BY ANYONE IN 3 EASY 
STEPS — 1. CUT OUT! 2. PRESS ON! 3. TRIM! 


CHICAGO DESK PAD CO., INC. 


4640 North Oketo Ave. ° Chicago 31, Illinois 





peer poo emer ei: 


CHICAGO DESK PAD CO., Inc. 

4640 N. Oketo Ave., Chicago 31, Ill. 

Gentlemen: PLEASE RUSH .. . 

—__Free Sample of “Cleer-Adheer” Laminated Sheet! 
Catalog on other MYLAR Products! 


NAME 





ADDRESS. 





CITY. ZONE STATE 
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Alaska Dealer 
Operates Modern 
Supply Store 


@ THE NEW SNYDER BUILDING on Fifth Avenue in 
downtown Anchorage, Alaska, now houses Snyder Office Sup- 
ply, the downtown order office of Sears, Roebuck & Co., and 
another commercial operation. 

The building is owned by Fred Snyder, an ardent booster of 
Alaska and the city of Anchorage. He first went to Alaska in 
1942 and was there until 1945. He returned to the States for a 
year, operating a business in southern California, and then 
went back to Anchorage where he has been in business for the 
past 12 years. 

The new store offers a display area 25 feet wide and 80 feet 
deep where machines, supplies and furniture are shown. The 
color scheme in the store is yellow, gray, and white with a 
checkered tile floor, acoustical tile in eggshell on the ceiling, 
and one wall covered with gray perforated wallboard. The 
other wa!l has been painted a light green-yellow 

The display units are black and white in the new Zolotone 
color which is black with a sprinkling of white. The entire 
front area is windowed, showing the full interior display at all 
times. 


Holds Many Franchises 


Mr. Snyder holds exclusive franchises in the Anchorage terri- 
tory for the distribution of Marchant calculators and adding 
machines, Olympia standard and portable typewriters, Victor 
adding machines, General Fireproofing furniture, Steelcasé 
furniture, Charles R. Hadley Co. systems and accounting forms 
Ditto systems and machines, K & E engineering supplies and 
instruments, and the Edison Voicewriters. He also carries 
Trowbridge Desk Co. products and Meilink safes 

At the present time the new Snyder Office Supply Co. has 
eight employees. These include Don Smith, manager; Larry 
Snow, outside salesman; Milt Kutil, specialist in typewriters 
and engineering supplies; Don Honey, specialist in Marchant 
sales and service; Arlin Johnston, service manager; Gene John 
ston, Outside service manager; Gladys Kutil, bookkeeper; and 
Sylvia Screeton, clerk. 

Mrs. Marjorie Snyder has long helped her husband in the 
operation and management of the supply store. Previous to 
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Two Views . . . of the interior of Snyder Of- 
fice Supply in Anchorage, Alaska, show the 
arrangement of wall and floor space which has 
been utilized to complete advantage. Picture to 
the left shows the gifts, accessories and sup- 
plies. The picture below shows the furniture 
and machines on the opposite wall. 












Exterior . . . reveals a full expanse of glass which offers a full 
view of the interior at all times. A large sign designates the 
store in its new location. Other businesses, including the down- 
tov'n order office of Sears, Roebuck & Co. are also located in 
the Snyder Buliding, erected by Mr. Snyder 


that she owned and operated a dress shop in Anchorage for two 
years, but she has been inaétive in the business world since the 
arrival of their two children. Mrs. Snyder is an accomplished 
musician, holding the post of organist in their church, and was 
previously a writer with the scenario department of Metro- 
Goldwyn Mayer. She has had several articles published in the 
Guide to Alaska 
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JOIN THE DEALERS IN THE 


slink, 


who are making up to WY PROFIT « 


WITH THE 7 APSCO 
PRE-TESTED SALES STIMULATOR 
PACKAGE DEALS 


Winne 


DEAL #447 
45% 


bay 
HERE’S HOW 


the ‘Arithmetic’? Works 


TO SHOW YOU AN EXTRA $90.00 
PROFIT ON A MINIMUM 
$150.00 INVESTMENT! !!! 
You make 3 separate investments at 40% 
profit of $50.00 each... for only the fast- 


est-selling items that will turn at least 4 
times during the year. FOR EXAMPLE... 


Ist Investment of 

$50.00 x 40% —$20.00 x 4 turns—$80.00 
2nd Investment of 
$50.00 x 40% —$20.00 x 4 turns—$80.00 
3rd Investment of 
$50.00 x 40% $20.00 x 4 turns—$80.00 
...0rF a total of $240.00 profit! 

INSTEAD OF $150.00 all at one time in a 
larger selection of items to get the 
maximum 50% profit. And, suppose you 
succeed in completely turning it 2 


times during the year, you would realize 
$150.00 Profit 


($150.00 x 50% —$75.00 x 2 turns—$150.00) 
SEE THE DIFFERENCE!!! 
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APSCO PRODUCTS, INC. 























DEAL #241 
40% 


2 e) 


"ye 4l% 


Every day an increasing number of profit-minded dealers are placing 
orders with their wholesaler for one or more of the new Apsco Revolu- 
tionary Sales Stimulator Package Deals. 


AND FOR GOOD REASON TOO, BECAUSE ONLY WITH APSCO SALES 
STIMULATOR PACKAGE DEALS CAN YOU GET... 


* Maximum Profit with a minimum investment (see the “arithmetic” 
in the box on the left). 


* 7 Pre-tested basic inventory assortments to suit your specific sales 
requirements. 

* Immediate availability right in your own area of all the other items 
in the Apsco line so you never lose a sale—are never out of stock, 
never have to over-buy. 

* FREE GOODS INCLUDED IN EVERY SALES STIMULATOR 
PACKAGE DEAL. 


YES, MR. DEALER, any way you look at it, the combination of the pre- 
tested and proven Apsco Sales Stimulator Package Deals, the quality 
and scope (9 Staplers, 8 Pencil Sharpeners and 2 Punches) of the 
Apsco line, the unequalled merchandise warranty, the constant de- 
mand and acceptance created by our continuous advertising, PLUS 
THE FREE GOODS makes this a sure bet too good to pass up. 


Ask Your Wholesaler or Write Direct 


LOS ANGELES, CALIF. 
ROCKFORD, ILLINOIS 
TORONTO, CANADA 
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declared Roy Holt of 
Duluth’s A. & E. Supply Co., ‘we tried to tell the world that: 
‘In Any Age Pencils Do More Jobs Better.’’ This window dis- 
play won first prize in the Lead Pencil Manufacturers Asso- 
ciation national dealer display contest 


“With ‘Sputniks’ and ‘Rockets,’ ‘ 


Pencil Week Ups Sales; 


Announce Prize Winners 


An average 10% increase in pencil sales was achieved 
despite the recession — by 49% of all retail dealers who re 
ported their participation in the recently concluded Pencil 
Week promotion sponsored by the Lead Pencil Manufacturers 
Association, according to results of a survey just released by 
Clyde T. Nissen, association executive vice-president 

Asked if they would like to see Pencil Week promoted again 
next year, 90% of the dealers who responded to the follow-up 
questionnaire —_the list included approximately 1,000 station- 
ers, college book stores, blueprinters, chain and variety stores 
— voted for a continuation of the program 

The seven major prize winners in the display contest were 

First Prize: A. & E. Supply Co., Duluth, Minn. 

Second Prize: University Co-Op, Madison, Wis. 

Third Prize: Kistler’s, Denver, Colo 

Fourth Prize: H. W. Clopp Office Equipment & Supplies, 
Trenton, N. J. 

Fifth Prize: Zillmer’s Office Supplies, Waukesha, Wis 

Sixth Prize: Stationers Corp., Los Angeles, Calif 

Seventh Prize: Adams Book Store, Rochester, Minn 


Color Television to Winner 

First prize consisted of a 21” console model RCA color tele 
vision set. Second prize was a portable 17” RCA television set 
Third and fourth prizes were RCA transistor radio receivers 
and fifth through seventh prizes were RCA clock radios 

Individuals to whom the prizes were awarded were: Roy 
Holt, of A. & E. Supply Co.; C. A. Wipson, University Co-Op 
Jerri Siwek, Kistler's; Harold W. Clopp, of H. W. Clopp Office 
Equipment & Supplies; H. F. Zillmer, Zillmer’s Office Sup 
plies; Hans Andres, Stationers Corp., and Mrs. Ruth M. Larson, 
Adams Book Store. 

For unusually creative and imaginatiy 
judges awarded honorable mentions to: H. L. Green Co., Store 
204, Lexington, Ky.; Ankeney Co., In Cumberland, Md 
Blied’s, Madison, Wis.; Clark Peeper Co., St. Louis, Mo 


lisplay entries, the 


Georgia: Tech College Inn, Atlanta, Ga.; University Center 
Bookstore, Miami University, Oxford, O.; Lincoln Reproduc 
tions, Inc., Fort Wayne, Ind.; Lamp Bros. Inc., Philadelphia 


College Bookstore 
Plainfield 


Pa.; Lucas Bros. Inc., Baltimore, Md 
Winston-Salem, N. C., and Howard W. Boise, Inc 


N. J. 

Most dealers reported maintaining their window and in-store 
displays for periods up to 30 days instead of just for the week 
of the promotion. 

Comments by many retailers on the results of their displays 
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fei — 
Roy Holt’s . in-store displays for A. & E. Supply Co. Duluth, 
Minn., helped to snatch first prize from strong competition 
during Pencil Week 


indicated their pleasure at the public’s cordial reception of the 
promotion. Typical of such comment is that of H. F. Zillmer, 
who sent in his entry with this comment: 

“It would appear that we have all been taking our old friend 
the pencil for granted. This was the first time im more than 
30 years that we have had a window display of nothing but 
pencils. It was rather surprising to.many of our sales people 
to have so may persons come in the store and ask for specific 
pencils that were displayed in the window, or to ask about a 
pencil that might be used for a special purpose. As a matter 
of fact we sold two orders of advertising pencils from the 


display when it was in the window.” 


Announce Annual Brand Names 
Competition for 1959 Awards 


The eleventh annual “Brand Name Retailer-of-the-Year’ com- 
petition, sponsored by Brand Names Foundation, and covering 
26 retail classifications, was officially announced today by 
Henry E. Abt, president of the foundation 

Office equipment and stationery dealers with a year-round 
progtam advertising, promotion and sales training for manufac- 
turers’ advertised brand names were invited to compete for one 
of the most coveted awards in the retail world 

In his announcement, Mr. Abt stressed that interested, quali- 
fied dealers should enter early. ‘The Foundation,”’ he explained, 
“sends a continuing flow of helpful and informative sugges- 
tions to competition entries, to help them make the most of 
the advantages in brand selling. By entering early, the dealer 
gains maximum advantage from this program, both from the 
standpoint of the competition and business profits 

Stores may make known their candidacy by filling out a 
simple entry form. There is no entry fee, and the dealer is not 
initially required to submit samples. Late this year, each store 
will be requested to send in a “formal report on its 1958 brand 
advertising and promotion. These reports will form the basis 
for the selection of “‘finalists’’ who then make up full presen- 
tations, including samples such as tear sheets of brand ads, 
radio and TV scripts, photographs of window and in-store dis- 
plays, sales training bulletins and other evidence of their brand 
name activities in 1958 


Judging of the competition is by a panel composed of the 
first-place winners in each category of the prior year’s competi- 
tion. The 1957 winner in the office equipment & stationery 
stores category, Doug Russen, general manager, Zac Smith 
Stationery Co., Birmingham, Ala., will serve as a judge for 


the new competition 

The sales organizations of the foundation's member-manu 
facturers, as well as advertising media members, are the princi- 
pal representatives in distributing entry cards for the competi- 
tion, Mr. Abt stated. In addition, any store wishing to enter 
may write directly to Fred B. Newell, Jr., Director of Retail 
Relations, Brand Names Foundation, Inc., 437 Fifth Avenue, 
New York City 1¢ 

The awards will be presented at the annual awards banquet, 
to be held at the Waldorf-Astoria, April 15, 1959. 
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Holds 1 to 3 Years Supply of Checks 
Accommodates All Sizes of Checks 
Made of Sturdy Binder’s Board 
Permanently Positioned Guides 
Heavy Luggage Latch, Metal Hinges 


Display a 4 color assortment of the new Amfile Check 
Case and watch the sales roll in! Every customer will 
recognize the need for this low cost systematic case for 
canceled checks ! Provides a permanent, compact file for 
canceled checks. The overall size is 3%” high by 9%” 
wide by 9%” deep. The 4 attractive colors blend with any 


interior color scheme ! 
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A MUST for Every Home and Business 






$2.05 


HEAVY GOLD GUMMED LABELS 
FOR VERSATILITY — FLEXIBILITY 


Each case includes 
a set of one year, 
two year and three 
year gold gummed 
labels for outside of 
case so user can 
quickly locate the 
exact set of canceled 


|| checks desired — and 


a set of alphabetical 


*| | labels for those who 


prefer to file their 


wee)ichecks by name. 












Packed 12 to Carton in Assorted Colors. Order Today ! 


‘““COLORFUL”’ DISPLAY CARD AND OTHER SALES HELPS AVAILABLE. 


AMBERG FILE & INDEX COMPANY KANKAKEE, ILLINOIS 
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Nathans Form Ives Distributors 


Seymour Nathan, president, and Ives B. Nathan, secretary of 
Charles S. Nathan, Inc., office equipment retailer in New York 
City, announce the formation as of May 1 of Ives Distributors 

The new firm serves as whelesaler of office equipment with a 
warehouse and office at 601 W. 26th St.. New York City. Rep 
resentation will be given to Adelphia Steel Equipment Co., Inc 
of Philadelphia, manufacturers of steel filing cabinets and stor- 
age units; Cramer Posture Chair Co., Inc., of Kansas City, man 
ufacturers of metal chairs, and the Shelbyville Desk Co., of 
Shelbyville, Ind., wood furniture manufacturers 





Seymour Nathan Ives B. Nathan 


Territory encompasses the Metropolitan New York and New 
Jersey area. 

In addition to representing the three factories, Ives Dis 
tributors will operate a warehouse for all products of the 
firms and expects to establish a mid-town Manhattan showroon 
for the exclusive use of franchised dealers 

The Shelbyville Desk Co. has recently appointed Seymour 
L. Nathan its president and he will work out of New York 
City in co-operation with Russell Morris and Bob Karmire, 
general managers of Shelbyville in Indiana 


Amplex Expands Plant Facilities 


Amplex Corp., manufacturer of fluorescent, incandescent 
special-purpose and photoflash lamps and lighting fixtures, has 
moved to its new, modern one-story building on Glen Cove 
Road, Carle Place, Long Island. 

A. M. Parker, President of Amplex, explained that this move 
was necessitated by the increasing demand for all Amplex 
products, and the immediate and widespread acceptance of their 





recently introduced Trombolite lighting fixture, which con 
bines the qualities of incandescent and fluorescent illumination 
in a single multi-position unit. 

The tastefully appointed executive offices, also housed in the 
new building, overlook a beautifully landscaped area. Air-con- 
ditioning has been provided to increase efficiency Enclosed 
truck loading platforms and adjacent railroad siding will ex 


pedite shipping. 


Stationers 12:30 Club Honors Sills 


The Stationers 12:30 Club of New York in meeting on April 
28 at Rosoff’s Restaurant presented Harry Sills, Commercial 
Stationery Go., New York City, with a watch in recognition 
of his services the past two years on the board of governors 
Members were asked to send in their entries for the Region 13 
slogan contest. 





Eversharp Opens Drive on Pen Market... 


Foi . 
Standing amid stocks of newly produced pens headed for such 
divergent points as Anchorage, Athens and Atlanta, execu- 
tives of the recently formed Eversharp Pen Co. indicate that 
they are beginning a drive to restore Eversharp to a top spot 
in the writing instrument industry. At left is George A. Eddy, 
marketing vice-president. C. George Heath, executive vice- 
president, is at right. Following years of declining sales, Ever- 
sharp, Inc., sold its writing instrument division to the Parker 
Pen Co. which set up the new subsidiary. Eversharp, whose 
products were once found in virtually every household, will 
concentrate on popular-priced ball-point pens 


Eversharp Pen Co. Holds Open House 


With the unveiling of the large Eversharp signature at the 
portals of its new building, Eversharp Pen Co., now a sub- 
sidiary of the Parker Pen Co. of Janesville, Wis., officrally 
launched new company headquarters in Arlington Heights, III. 
on May 28. 

This ceremony was part of an open house to which the in- 
dustry, press, and community had been invited by C. George 
Heath, general manager. Some 250 visitors saw a re-vitalized 
operation, which includes general offices, service, and shipping, 
as well as displays of products, marketing techniques, and man- 
ufacturing processes which are carried out in Culver City, 
Calif. 

The building, which provides 12,000 square feet of space, 
was occupied on January 1. Prior to that date administrative 
offices were in New York, while shipping and manufacturing 
facilities were located in Chicago. 


Over 600 N. Y. Stationers 
Dine & Dance at the Waldorf 


The Stationers Assn. of New York held its annual dinner 
dance at the Waldorf Astoria on May 10. Over 600 members 
and their guests turned out for the gala event, which was pre- 
sided over by the Association's president, Carl C. Judkoff, 
Cantigny Ptg. & Staty. Corp. 

Those in attendance were not disappointed in their anticipa- 
tion of a ‘‘gourmet’s dream’ of a Waldorf repast, for the menu 
included prime ribs of Beef Chasseur, stuffed baked potato and 
stringbeans au Beurre, as well as diverse more delicate palate 
appeasers 

Entertainmeat included the stories of Myron Cohen, the com- 
edy of the Kirby Stone Four, the singing of Diane Carroll, and 
the dancing of the Arthur Murray Dancers. Herb Steiner’s or- 
chestra provided music for dancing. 

Committee members responsible for the arrangements for 
this affair were: Mannie Klein, Klein-Heimbinder Co.; Sam 
Rabinowitz, Sport Stationers & Priaters, Inc.; J. S. Libien, Li- 
bien Press, Inc.; and Irving Gross, Standard Office Equipment. 
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What does 
LYON offer 


the dealer? 
Check the 


BIG 


I A Highly Profitable Line 


A Repetitive and High 
Unit of Sale Line 
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3 A Complete Line 
*” for Many Markets 


A A Printed Sales Policy 


«> A Printed Discount Policy 
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6 Shipment from Stocks 


z Dealer Slanted 
National Advertising 








g A Continuous Dealer 
Promotional Program 














9 Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department — 


LYON METAL PRODUCTS, INC. 
General Offices: 728 Monroe Ave., Avrora, Ill. 
Factories in Aurora, Ill. and York. Pa. 






OVER 1500 ITEMS 
for Business, 


Industry, 


Institutions 
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Metropolitan Travelers Club 
Adds Eight New Members 


Eight new members were added to the roster of the Metro- 
politan Travelers Club of New York, bringing the total mem 
bership to 116. The good news was announced at the May 8 
meeting, held at the Gramercy Square Hotel, by President 
George Nicklaus, Silver Stationery Co 

All Seidman, Venus Pen & Pencil Corp., was asked to head 
up a nominating committee, charged with offering a slate of 
officers for elections scheduled for the meeting to be held dur 
ing the 13th Regional Conference. 

Bill Lowenthal, A. W. Faber-Castell Pencil Co., reported on 
the activities of the placement committee which he heads, and 
Emil Contreras, Joseph Dixon Crucible Co., did likewise in be- 
half of his roster committee. 

President Nicklaus told of the progress being made by the 
Eastern Commercial Stationery Show. A _ poll indicated that 
over 75% of the members present at the meeting would be 
represented at the show. 

13th Region Governor Al Pickar was the subject of conversa- 
tion by virtue of his personal efforts in behalf of the club's 
membership drive. Al was resopnsible for at least six travelers 
joining up. 

The venerable Zig Engelberg, Eagle Pencil Co., was on hand 
as was Harry Fensterheim, S. E. & M. Vernon, Inc., who re 
turned after a prolonged illness. It was good to see Harry back 


Establish Seal-O-Matic of Boston 


A factory distributorship for the eastern part of Massachu- 
setts has been established in Boston, announces Seal-O-Mati 
Dispenser Corp. and its affiliate, Flash Manufacturing Co. of 
Newark, N. J. 

The new distributor, called Seal-O-Matic of Boston, is lo- 
cated at 176 Federal St., Boston, Mass. It will distribute 
throughout the state of Massachusetts, Seal-O-Matic gummed 
tape sealing machines, label moisteners, Lewis knives, Flash 
carton openers, blades and the Flash line of steel tape rules 

The operation is managed by Norman White of Boston 

The new office will have a complete stock of all Seal-O- 
Matic and Flash products and will be serving all dealers and 
wholesalers in that area. 


‘Mr. Dealer’ Gets Demonstration .. . 


AEC Ck es a aa i 
“Mr. Office Furniture Dealer’’ as named by NOFA for 1958, 
Edwin Eriksen of Eriksen’s, Inc., Toledo (seated second from 
left) examines one of an ensemble of Cramer posture chairs at 
the NOFA show. Demonstrating are (left to right): Roy Cramer, 
Jr., president of the Cramer Company; Miss Dorothy Rukes, 
sales supervisor; and Cal Long, sales representative 
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This Young Dog Does Vault Selling Job... 





Almost every retail merchant has an “‘old dog’’ in stock that’s 
hard to sell. But Ed Toepfer of Toepfer Safe & Lock Co., 
Milwaukee, Wis., has a young dog in his store that does the 
selling for him. Here’s the way Ed explains it to C. C. Penske, 
vice-president and general sales manager of Meilink Steel Safe 
Co.: “Bell Boy, our French poodle, usually sits in front of the 
store peering out the window whenever Mrs. Toepfer goes out 
On this particular day, a couple stopped to admire him and 
then stepped into the store to pet him. Bell Boy was sitting 
next to our Hercules display of fire-resistant home vaults and 
the lady suggested they should have one for their home and 
they ended up purchasing a model VL-8K. So, Bell Boy is just 
one ‘doggone good salesman.’ “’ 


Royal McBee Stimulates Sales 


A new sales promotion activity for its nationwide sales 
hed by Royal McBee Corp., based on the 
theme ‘Go for the business where business is good 

Termed “Operation Upswing’”, the aim of the program is 


to stimulate extra effort on the part of the sales force to 


force has been laut 


achieve increased sales of typewriters, business systems, and 
business equipment during the months, of May, June, and 
July 

In a special weekly newspaper, the ‘“Upswing Express,” 
which is mailed to every salesman’s home, the company identi- 


fies industries, utilities and institutions, which are experiencing 
better business than last year and, in some instances, the best 
business of their history. These are the prime prospects for the 
purchase of needed business machines and services 

[The company’s idea is to channel the field sales effort into 
looking for business where potential customers are continuing 
to enjoy good business, and implementing the idea with 
concrete facts and statistics about prospering areas in the busi- 


ness economy 


Clary Announces 10 New Franchises 


The Clary Corp., San Gabriel, Calif. has announced the ap- 
pointment of 10 new franchise dealers to handle the complete 
line of Clary cash registers and 10-key and full keyboard add- 
ing machines. 

Those appointed are: John’s Business Equipment, Ontario, 
Calif.; Provost Office Equipment Co., Cocoa, Fla.; Taylor 
Printing Co., Ocala, Fla.; Stack Office Machines, Decorah, 
Iowa; and Waterloo Typewriter Exchange, Waterloo, Iowa; 
Ken’s Typewriter Service, Midland, Mich.; Jackson Typewriter 
Co., Jackson, Miss.; Hobart-Dayton Sales, Raleigh, N. C.; 
Dennis Bros Lubbock, Tex.; and Jones Office Supply, Mc- 
Allen, Tex 
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In any economy business must continue to produce at higher level, lower cost. 
Columbia’s NINB-TO-FIv Be work stations are custom-arranged to get more jobs 
done more quickly, with the greatest possible economy. With a choice of thirteen mix- 
match colors adding beauty to function, is it any wonder that employers and em- 
ployees alike are enthusiastic in their praise of Columbia’s NINH-TO-FIV HE ? 


Columbia is one of the nation’s foremost manufacturers of steel office equipment including 


steel desks, credenzas, executive leg and panel-end tables, files, modular furniture, telephone 


stands, bookcases and special equipment . . . and, soon, a complete line of office chairs. 


Sps 


DIVISION Jenkintown, 
Pennsylvania 
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age 


The older we grow, the more we know. This is not only 


true of people, but of companies, too... . for a company 


is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.”” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PAh AM EAVER 
(Hd 


Coast to Coast Distribution 

Since 1896—''The LINE that can't be matched."’ 
MANIFOLD SUPPLIES CO. 

188 Third Ave., Brooklyn 17, N. Y. 
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held next May in Miami, Fla. According to the way things 
are shaping up, it ought to be a topnotch affair 

Charles M. Nathan, Charles S. Nathan, Inc., N. Y., was 
unanimously elected chairman for the ensuing year. Those 
elected to serve with Mr. Nathan were: 

Milton Stone, Stone-Newman Associates, activities chairman 

Milton J. Skala, Milwaukee Chair Co., treasurer 

Mildred S. Zich, Regan Furniture Co., executive secretary 

The board of directors is composed of Harvey Bright, Bright 
Chair Co., Inc.; George Clark, Clark & Gibby, Inc.; H. A. 
Clemetsen, Office Furniture Warehouse Co.; Joseph Galen, 
Peerless Steel; Robert B. Gibby, Desks, Inc., E. Gilbert, Met 
wood Office Equipment Co.; Ralph Gettlieb, Princeton Uphol- 
stery Co., Inc.; Ben Itkin, Itkin Bros.; Monroe Lakow, Samuel 
Lakow & Sons; Andrew Nelson, W. H. Gunlocke Chair Co.., 
Ian H. Nemlich, Westcort Co.; Semon H. Nemlich, Regan Fur- 
niture Corp.; Dan Waldner, D. Waldner Co., Inc.; Joseph 
Weiner, David Kramer, Inc.; Edward Blau, Mas Blau & Sons 
Herbert L. Farkas, Herbert L. Farkas Co.; Sam Katz, Art Steel 
Sales Corp. and William B. Wood, W. B. Wood Co. 


Tells of Motivation 

The afternoon session began with an introduction by Ward 
McCabe, McCabe's, Riverhead, N. Y. of Dr. Irving Gilman of 
the Institute for Motivation Research. Dr. Gilman's thought 
provoking topic was, “What Motivates People to Buy?’’. He 
told of the psychological factors which motivate the sale and 
the things which a person must know in order to help a pro- 
spective customer s thinking. 

Eugene Barnes, Merchandising Advisory Service, was intro 
duced by Bill Wood of W. B. Wood Co., Newark, N. J. “You 
Can't Sell What You Haven't Got’ was the subject of Mr. 
Barnes’ speech. The importance of a complete decorating serv- 
ice was pointed out by Mr. Barnes. As a means of getting 
more business, a dealer's salesmen must be able to offer the 
prospect all of the accessories that will be required in the 
furnishing of a complete office, as well as an available selec- 
tion of the furniture itself. 


Stone Moderates Session 

A stimulating Workshop Session followed the last of the 
day's speakers. The panel members for the brainstorming were 
George Clark, Clark & Gibby, Inc., New York City; Arthur 
Golden, Golden Equipment Co., New York City; George E. 
Bouton, Bouton’s, Inc., Pearl River, N. Y.; Paul Dancker, 
Dancker-Sellew, Inc., New York City; Burnham Mathews, Se- 
curity Steel Equipment Co., and Andrew L. Nelson, W. H. Gun- 
locke Chair Co. 

Milton Stone acted as moderator. The discussions centered 
around the all-important subjects of the business recession and 
what could be done to combat it, the dealer and office decora- 
tor as well as other equally significant topics. Questions cover- 
ing these subjects were asked from the floor and the panel 
members discussed each of them in turn. Judging by the re- 
action of the group to the Workshop Program, this was one 
of the high spots of the day’s activities. 


New York Stationery Firm Moves 


Haskell Printing & Stationery Co., moved on June 1 to the 
entire ground floor of a newly-modernized building at 78 Pearl 
St.. New York City, adjacent to the site where the first printing 
press was established in the colony of New York in 1693 by 
William Bradford. 

The new location is in the heart of historical old New York 
Within one block's distance are the Fraunces Tavern, famous 
Revolutionary War landmark; the home of the notorious Cap- 
tain Kidd (before he went into business for himself), and 
Coenties Slip, one-time harbor for sailing vessels from all 
over the world 

The company, headed by partners (and brothers) Louis and 
Daniel Isaacson, has been in the same area since 1928, servic- 
ing the neighborhood financial and export trade. It also sup- 
plies printing by mail to customers in 34 states. 
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KK werybody 


likes to get a bonus... 


says the man 






hom 


from our adwertisimg agency 


Sturgis dealers, he says, give their customers a bonus 
every time they sell a Sturgis chair with a fiber glass 


base. The key phrase here is fiber glass base. 


Every office girl, he says, and every executive knows 
that the base of a chair takes a never-ending licking. 
Go into any office and look at the chairs and what do 


you see? Shabby, beat-up, battle-scarred bases. 


Either the unsightly bases stay that way, creating a 
bad impression—or they are sent out to be refinished, 
which costs money and causes inconvenience—or they 
wear out entirely while the rest of the chair still has 


some useful life in it. 


Now consider this: a Sturgis fiber glass base never looks 
unsightly and it never wears out. Repeat: a Sturgis fiber 


glass base never looks unsightly and it never wears out. 


No amount of ordinary office abuse will make a dent 
in it. You can’t scuff the finish off because there’s no 
finish to scuff off. When it gets dirty you simply wipe 
it with a damp cloth and it looks like new. 
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A Sturgis fiber glass base is an unbelievably strong, 
solid molded one-piece unit—so strong, in fact, that it 
will never wear out. It will still be hale and hearty when 
your customer puts the chair out to pasture. And yet 
Sturgis chairs with fiber glass bases sell for no more than 


most ordinary office chairs. 


The Sturgis line contains 44 models, 20 with fiber glass 
bases, to meet every office requirement. List prices 
range from $24.50 to $260.00. Trade and quantity dis- 
counts apply. All models are shipped from either Sturgis, 
Michigan or Charleston, S. C., whichever source pro- 
vides the lower delivery cost. 


A bonus selling feature, plus a complete line, plus a 
choice of two shipping points could make it possible 
for you to increase your chair sales and your profit 
per sale. 


Agree with our ad agency man? If you do, how about 
trying out for our team? 


POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY e 
General Sales Offices @ 


STURGIS, MICHIGAN 


154 E. Erie St @ Chicago 11, Illinois 
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CARBONS 











WE PROUDLY PRESENT OUR 
NEW DEALERS LINE 


MR. OFFICE SUPPLY DEALER: 


Here is your opportunity to secure a valuable 
dealership. Investigate the new features of the 


*IDL Carbon Papers and Ribbons that will add 


profits and security to your business. 


Every product is laboratory-controlled and 
tested through each step of manufacture. The 
facilities and experience of Interchemical Cor- 
poration stand squarely behind every item. 


Let us show you the attractive, modern pack- 
aging and extra profit potential of this new 
line, designed exclusively for you. 


WRITE FOR INFORMATION—DEALER SERVICE DEPARTMENT 


Interchemical Corporation 
Auli & Wibory Carbon & Ribbon Division 


Factory and Executive Offices: 417 E. 7th St., Cincinnati 1, O. 





*INTERCHEMICAL’S DEALER LINE 
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A “LOST-SALE” Quiz 


Icy Ichabod 











Copyright 1955 William G. Damroth & Co. 


“THE PASSIVE PENGUIN’”’ 
... puts on such an air of superiority that he 
leaves the Secretary cold. 


He loses sales because goat 


a)...he isn’t “chummy” with the secretary 


b)...he doesn’t bother to “‘sell’’ the sec- 
retary 
c) ... he wrongly assumes his company name 


will get him in 


Ichabod would get in to see a lot more busy bosses 
if (b) he would take the trouble to ‘‘sell’’ more 


secretaries. 


That secretary is an important gal. She's the ‘‘gate- 
keeper” to the prospect’s inner office. Therefore a 
good first impression on her is a must. Always give 
her your friendliest smile and take those extra sec- 
onds to explain the importance of your call. Win 
her over and she will go out of her way to get you 


in. 
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New merchandising muscle 
for Burroughs dealers 









a NEW famous quality 


BURROUGHS 
ELECTRIC «= 
ADDING MACHINE 













plus 
applicable 
taxes 













Here’s a genuine Burroughs adding machine at a new competitive price to open up new 
markets for you. 

All of the styling, durability, and accuracy which have always made Burroughs a standard of 
quality are built into this new machine. It will round out your Burroughs line—from bargain 
specials to de luxe models. 

This new amber grey beauty is another example of Burroughs’ all-out push to keep its dealers 
ahead of competition on all fronts. Fast-selling M&V Nu-Kote, the plastic base carbon paper 
that has revolutionized the supply business, is another. Watch for still more outstanding 
Sales ammunition soon. 

You'll find it worth your while to investigate the benefits of a dealership in famous Burroughs 
adding machines and cash registers, M&V carbons, ribbons and supplies, or both. Just write 
Dealer Sales Department, Burroughs Corporation, Detroit 32, Michigan. 




















see us 
at the 


NOMDA 


convention | 
booth 


4 
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Changing of the guard . . . sees Car! Grimes, Grimes-Stass- 
forth Stationery Co., Los Angeles, accept congratulations for 
his election as governor of the district. Bert Henderson, County 
Stationers, Ventura, Calif., is lieutenant governor, and John 
Wikle, Wikle’s Stationers, Phoenix, Ariz., is retiring governor 


Valley of the Sun 
Hosts 14th District 


Carl Grimes Elected Governor; 
Santa Barbara Is 1959 Site 


Phoenix, Ariz. 
@ FOR THE THIRD TIME in eight years, the annual conven 
tion of the Fourteenth District NSOEA, southern California and 
Arizona, was held May 2 and 3 at the Hotel Westward Ho 
in Phoenix. The popularity of the city and of the hotel is well 


deserved. The growth of the city is reflected in the expansion 
of operations of office equipment and supply dealers, including 
in sOme cases acquisitions of locations remote 


from the downtown are: 

A past president of NSOEA, Grant Howard 
PBSW Supply Co., was active in the meeting and 
the planning preceding, as were nearly all the 
Stationers in the city. Aside from meeting hours 
the hotel pool was a favorite gathering place 

Except for the address of welcome by Herb Lindner, president 
of the Chamber of Commerce, and a luncheon speech by Jack 
Williams, writer, broadcaster, and mayor of Phoenix, the pro- 
gram was supplied by the association’s five-man team. The 
prolonged question and answer periods interspersed with and 
following the two seminar events indicated unusual dealer 
interest. 

The first of these was conducted by Dr. William H. Harris 
Jr., who directed discussion on Creative Merchandising and 
Advertising for Profit, the questions being answered by dealers 
in attendance. Dr. Ralph Cies dramatically presented figures 
obtained from NSOEA research to answer questions on Man 
agement for Profit. 





The convention was called to order by the quiet but thos 
oughly efficient governor, John Wikle of Phoenix. The session 
opened with a verse of the national anthem, the pledge of 
allegiance to the flag, and invocation by the Reverend Wil- 
liam Boice of the First Christian Church. Then came the wel- 
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On the Opposite Page... 


1. Bob Adler, Atlas Stationers, Los Angeles; Al Andersen, 
Eagle Pencil Co.; Fred Corson, American Crayon Co.; 
Carl Duker, Heinze, Bowen & Harrington, Phoenix. 

Carl Grimes, Grimes-Stassforth Staty. Co., Los Angeles, 

lieutenant governor of district; William R. Diehl, presi- 

dent NSOEA; John Wikle, Wikle’s Stationers, Phoenix, 
district governor 

3. The Stanley Halls, Parron-Hall Corp., San Diego 

4. Jack Ellis, F. S. Webster Co.; Robert Garretson and Al 
Devey, Stationers Corp., Los Angeles; Al Baugher, San- 
ford Ink Co.; Ralph Poore, Stationers Corp.; Ivan Cor- 
nelius, Northern States Envelope Co 

5. Les Ewart, Grimes-Stassforth Staty. Co.; Bruce T. Barclay, 
Morgan & Barclay, San Francisco; Dual Clay, PBSW Sup- 
ply Co 

6. Gordon L. Meals and Mrs. Meals, The Taylor Chair Co 

7. Dorothea Cress; Leighton Cress, Clark Office Supply Co., 
Phoenix; Don Larson, Art Metal Construction Co.; Kerstin 
Larson; Walter Green, Art Metal Construction Co.; Peggy 
West; Kirby West, M. G. West Co., San Francisco; Myrtle 
Green. 

8. Mr. and Mrs. F. H. Caswell, F. S. Webster Co., with ap- 
propriate Dartmouth background. Picture taken on thirty- 
third wedding anniversary. 

9. Barrett Mitchell, Old Pueblo Supply Co., Tucson; Mrs. 
Mitchell 

10. Stanley Breton, Charles R. Barry Co.; R. L. Sturgeon, San 
Diego Office Supply Co.; Carl Grimes, Grimes-Stassforth 
Staty. Co.; Leighton Cress, Clark Office Supply Co., 
Phoenix; Arthur Carlson, Charles R. Barry Co. 

11. Ebenezer Wallace, Southern California Stationers, Los 
Angeles; Hal Nelson, PBSW Supply Co., Phoenix; Ernie 
Daniels, Venus Pen & Pencil Corp. 

12. Don Zahn, PBSW Supply Co., Mrs. Zahn 

13. William Tonkin, Tiffany Stand Co.; Fred Steiner, PBSW 
Supply Co., Phoenix; William Simpkins, Tiffany Stand Co, 

14. Jack Polster, Wilson Jones Co., retired; Phil Van Culin, 
Wilson Jones Co.; Bert Henderson, County Stationers, 
Ventura, Calif 

15. Norman Horton, Zellerbach Paper Co.; Mrs. David 
Piltzer; Sam Flatau, Yale Filing Supply Co.; Dave Piltzer, 
Dapco Products 

16. Brice B. Stephens, Columbine Stationers, Long Beach; 
Mrs. Stephens; Mrs. Burkhart; K. C. Burkhart, Bellflower 
Stationers, Inc., Bellflower, Calif. 

17. The Willis Palmers, Boorum & Pease Co.; Mrs. Alice 
Morris, Bert M. Morris Co. 

18. Ed Koijane, Wilson Jones Co.; Bill Klech, Streator’s of 
California, Salinas; Morgan Gilbert, Strauchs’, Mesa, Ariz. 

19. John R. Morrison, Arizona Stationers, Tucson; Mrs. Morri- 
son, Mrs. Carl Grimes. 

20. George Nelson, Weldon Roberts Rubber Co.; Russell 
Davis, Alhambra Office Supply Co.; Roman G. Schmit, 
Zellerbach Paper Co.; Paul Bowen, Heinze, Bowen & 
Harrington, Phoenix; Norman Horton, Horton Staty. Co., 
Burbank 

21. Fred Stofft, Howard & Stofft, Tucson; Bert Henderson, 
County Stationers, Ventura, Calif; Ed Mosler, Mosler 
Safe Co., vice-president NSOEA; Paul Burbank, NSOEA; 
Grant Howard, PBSW Supply Co., Phoenix 

22. Harvey Hottenstein, Alpha Stationers, San Diego; Roger 
Lambert, mfrs. rep.; Al Andersen, Eagle Pencil Co.; Rene 
Lambert, National Staty. Co., Los Angeles; Forrest Cos- 
tenborder, Forrest Stationers, El Segundo, Calif 

23. Willis Clark, Bankers Box Co.; Tony Love, mfrs. rep 


Lae) 


come and the addresses by President William R. Diehl, Jr. and 
Vice-president Ed Mosler 

The seminar as led by Dr. Harris occupied the afternoon. 
Dr. Cies’ share of the seminar took up the next forenoon. 
Mayor Williams followed with his inspired historical address 
on early Arizona and progress to date. Paul Burbank, executive 
vice-president of NSOEA, was the final speaker. He spoke in- 
terestingly on the general topic, Greetings from NSOEA 

A convention aside was a buffet supper at the home of Mr. 
and Mrs. Howard. There the visitors had the privilege of meet- 
ing Mr. Howard's mother and the parents of Dorothy Lehman, 
secretary to Mr. Burbank. 

Entertainment included barbecue dinner, dancing and games 


(Continued on Page 110) 
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14th District Enjoys 


Fun in Phoenix’s 


Valley of the Sun 





The line of 
least "resistance 


STEEL DESKS 
FOR QUALITY 

DURABILITY 
ECONOMY 








Full molded 






Super 
reinforced 
pedestals 


Foshion fri 






® Detachable islands 
® General Automatic Lock 


Available in 


Full line of nine standard models. 
decorative colors with matching or contrasting first 
grade linoleum tops. Detachable islands ease han- 
dling in narrow door openings. 





In the low priced field, the Economaire has no peer. It 
is tremendously sturdy, beautifully designed, and has 
a durable square edge first grade linoleum top. Ex- 
amine Economaire’s powerful competitive advantage. 


«xt STAMP OF Quay, * 
- 


New York Display and Representative 


ij ~ fark 
as Eh Arthur Gordon Co. Associated 


206 Lexington Ave., New York 16, N. Y. 






ESTERN MFG Cc 


AURORA. \Lt- 


WESTERN MANUFACTURING CO. 


AURORA, ILLINOIS 
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14th District Meets 





(Continued from Page 108) 


at a place outside the city known as Bud Brown's Barn. Scat- 
tered through the oversized barn are hundreds of relics for 
indoor use and out, such as were used by early Arizona in- 
habitants. While the visitors were inside the elements released 
a rare Arizona thunder shower. Entertainment provided by the 
Golden State travelers wound up the banquet program 

Carl Grimes of Grimes-Stassforth Stationery Co., Los An- 
geles, was elected to succeed Mr. Wikle as governor. Bert Hen- 
derson of County Stationers, Ventura, Calif., was elected Lieu- 


tenant governor . Santa Barbara was chosen as the site for 1959 








Pre-Convention Party . . . at the home of Grant Howard was 

a well-attended affair. Some of the guests are pictured here: 

1. William R. Diehl; Mrs. Diehl; Herbert Morgan, National 
Blank Book Co.; Fred Corson, American Crayon Co 


2. William Lashbrook, Esterbrook Pen Co.; Phil Calihan, 
Heinze, Bowen & Harrington, Phoenix; Mrs. Calihan 

3. Paul Burbank; Russell Davis, Alhambra Office Supply Co., 
Alhambra, Calif.; Stanley Hall, Parron-Hall Corp., San 
Diego 


4. Ed Lehman, Dorothy Lehman, Mrs. Lehman; Mrs. J. O. 
Howard, mother of Grant Howard. Dorothy is the daughter 
of the other Lehmans in this group 

3. Wayne Journigan, mfrs. rep.; Mrs. Journigan; Frank Rising, 
mfrs. rep 

6. Dr. Ralph Cies; Mrs. Howard; Grant Howard, PBSW Supply 
Co., Phoenix 
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CHICAGO LOCKS 


little details with lots of sell 


A Chicago Lock is one of those little details that 


mean so much to the sale of your appliances. 
Chicago Locks are quality’... and they look like 
qual 


Small, smartly-designed, precision-engineered 
for maximum security . . . built for a lifetime of 
rugge 1 service. 


Whatever office equipment you make— 


desks, cabinets, lockers, strong boxes . . . in 
wood or metal—give them style and security 
with Chicago Locks or locking mechanisms. In 


Chicago Lock’s broad line, you’re sure to find 


exactly what you want. 





CHICAGO LOCK CO. 


2016 N. Racine Avenue «+ Chicago 14, Illinois 
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Write for your FREE copy 


of our catalog displaying 


the entire Chicago Lock line. 





could make this Picture! 


® All-Steel Framework 
®@ Finest Corrugated 


® Attractive 


@ Five Stock 


BANKERS BOX COMPANY 


2607 North 25th Avenue ® Franklin Park, Illinois 

















Steel Shelving and Drawer Type Files all in one! 


Only STAX carry all the load on a skyscraper- 
type steel structure with each individual corru- 
gated fibre-board file unit suspended within the 
framework. 


The photograph above clearly shows the full 
steel support front and back on _ horizontal 
stackers that carry the load at four equal points 
to permit stacking to any height; the factory 
applied side plates that interlock units side by 
side to conserve floor space and give double 
strength. No fibre-board unit touches any other. 
fibre-board, drawers always work easily—never 
sagging, jamming or warping. 

Compare these features with other transfer 
files and you'll agree that STAXONSTEEL 
are the best you can sell . . . and the best buy 
for your customers! 


This is the STAXONSTEEL unit — Steel shelving and an 
easy-access drawer type file, all in one. 


Fibre-Board 
Appearance 


WRITE FOR CATALOG, PRICES AND DEALER KIT 











Industry Awards 


Zac Smith Co. Gets Award... 





Robert Hall (right), president of the Birmingham (Ala.) Cham- 
ber of Commerce, presents a recognition award to Mrs. Daisey 
Dean Smith Russen and Doug Russen of Zac Smith Stationery 
Co. The firm, now observing its 75th year in Birmingham, also 
was recognized for winning the Brand Names Retailer of 1957 
national honors 


Pen Sales Champ on Prize Trip... 





Mrs. Clara Phelps of Nestor’s Office Supply in Detroit, Mich., 
a winner in the W. A. Sheaffer Pen Co.’s nationwide holiday 
cruise contest, boards a plane at Miami for the Caribbean 
trip she won in the pen company’s sales competition for retail 
personnel. With her is her husband, Lawrence Phelps 


Announce Incorporation of Nelson-Thomas & Co. 


Richard A. Nelson, managing partner of Nelson-Thomas & 
Co., San Diego, Calif., announced the incorporation of the 
company he founded in 1946. 

Mr. Nelson will continue as head of the reorganized firm and 
will direct merchandising and design operations. His son 
Richard, Jr., will remain as sales manage! 

The reorganization, he explained, was brought about to 
broaden the financial and ownership base of the firn 

The office furniture business in San Diego is in a marked 
upswing, and to enable us to meet the challenge of this new 
business, we felt the need for a revised ownership base. The 
incorporation of our firm will provide this,’ he said 

In order to devote his full time to the firm, Mr. Nelson has 
resigned as international president of Goodwill Industries, Inc 

Long active in community affairs, he also has been active in 
regional and national trade organizations 
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The Olivetti Summa 15 provides a com- 
bination of eight desirable features not 
found in any other hand adding machine: 
direct subtraction, automatic credit bal- 
ance, high (10/11) capacity, totals and 
sub-totals in red, single-stroke totals, 
automatic stroke counter for multiplica- 
tion, unique reach-easy control switch, 
and non-add key. 


An unusually sturdy machine, the Summa 
15 is built to take hard usage. Olivetti, 
now celebrating its 50th Anniversary, 
makes and assembles all parts itself, thus 
can closely control quality, insure de- 
pendability. Olivetti has made and sold 
700,000 adding-calculating machines. 


Life Magazine readers are seeing four 
Olivetti full-color ads during a 90-day 
period ending mid-June. 

Olivetti machines offer dealers full-profit 
opportunities on every sale. For informa- 
tion, write Portable Division, Olivetti 
Sales Corporation, 375 Park Avenue, 


New York 22, N. Y. 


olivetti 
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Scenery and Faces 


At Sun Valley 
— Ith District 





Betty and Bill Diehl _ . NSOEA New Officers . . . of 11th District NSOEA. From left: Robert Gibb, gover 
president and first lady in scen nor; Bill Goss, first lieutenant governor; Larry Moore, second lieutentant 
setting at Sun Valley. governor, and Harper Jamison, re-elected treasurer. 


Smorgasbord Feasting . . . at Sun Valley. Preparing to make Vancouver, B.C.; Mr. & Mrs. Chet Williams, Seattle, and Mr 
a choice of the delectable viands are Mrs Jack Overholt & Mrs. Peter Elsenbach, Portland 





Mrs. William R. Diehl, Jr. . . . applauds as Jim Kalbus Paul E. Burbank . . . presents plaque to E. G. Whitcomb, 
(center) introduces new governor, Robert Gibb, at the retiring president of Oregon Trail Travelers. Herb Mor- 
colorful closing banquet of | 1th district convention gan, field division v.p. is at right 
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Richard P. Vaughan interrogates ‘‘The Little Blue 
in from Outer Space’’, Al Osborn (right) during Ore 


» Trail Travelers Club skit produced by Chet Williams 








Jeanne Sutherland 


of that organization 








for a Sun Valley 


Boarding Bus 








Jim Kalbus . . . retiring governor, 
congratulates his successor, Robert 
Gibb (right). 





Ken Sutherland . . . new president of 
Oregon Trail Travelers Club, ad- 
dresses a convention audience. 


Sun Valley, Idaho 
@ DRIVING THROUGH the sage brush of Idaho, so aptly 
described by Chet Williams as the “desert’s dusty face”, 205 
dealers, manufacturers and salesmen converged on scenic and 
restful Sun Valley for the 11th District NSOEA convention 
May 7-8-9 

The hospitality of the Oregon Trail Travelers Club was again 
in evidence, spearheaded by President Gerry Whitcomb. Jim 
Kalbus as district governor presided in sincere 
and witty manner. The Potlaches of the Oregon 
Trail organization were frequent and well at- 
tended. 

A welcomed addition to the Troupe was Paul 
E. Burbank, executive vice-president of NSOEA, 
who conducted a session on “Business with Profit’, spurring 
his audience to import comments and participate in brain-storm- 
ing on the subject. Sub-topics were “Right Salesmen’’, “Trained 
Salesmen”’, “Directed Salesmen’’, “Salesmen’s Aids” and “Sales- 
men’s Loyalty.” 

Even with the scenic attractions of Sun Valley beckoning, 
practically each convention attendant remained throughout each 
business session held in Sun Valley's quaint Opera House. 

Dr. Ralph D. Cies brought forth similar enthusiasm and 
audience participation on his subject,” Management for Profit”, 
as did Edwin H. Mosler, Jr., vice-president of the NSOEA man- 
ufacturers’ division. 

Kenneth M. Brown, owner and manager of Corrick's, Santa 
Rosa, Calif., was an addition to the conventional NSOEA 
speaking program. “We can make a profit,” he asserted, telling 








East Coast Stationers: 
Plan NOW to attend... 





2ud Aunual 


EASTERN 
COMMERCIAL 
STATIONERY 
SHOW 


OCTOBER 26-29 Incl. 
New York Trade Show Bldg. 


8th Avenue at 35th St., New York City 


The Big Show on the East 
Caaat ee e ee exhibit after exhibit of all 


the latest in office equipment and sup 
Complete lines, new packaging, dealer 
aids and merchandising kits, special prom 
Many of the products on display will be 
shown to the trade for the first time. 


Mark the Dates on Your Calenda: 


EASTERN COMMERCIAL 
STATIONERY SHOW 


44 W. 63 St., New York 23, N.Y. 


DO IT NOW! 


Jointly sponsored by 
The Stationers Association of New York 
and 
The Metropolitan Travelers Club 


116 








Bill Gagnon (center), Charles R. Barry Co., and other District 
11 convention attendants enjoy the Sun Valley scenery and 
fresh air for a brief respite before entering the Opera House 
adjoining for a business session. 


how in his own organization management decided to do some 
thing about budgeting, warehouse costs, buying control and 
selling costs when they got out of line 

declared Mr. Brow n, 


when you find someone else doing a better job than you at 


It can be done (business at a profit) 


smaller cost 

Addressing a noon luncheon, President William R. Diehl, Jr., 
exhorted representatives of the stationery and office equipment 
industry to get “up out of the chair. 

Ken Sutherland was elected president of the Oregon Trail 
Travelers Club. Mail ballot is being conducted for the other 


offices 





Talking Business . no doubt, are Al Aigner of G. J. Aigner 
Co. and Henry Palmer, the firm’s representative in western 
territory 


H. S. Morgan, National Blank Book Co., told of the ‘Sales 
man of the Year Contest” being conducted by a number of the 
travelers’ clubs and praised the O.T.T. for the fine rally it held 
chairmanned by Ken Dickensheet. 

With the skit again the product of the facile brain of Chet 
Williams, Yawman & Erbe Manufacturing Co., the travelers 
presented their annual entertainment. Central figures were 
dealer Al Osborn as the “little blue man from outer space’ and 
his interpreter, Dick Vaughan. 

Robert Gibb, Associated Stationers, Inc., Seattle, Wash., was 
elected the new district governor. Bill Goss, Shaw & Borden 
Co., Spokane, Wash., moves up to first lieutenant governor 
Larry Moore, Koke Chapman Co., Eugene, Ore., was 
second lieutenant governor, and Harper Jamison, Harper Jami 
son Stationers, McMinniville, Ore., was relected treasurer 

[he convention will meet next year, May 21-24, at the Oly: 
pic Hotel, Seattle, Wash 


named 
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New efficiency for every office... 





Handsome 


SPEED-O-STAND 


ana 


Ble 


Ample working space 
handy storage space. 


nds with modern office 


equipment and furniture. 
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Crecuive 
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ELECTRICALLY OPENS UP TO 
600 LETTERS PER MINUTE 


Opens envelopes of any size or thickness 
e Adjustable trim cut « Will not damage 
contents ¢ Completely safe — automatic shut- 
off « Letters and trim strips neatly stacked 
in separate removable trays ¢ Compact; 
simple to use. 










Spteed-O-Priut Corporation 


1801 WEST LARCHMONT AVE., CHICAGO 13 ih 
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For dependable service and fast delivery, 


choose GENERAL 


low-cost, unground ball bearings 


and bearing assemblies. 















Appointments 


Assumes New Post for Clarin Mfg. Co. 


Corl F. Hammond has been named to a 
key position on the sales staff of the 
Clarin Mfg. Co. He will now be active 
in contacting Clarin institutional distrib- 
utors and office equipment manufactur 
ers’ representatives, with a major assign 
ment of presenting to the Clarin field 
organization a new sales and marketing 
plan just introduced 


H-O-N Co. Names Direct Sales Representative 


A. J. “Tony” Christ, Detroit, Mich., has 
been named direct sales representative in 
Michigan and Ohio, for the H-O-N Co 
He will be devoting full time to the 
H-O-N line. 





Represents Gunlocke Chair Co. 


James F. Carson has been appointed 
sales representative for the Gunlocke 
Chair Co., Dallas, Tex. Mr. Carson is 
serving the sales territory consisting of 
the states of Texas and New Mexico. 


A. W. Neely has been named product 
manager of the Dictation division of 
Comptometer Corp., according to L. T 
Carr, general sales manager. Mr. Neely 
has been with the company for the past 
four years, and he will now supervise na 
tional dictation machine sales, service, 
and product development. He previously 
was in the field of marketing dictating 
and recording products 





New Division Chief for National Blank Book 


W. A. Waldvogel has recently been ap- 
pointed division manager of the Los 
Angeles division of National Blank Book 
Co., with the title of western sales pro- 
motion manager. |n addition to carrying 
out an expansion program in the divi- 
sion, he will take part in sales promotion 
projects in other western division. He has 
been with the firm for 25 years and is 
immediate past president of the Golden 
State Travelers Club 


Named Cleveland Branch Manager 


Ernest Watson has been named branch manager of the Vari- 
Iyper Corp. office at 2005 Chester Av., N.E., Cleveland. He has 
been with the Addressograph-Multigraph Corp. subsidiary for 
14 years in San Francisco and Los Angeles 
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Meet--the Executor. 
Newest 
addition 
to 


Stan/ey’s line 


of /uxury /eaders. 





MANUFACTURING COMPANY 
2310 N. MAIN FORT WORTH, TEX. 


*#B-19. Arm-chair, from Stanley's newest 
group of trend-setting styles 
Also, in swivel mode/, #B-19"% 





Appointments —— 


Joins Peerless Steel Equipment Co. 


John E. Schneider has joined the staff 
of Peerless Steel Equipment Co. to cover 
the states of North Dakota, South Da- 
kota, Nebraska, Minnesota, lowa, and 
Wisconsin. He has been in the field for 
several years, having started as a manu- 
facturers’ representative in 1953. He 
has also operated a retail office furniture 
outlet in East Troy, N.Y. for many years 





Globe-Wernicke Names District Representative 


Doyle D. Browning is the new district 
representative in Kentucky, Indiana, and 
Tennessee for the Globe-Wernicke Co 
Prior to his association with the firm, he 
was a partner in the Standard Forms Co., 
office equipment dealers in Johnson City, 
Tenn. In addition he has traveled in the 
southern states as a representative for 
various manufacturers. Louisville will! be 
his headquarters. 


Robert T. Pratt has been appointed dis- 
trict manager for the midwestern district 
of Underwood Corp. The district includes 
Indiana, Illinois, lowa, Minnesota, Wis- 
consin, Missouri, Kansas, Michigan, 
North and South Dakota, and Nebraska. 
He was formerly vice-president in charge 
of sales for Charles S. Nathan, Inc., and 
prior to that he was with the Clary Corp 
for 10 years 





New Sales Representative for Cole Steel 


Robert W. Hubert, Jr. is now a sales 
representative for the Cole Stee! Equip- 
ment Co., Inc., in the states of Ten- 
nessee, North Carolina, and South Caro- 
lina. He was formerly associated with 
the Burroughs Corp. His headquarters 
are at 4100 Garden Drive in Knoxville, 
Tenn. 





National Vulcanized Fibre Co. 
Names New Chicago Manager 

National Vulcanized Fibre Co. announces the appointment of 
Donald W. Stewart as Chicago district sales manager. He suc- 
ceeds James R. Kallaher, who was recently named to the newly- 
created post of general sales manager for the company. Mr. 
Kallaher is now located at the company’s executive offices in 
Wilmington, Del. 

Mr. Stewart joined National's sales department in Wilming 
ton in 1925. He subsequently became a salesman in the Boston 
territory and has been district sales manager in Boston for the 
past 23 years. 

National has operated a fabricating and Midwest office in 
Chicago since 1920 and earlier this year moved to new and 
larger facilities in Broadview, III 


New Firm Opened in Staunton, Va. 


Paul N. Brown, typewriters, sales, 
opened for business in his new 


Staunton, Va. 


service and supplies, has 
location at 4 S. New St 





















HOW STATIONERY 

SALESMEN MAKE 
SS) OFFICE CALLS 
MORE PROFITABLE 











Have your commercial stationery salesmen 
sell Micropoint products with Copy-Fax* 
proved the best reproducible ball pen ink for 
copying machines! 

If a salesman spots a copying machine 
while presenting your regular commercial 
line, he can introduce Copy-Fax and add a 
profitable bonus to the call. Remember, the 
market’s wide open... every office with a 
copying machine is a prospect! 

Copy-Fax is a pre-sold national brand. 
Right now, big ads in leading business maga- 
zines are before the key office people who 
make buying decisions. This makes your 
selling job even easier! 

Blue, red, black and green Copy-Fax Ink 


available in the four best sellers: 


*TRADE-MARK, MICROPOINT, INC 


y Retail Value | Your Cost | Your Profit 
Copy-Fax Pen 59c 

Medium &Broad Points | $7.08 Doz. $4.32 $2.76 
Fills-Any Refill 49c 

Medium Point $5.88 Doz. $3.60 $2.28 
Retractable Pen $1 

Medium Point $12.00 Doz. | $7.20 $4.80 
Visible Ink Refill 49c 

Medium Point $5.88 Doz. $3.60 $2.28 











Order from your 

wholesaler, or 

direct, giving 
wa ICROPOINT. inc. vivlesale’s name 


and address. 


y Sunnyvale, California 


Creator of Advanced Writing Instruments 
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When Sahool Bells 





Revolving INK-STIK 
Carrousel Display 
No. 1-C & 1-C Jr 
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Ring... 


:.. Meakce Cash Registers Sing} 


Fills-Any ball pen 
refill display 
No. 200 


INK-STIK ... the King-Size | 


pen you NEVER Refill 


4 DOZ. PLASTIC DRUM DISPLAY 
No 1139-D 


Student-Point ... ; 396 


FILLS-ANY REFILL DISPLAY 
No. 200 (30 refills) 


Regular & Fine Points . . 49¢ | 


RETRACTABLE PEN DISPLAY | 


No. 6-12 (one dozen pens) 


Regular & Fine Points. . . $1 


Micropoint's at the head of the class in grade 
school, high school, and college. 


+ 





RETAIL | YOUR | YOUR | PROFIT 
VALUE | COST | PROFIT | % 


$18.72 |$11.52| $7.20 | 38.5% 


$14. 70| $7.20 | $7.50 


: 


| $12.00 | $6.00 | $6.00 


3-STAGE ROCKET REFILL DISPLAY | 
| $11.76) $6.00 


No. 20 (two dozen refills) 


Medium & Fine Points . . 49¢ 


1 Dozen retractable 3-Stage Rocket 
ball pen display ball pen refill 
No. 6-12 display No. 20 





Order from wholesaler or direct, giving wholesaler’s name and address 


ic RO POI NT, i NC. SUNNYVALE, CALIFORNIA 


‘= 7 — 


ee 


= = 
. 
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= 
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Creator of Advanced Writing Instruments 











of Lamber 
ton Lines, Ltd., San Francisco, points 
out scenery from outside Ahwahnee 


William Lamberton 


Hotel to Lloyd F. Leckey 


Richards Co., Inc 


Stang 


nee 


“em oe 


Candidly Yours 
From Yosemite 


— 12th District 











. W. E. “Bill’’ Morris, Morris 
congratulated by his 


Furrer’s, Richmond, 


New Governor . . 


Bros., Stockton, Callif., is 


predecessor, Al 
Calif. 


Furrer 





1. Paul E. Burbank presents plaque t 
Furrer. 


2. Tom McWhorter, retiring president of Stationers Associa 4 
tion of Northern California, gets plaque of appreciation 


from Al Furrer, NSOEA governor. 


Retiring Governor Al 3. Dr. Ralph Cies, 






At Ease during 12th District Sessions . . . 

1. Harry Henkel, mfrs. rep.; and Cy Lundgren, F. S 
Webster Co 

2. Ed Cooper, S. E. & M. Vernon Co 

Eaton Paper Corp 

Edwin H. Mosler, vice-president of manufacturers 

division, confers with President William R. Diehl, Jr 


Jack Guntrum, 


W 





by Henry Sleeper. 

Frank Emery Cox, manager of sales for Kawneer 

delivers address on ‘’Red Carpet Selling 

5. The new governor, W. E. ‘Bill’ 
ougural address 


Morris, makes his 





NSOEA speaker, is presented name plate 


Co., 


in- 
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1. Mrs. Robert Norden, Hunting-Roberts, San Francisco, 
Joseph Ashley, Mosler Safe Co 

2. Mr. & Mrs. Richard Wallace, Charles R. Barry Co., San 
Francisco 

3. Mel Anderson, Burroughs Corp., ‘‘Heap Big Injun”, prize 
winner for men’s costume at 49ers’ party 

4. That golden voice of the 12th District, Roy Baughman 


: 2 ADVANCE 
F REGISTRATION 
DESK 


1. At the registration desk: From left: F. W. Ritchie, Modern 
Wholesale Stationers; Leland C. Adams, Charles R. Barry 
Co.; Joseph A. McDonnell, The Carter’s Ink Co.; and Al 
Brandhofer, secretary-treasurer Stationers Association of 
Northern California. 

Andy Grant, San Francisco News Co.; Harry M. Orman, 
Orman & Wyant, Sacramento, Calif.; Andrew Opalenik, Jr., 
Avery Adhesive Labels; Ed F. Nightingale, Wobber’s, San 
Francisco; Ray Sinnett, Bates Mfg. Co.; Bill Lashbrook, 
Esterbrook Pen Co 


NO 





is displayed by Mrs. Charles 
Rufner, Mrs. Bud Mercer, Mrs. Robert Heath and Mrs. 


Lee Johnson 


An Invitation to Reno... 
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Charles Laumeister of A. Leetz Co., San Francisco, in role 
of stationery dealer from Japan 

Bud Mercer and Everett L. ‘’Dick’’ Dickinson, both of 3-M, 
in ‘“‘Dear John’’ comedy act 

Doris Curry, wife of Len Curry, Corrick’s, Santa Rosa, in 
prize-winning costume of dance hall girl of Gay 90's 


~A uw 


| 





Women’s Golf Tournament . At table: Mrs. Bud 
Mercer, 3-M, and Mrs. Don Lindsay of Curtis Lindsay, 
Inc., San Jose, Calif.; in rear: Mrs. Leonard Holiday, 
Furrer’s, Richmond, Calif.; Mrs. ‘Brick’’ Burks, Curtis 
Lindsay, Inc.; and Mrs. Al Furrer, wife of the governor. 


Yosemite National Park 
@ THE ENCHANTING spring season in the Yosemite Valley 
of California with the waterfalls at spectacular volume due to 
unprecedented snow gave a scenic vacation backdrop for the 
regional convention of the 12th District NSOEA, the Stationers 
Association of Northern California, Inc., at the 
Ahwahnee Hotel May 11-13 
Governor Al J. Furrer presided at a session of 
more than 200 attendants, one whose relaxation 
was spearheaded by the efforts of the 49ers Travel- 
ers Club. Once again the Simp-fony orchestra held 
forth tor enthusiastic dancing in Cottage 34. The 49ers were 
hosts to an old timers’ dinner and Gay 90's party as well as 
cocktail party and the Northern California stationers were 
gracious hosts preceding the annual banquet 
Despite the scenic distractions an intent audience participated 
in the programed business sessions which featured Dr. Ralph 
D. Cies, President William R. Diehl, Jr., Executive Vice-presi- 
dent Paul E. Burbank, Edwin H. Mosler, Jr., and Frank Emery 
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ENGINEERED FOR THE CLASS ROOM—APPROVED SCHOOL USE. 


the With the adjusiuble 
height mechanism, the 


O R N A table that creates a new 





TYPING TAB L E modern approved way 
to type. Increasing 

efficiency from as much Bob Heath .. . retiring president of 

as 10 to 30%. 49ers Travelers Club, and his suc- 


cessor, Elgin Burke (right). 
Errors greatly reduced, Po 9 9 


neck and back strain Cox, western sales manager of Metal Wall Products, Kawneer 
eliminated. Co., Berkeley, Calif. The latter spoke on ‘Red Carpet Selling’ 
Emphasis on “Business at a Profit’ was evident in the lively 


discussions following the Troupers’ addresses 


W. E. “Bill” Morris of Morris Bros., Stockton, Calif., was 
elected to succeed the efficient Al Furrer as governor The con- 
| vention will return to Ahwahnee May 15-16 in 1959 and for 








Illustrated above: 
Is the new ST. 3620 
Typing Table accompanied below by the 

$S-3620 Typing Table with the removable 
typewriter platform that slides easily into place. 
And the highly useful 
T-3620 Companion Table, 
an ideal companion 
to either piece. 












| 

School Supply Dealers: | 
Write for illustrated | 
brochure showing 
complete line and prices. 





1. Officers of 49ers—Elgin Burke, president; Charles Lau- 
meister, vice-president; Augie Erickson, secretary; treasurer, 
Al Brandhofer, and Bob Heath, retiring president. 

2. Elmer Rahe, Mrs. & Mr. Herman Hammer and Richard 
Veasy, all of The Globe-Wernicke Co 

3. Mrs. Al Furrer; Mr. & Mrs. William R. Diehl, Jr., and Al 
Furrer at the convention banquet. 

| 4 Mrs. Robert Frier, wife of editor of Pacific Stationer (who 

took the picture), makes up C. O. Schlaver, managing 





Q editor of Office Appliances, while Lee Adams, Charles 
R. Barry Co., who already had the eye-pencil treatment, 

ORNA METAL inc. looks on. This was prelude to the 49ers’ party. 
2412 South 7th St. St. Louis 4, Mo. | —Photos Courtesy Pacific Stationer. 
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Carbon Papers + Inked Ribbons + Carbon Paper Ribbons - Carbon Copy Sets + Spirit Carbons + Master Units + Printed Master Sets « Duplicating Supplies + Copyholders 




















EXPERIENCE 


that can be acquired only through 
sixty-three years of uninterrupted 
quality production... now 
combined with the most modern 
merchandising and packaging 
methods. 


DEPENDABILITY 


of products and service ... man- 
ufactured and supplied by one 
of the few remaining owner- 
managed corporations in the 
ribbon and carbon industry. 





la 
en 


CURTIS-YOUNG 


coerosats on 






CURTIS-YOUNG CORPORATION 


DUPLICATING PRODUCTS THAT 110 West 18th Street, New York 1, New York - ORegon 5-3636 


REFLECT YOUR GOOD JUDGEMENT U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 
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iow with automatic multiplier 


oleae 


fast, quiet operation 


the automatic multiplier feature, at a cost un- 
believably low is added to build your profits; 
300 Park Ave, NY 22 


write to:—”“addo-x inc’ 





typewriters with “sales appeal”; perfect touch; 
valuable franchises open 
300 Park Ave, NY22 


desirable features 


write to:—”“addo-x inc’’— 


the following year the bidding by Reno, Nev., and Monterey 
Calit., is spirited 

Bob Heath is succeeded to the presidency of the 49ers Trav 
elers Club by Elgin Burke, S. E. & M. Vernon, Inc.; new vice 
president is Charles Laumeister, The A. Lietz Co., secretary is 
Augie Erickson, Joseph Dixon Crucible Co., and treasurer is 
Al Brandhofer, re-elected. Wally Jones, W. A. Sheaffer Pen 
Co., and Ray Langley, Old Town Corp., were elected to execu 


tive committee 





The famed Simp-fony orchestra which en- 


Top Picture 
tertained in Cottage No. 34. From left: George W 


“Mick’’ Hall with ‘‘boom bucket bass’’; Lee Courtney, 
pianist; Elgin Burke, trumpet; Harry Shook, sax; and 
H. G. “‘Bud’’ Konnersman, drums 


Bottom Picture—Happy table group at 49ers’ Old 
Timers’ dinner and entertainment: Seated—Dede Lau- 
meister, Janette Dickinson and Bud Mercer; standing— 


Jim Lombardi, Charles Laumeister and Dick Dickinson 


A men’s golf contest on the enjoyable pitch and putt course 
returned the following winners 

Low Gross—Lee Schaeffer, Bert M. Morris Co., and Ray 
Langley, Old Town Corp., tied with 30 

First low net—Danny Kerr, Robert | 
Orman, Orman & Wyant, tied with 25 

Second low net—Ray Sinnett, Bates Mfg. Co., Don Lindsay, 
and William Lashbrook, Esterbrook Pen 


Smith Co. and Harry 


Curtis Lindsay, In 
Co., all tied with 26's 

Nearest to pin—Ted Caswell, F. S. Webster Co., 66 inches 

Ladies golf winners were: 

First low gross—Mary Lou Morrill. 

Second low net— Jean Grant. 

Most pars—Mabel Erickson, Jewel Ruffner, Helen Roselle 
and Helen McWhorter. 

High score—Ethel Shaw. 

Paul E. Burbank’s address on the modern space and distance- 
conquering age was a highlight of the annual banquet presided 


over by Governor Furrer 


Plus, Inc., Opens in Greenville, $.C. 


Plus, In lealing in office supplies and equipment, has 
been established by Herbert F. Carson at 27 Wade Hampton 
Blvd., Greenville, S. C 
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Cluttered top is fault of desk — not the person 


Are men really neater than women ? 


CTE HEHEHE EEE HEHEHE EET EEEEEEEEEEE SEES EE EEEE ESTEE EEESEOOEEEEE SEES EEE S EEE ES ESSE ESOS ES SSESS 


Time-wasting “desk top clutter’ can now be 
eliminated for both men and women 


SHEER EHH HEHEHE EEE E HEE EE EEE ESHEETS EEE EEE EE EEE ESE EEE SSO ESSE EEEEE SEES ESSE EES ESSE EEO ESEEES 


There are off-the-desk trays for 
incoming, outgoing and pending 
letters, off-the-desk space for 
work organizers, work separators, 








We don’t want to get into any argument about the 
neatness of men versus women. But Shaw-Walker 
does know that desk neatness and work efficiency 
have a definite relationship. When new Shaw- 
Walker ‘“‘Clutter-Proof” Desks go into an office, 
work efficiency and work output go up. Here’s why. 

Fully 75% of the things that drift around on top 
of other desks have a specific place inside this desk. 


) SHAW-WALKER 
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deferred projects, tickler, binders, 
books, pads, forms, card lists. 
Most ingenious of all is an in-drawer wastebasket 
and provision for in-drawer phone! 
With a Shaw-Walker ‘“‘Clutter-Proof’’ Desk, 
usable working space on the desk is actually doubled. 
See these new color-styled ‘‘Clutter-Proof”’ 
Desks at our local branch store or dealer or write 
Shaw-Walker, Muskegon 4, Michigan, for booklet 
“This desk is time-engineered to help you.” 


Largest Exclusive Makers of Office Equipment 


Muskegon 4. Mich. Representatives Everywhere 
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10th Region Attracts 
Near Record Crowd 


@ i. NEAR RECORD gathering turned out the 10th 
district meeting in Denver's Cosmopolitan Hotel with registra 
tion topping 300 

Governor William H. Kistler, Kistler's, Deny 
the large group on Friday morning, May 16, and the meetings 
immediately got underway with a rousing discus 
sion led by Paul Burbank, executive vice president 
of the NSOEA. Dealers participated, revealing 
that a goodly number already had put into practice 
the programs leading to a better sales force and 
increased profit 


welcomed 





NSOEA President William Diel J was the luncheon 
speaker, giving his talk, “Up Out the Chair’ to the assem 
bled dealers and travelers. The afternoon session was given ove! 
to Dr. Ralph Cies for his talk “Management for Profit 

Following the Denver dealer's cocktail party, the “Windsor 
Players’, famed in Denver for their melodrama presentations 
were brought in for a full play, “The Secret of the Sawmill 
complete with music. This progra vas given by the Rocky 
Mountain Travelers Club. 

An early morning sales rally, at which many dealer salesmen 
from the area were in attendance, featured talks by Herbert S 


Morgan, vice-president of the NSOEA field division; Edwin H 
Mosler, Jr., vice-president of the unufacturers’ division 
Walter Crump, assistant to the president of the Silas Dean 
Organization, Inc.; and Paul Burbank 

Officers were elected following the session with Gene Calkin 
New Mexico School Supply Co., Albuquerque, N. M., elected 
governor and Al Bachman, Bachman’s, Greeley, Colo., lieuten 
ant governor. The 1959 session will be held in Albuquerque in 
a new hotel which is now under construction 


After the banquet on Saturday, the Rocky Mountain Trav 
elers named their first choice for r salesman of the year 
Gene Connell, New Mexico School Supply Co. was the man 
designated for the honor. Two ot! salesmen, John Durbin 
Bachman’s, Greeley, Colo and Ger! Muratet Kistle: S were 
also honored. The winner received heck for $100 and the 
two other salesmen each were awar $ for their sales 
effort. 





to Gene Connell, New Mexico School 
Supply Co., Albuquerque, N.M., left, for being named ‘Dealer 
Salesman of the Year’’ in the 10th district. Lloyd Johnson 


Congratulations 
Rocky Mountain Traveler chairman the honor 
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Governors . . . Bill Kistler, retiring 10th District governor 
greets his successor, Gene Calkins, New Mexico School Supply 
Co., Albuquerque, N.M 





Happy Group »f Rocky Mountain Traveler officers include 
Lloyd B. Johnson, Boorum & Pease, first vice-president; Carvel 
McWilliams, The Globe-Wernicke C president; Richard W 
Sheble, Lyon Metal Products, second vice-president; George 
E. White, mfrs’. rep., secretary; and Glen G. Barklay, Car 
penter Paper Co., treasurer. Bud Monnich, Ennis Tag & Sales 
book, not present, was named sergeant at arms 





awards also went to Gene Muratet of 
Kistler’s in Denver, and John Durbin of Bachman’s in Greeley, 
Col 


Dealer Salesman 
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Caught by the Camera... 


Jew Mexico delegation includes Gene Connell, New Mex 
Sch upply Co., winner of salesman of the year 
award; L. W. Oswald, Clovis Printing C« Clovis, N.M.; 
3ene Calkins, New Mexico School Supply, new governor 
ind George Burkhard, New Mexico School Supply 
Harold Richardson, Richardson Office Supply Co., Grand 
inction and Eldon Cloud, Albuquerque Stationery 


Albuquerque NLM 


4 


Tw young men claiming to be old timers were George 
Nelsor Weldon Roberts Co., and George Walcott 
VV son-Jone a 


isbet Stationery Co - Cheyenne, Wyo > Harry 
C } 77 Ti Marion Cooksie, both hd vecke | S, Denver; and 
Fr nk Lipr Esterbrook Pen Co 


B Tonkir mfrs rep.; Mrs. Frankie McCall, Stanley 

Mfg. C Mrs. Tonkin; and Don Stanfield, Stanfield’s, 
~hevenne Vy 

6 Pt Prott uthwestern Stationers, Santa Fe, N.M., and 


hn Christianson, Quality Park Envelope C 


Mr Foitt mith, Scottsbluff Typewriter & Stationery, 
tt ff, Net Mrs. Betty Childres Weber-Costello; 


Mrs. Alber Logan, Pioneer Printing & Stationery, Chey- 
' Ww Ind Mrs. Barbara Colligan, Pioneer Printing 
. totior y 
8. Mr Louis Carlson, Charles R. Barry Co.; Mrs. Helen 
Masor it West Printing & Stationery, Colorado Springs 
Mrs. Annie Laurie Richardson, Richardson 
ffice Supply, Grand Junction, Colo 
hesley Horr Journal Office Supply, Sterling, Colo 
ck F. LaTorra, LaTorra’s, Boulder, Col and Jim Madi 
n irt Office Supply 
An interrupted discussion caught Charles Kendrick, Ken 
Intnl 82. ry Denver, chairman of the registration com 


tte. r huddle with Dr. Ralph Cies; E. O. Kistler 
Kistler enver; Paul Burbank; and Jack Kendrick, Ken- 
k-Be my, a past president of the NSOEA 


ner Pearce, Rocky Mountain Bank Note Co., Pueblo, 
7 Wilson and Joe Simner, Wilson-Jones Co 
nd Arthur Carlson, Charles R. Barry C 
A jelegoatior tron Utah included Curt Jewkes, ZCMI!I 
wholesale division; Shirl Taylor, ZCMI school and office 
y div Florence Crowther, ZCMI; Thad L. Peter 
n, Allsteel Office Supply Co., Salt Lake City; and Bud 
eagle t Lake Desk Exchange, Salt Lake City. 
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mie Of QUALITY and ECONOMY... 


It to last 
pice ty sel 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 





FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘“‘DURA-STYLED” 
Plastic Molding 
in. matching 
colors. 





STEEL DESKS 


Beautiful Kiln 
dried wooden 
top. All steel 
frame 
construction 
with Tool and 
Center drawers. 
Electrical outlet 
for accessories. 
3714"x60"x37" 


DRAFTING TABLES 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks...Bookcases and Sec- 
tional Bookcase... Telephone a 


and Utility Equipment and Engi- -— 
neering Blue Print cabinets. 








PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 


DEPT. O-7 


38-42 REVIEW AVE. LONG ISLAND CITY. NEW YORK 
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g. THE 
* JOSEPH DIXON 


MEMORIAL FORES 





Dedication of the new Joseph Dixon Memorial Forest and 
the 183rd anniversary of the capture of Fort Ticonderoga was 
attended by officials of New York State and local leaders of 
civic, historical and business organizations. The group which 
officiated in the dedication (in the foreground left to right) 
includes: Horace B. VanDorn, Dixon Crucible executive; Col 
Edward P. Hamilton, director of the Forst Ticonderoga Mu- 
seum; New York State Assemblyman Grant W. Johnson, Essex 
County, N.Y.; Joseph P. Templeton, secretary of Dixon Cru- 
cible and the American Graphite Co.; Leo A. Behrendt, vice- 
president of Dixon Crucible; Edward W. Littlefield, deputy 
conservation commissioner, N.Y. State, anc John H. G. Pell, 
president, Fort Ticonderoga Association 


Joseph Dixon Memorial Forest 
Dedicated in Graphite, N.Y. 


Che commemoration of the capture of Fort Ticonderoga, at 
Viconderoga, N. Y., by Ethan Allen and his Green Mountain 
Boys, 183 years ago, and the dedication of the Joseph Dixon 


Memorial Forest, were observed simultaneously May 10 at 
North Pond in Graphite, N. Y., under the auspices of the 
Joseph Dixon Crucible Co. 


Among the participants in the dual historical ceremonies 
were many state and local officials, historians, editors and 
civic and business leaders in the Ticonderoga area. The me 
morial program was followed by an informal luncheon at the 
Dock ‘n’ Dine hostelry in nearby Hague, N. ¥ 

The ceremonies were set to start at 11:0¢ 4.M. on May 10, to 

ghlight the historical fact that Fort Ticonderoga was taken 
from the British troops garrisoned there at approximately that 

yur of the sa lay in 1775. The dedication site lies on the 
west side of Route 8 highway, fronting the Joseph Dixon 
Memorial Forest which adjoins the Adirondack Park Forest 
Preserve. The land of this latter preserve was also a part of the 
Dixon Crucible’s properties until 1927, when it was sold to 
the State of New York as a forest preserve 

The dedication of the new memorial forest honoring Joseph 
Dixon was marked by the unveiling of three standard Adiron- 
lack signs facing the highway. Joseph Dixon, founder of the 
company of his name, 1s world-famous for his invention, early 
in the 19th century, of the graphite-clay crucible for melting 

etals, hailed as the greatest improvement in metallurgy since 
Biblical times and for which he was called “father of the 


More than entury ago Dixon, concentrating upon the 
velopment of graphite-based products for homes and indus- 
tries, acquired the Ticonderoga-area graphite mines. Mining 
yperations were closed down in 1921, but the mine was re 
tained by the company to safeguard its mineral rights and to 
serve possible emergency uses, since graphite is a strategic 


aterial. Joseph Dixon was very active in the community affairs 


OA-—7/58 








sti 
au 
an 
ac 
col 
ad 


In 
of C 


ac 


OU" 
Jor 


OF 








The Master Mind of Cash Control 


COMPLETE 
PROTECTION 
FOR SHOPKEEPER 
AND SHOPPER 










Sensational ! 
Simply Fantastic! 


> 
™ 





“For friendly 
shopping” 









REGNA 
Cash Master 
“The Dream 
of every 
Retailer” 


Revolutionary new 
streamlined Cash Register, with 
automatic, itemized receipts, numbered 


Mail the coupon—Mail it today—Mail it now! 








and dated, stamped with the Firm’s name; 


SS ee 




















, ‘ ! 
accumulating automatic customer j| REGNA CASH REGISTERS INC., 
fax! | 175 Fifth Avenue, New York 10, N. Y. 
counter, as well as built-in | Gentlemen: 

dd; hi 1 Please rush more information on the new Regna Cash 
a ding macnine, | Master and outline advantages of becoming a Regna Dealer. 
I 

In Canada: Regna Cash Registers I Name 

of Canada Ltd., 704 Notre Dame St. W. | 

Montreal, Que., and Business Equipment i Address 

Machines, 489-R King St. W. Toronto, Ont. i 

OUTSIDE CONTINENTAL U.S.: i City Zone State 


Jorgen S. Lien, Box 507, Bergen, Norway 
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NOW ...6 aw 
Garage Repair Orders 


The widest assortment the most competitive 
priced Garage Repair Order line ever available 
to stationers. That’s why this is the biggest profit 
announcement for you by Hano so far this year. 
The new Hano Garage Repair Order line offers: 
¢ Copy and form for your customer’s needs 
© High-quality bond or NCR paper with sturdy 
tag stock 
e Hano Snap-a-part carbon uniformity and 
convenience 
e Choice of six stock body forms 
© Special composition and backer at only small 
extra cost 
e Blank-headed triplicate sets available for 
special imprints 
Wide assortment, competitive price, top quality 
and good delivery can make the new Hano 
Garage Repair Order line a real profit maker 
for you... and this is only one of the many 
Hano forms available. Write for samples and 
prices today — judge for yourself, 





COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: 
Holyoke, Massachusetts 


Warehouse and Branch Plant 
Mt. Olive, Illinois 














lo commemorate Ethan Allen's historic exploit, Dixon pro- 


duced the famous Ticonderoga pencil, trade-marked by the 
Ethan Allen image. In recent years the firm has become strong 


ly identifed with Ethan Allen's Ticonderoga feat through a 
notable series 
vith Ethan Allen and his Green Mountain Boys 

Officials and staff members of the Joseph Dixon Crucible 
Co. who attended the ceremonies includ Horace B. Van 
Dorn, formerly vice-president and a direct Leo A. Behrendt, 
vice-president; Eugene R. Kelly, advertising manager of the 
pencil division; Ernest M. Raasch, assistant sales 


pencil division; Edmund A. Glauch, manager, graphite and 


advertisements linking its Ticonderoga pencil 


anager, 


lubricants division; Joseph P. Templeton, secretary, and Robert 
Tighe, advertising manager, industrial 


Doubles Space to Provide 
Office Furniture Department 


@ WHEN THREE YEARS of highly successful 


market convinced John J. Norton, office 


dabbling” in 


the office furniture 


supply dealer of Colorado Springs, Colo., that space for dis- 
play was the prime consideration, he was equal to the task 
Over the turn of the year, Mr. Norton's Colorado firm has 
xactly doubled its former size, utilizing the space acquired 
through the leasing of an adjoining shop of equal $1Z to create 
one of the city’s largest office furniture departments 

[he store is now split down the middle by what was for 
merly the left wall of the office supply store, with archway 
entrances cut through to provide easy traffic flow from one 
section to the next 

In acquiring new space, the Colorado office supply dealer like 


deepest’ office furniture dealership in the 


western states, inasmuch as the long narrow buildings are almost 


wise has achieved the 
150 feet long, providing plenty of space ompletely separated 


departments in all classifications 


Set Up Divisions 


In the offi supply division, which was originally the main 
store, the store is broken up into general bookkeeping supplies 
small office machines, typewriters and adding machines, printed 


forms, columnar forms, ink, carbon paper, and typewriter rib 


bon section school supply department, and commercial sales 
department 

Of equal dimensions, the new store on the left is devoted 
entirely to office furniture with the emphasis on “an unusually 
complete coverage of price ranges 

Well aware that the average oftice anager is convinced 
that mew desks, tables, and chairs, etc., are “overpriced,” Mr 
Norton has scotched this aspect by deliberately showing low 
price and top-price desks side by side. Offered for example, in 
the main window of the new office furniture division, is an all 
steel desk at $79.50, while adjacent to it is a luxurious cherry 
wood executive lesk at over $500 [The same thing has been 


] 


followed throughout the interior, with alternating low price 


and better-priced office furniture at every point 


Walls Are Decorated 


Walls are safely decorated in simulated oak paneling and 


such touches as simulated wall-to-wall carpeting, lamps, pi 


tures and pastel-colored wall sections, are used. There are no 
olumns or anything to obstruct clear vision into the in 
terior Of the sto! which 1s kept light until late at night to 
apitalize on downtown trafti 

Three salespeople will Operate from tl ottice furniture dé 


partment including Mr. Norton, and the sales territory will be 
extended extensively, to include Colorado Springs and sur 


rounding communities, in which many suburban business cen 
ters and offi building areas have grown, in tl past few 
years 

Able to display only one or two desks and a few files in the 
former ofti Mr. Norton has been thoroughly surprised at 
the latituds ope orf sales possibiliti s in the f d, he re 


t< 
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GLOBE-WERMIGCKE —|  .. 
FRANCHISED DE OU sell the world’s 


4 


most complete line of business equipment “4 















A world of opportunity opens up for you when you sell Globe-Wernicke § Globe-Wernicke business equipment is pre-sold for you by a consistent, 

metal business equipment, filing supplies, and accessories. You also enjoy dynamic national advertising campaign in leading news and business maga- 

the cost-saving advantage of ordering from one reputable source for greatly zines, plus a power-packed Sales Aid Program to develop local impact. If a 
mplified inventory, consolidated purchasing, and superior service. Profits you're interested in revitalizing your business, it will pay you well—and cost 3 
some from sales, and multiple sales come easier when you can offer § you nothing—to investigate all the advantages of securing a valuable 

your customers all the superior features of the entire Globe-Wernicke line. Globe-Wernicke Franchised Dealership. Write today for full information. 


ber success depends on the strength of your line GtiqQqoseet- W t & 8 « 4 


‘O) 


The Globe-Wernicke Co. « Cincinnati 12, Ohio 











Midwest Travelers 


vice-president; G. Max Keating, mfrs 


elected officers 
sion. Left to right sitting are Clint Cooper 
new president; Max Anderson, Oxford 


dent; and Glenn Evans, Columbia Ribb: 


Standing is Izzy Voda, Wallace Penci 
and Jack Lang, All-Steel Equipment C 





On the Stairs .. . before a business 
newly elected governor; Al Perry, Jr 
Midwest Travelers; Cort Horr, As 


es 


r 


File 

rep., second 

n & Carbon 
publicity 


Cc 
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juring the district ses 


& Supply Cc 


jJuditor 


n are 


é tiring pre 
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ited Stationers 


Esterbrook Pen Co., 


first 


vice-presi 
secretary 
chairman, 


rr 


lack Coleman, 


ident of the 


Chicago; and Wayne Gibson, Palace Office Supply, Tulsa, 
was in charge of the hotel and transp 


the meeting. 
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New Officers following their elec- 
tion included Karl Tollefsen, Bartlesville 
Stationery Co., Bartlesville, Okla., chair 
man for the 1959 convention; Powell 
Adams, S. G. Adams Co., St. Louis, It 
gov. for Missouri; Jack Coleman, Cole 
man Office Supply Co., Wichita, Kan 
new governor; Cuba White, South 
western Office Supply Co., re-elected !t 
gov. for Kansas; and R.R. Bricker, Brick 
er Typewriter Co., Norfolk, Neb., re- 
elected secretary. 


Luxury Resort Hosts 
Eighth District 


Sequoyah State Park, Okla. 


@ “MR. STATIONER” went ‘western’ for the annual meet 

ing of the Eighth District NSOEA with a high degree of suc 

cess if you take the word of the dealers, travelers and wives 

who attended the two-day session at the Western Hills Lodge in 
9 


Sequoyah State Park, Okla., Thursday and Friday, May 22-23 


Solid morning business sessions, coupled with a long work 


session in the afternoon on Friday offered the meat of the pro- 

gram to the dealers in attendance. The rest of the time was 

taken up with the pursuit of fun which ranged from water ski 
ing and boat rides through swimming, golf, and fishing. 

Registration figures topped 200 this year, with 

OA 56 dealers in attendance, most of them with their 

staff wives. Governor Lou Blair, Blair Office Supply 

St. Louis, opened the sessions early Thursday 

eam morning and quickly introduced NSOEA president 

William R. Diehl, Jr., who talked to the dealers 

in close terms during his “Get Out of the Chair’’ speech. This 

was followed by Paul Burbank’s “Business for Profit’ session 

in which he brought forth individual ideas from the assembled 

zroup on sales meetings, profit and harmony 


Foundation Discussed 


A joint luncheon, with the ladies present, followed. Vaughan 
Cr. Williams, Schooley Printing & Stationery Co., Kansas City 
Mo., brought the group up-to-date on the Eighth Region Foun 
dation, and the rest of the program was given to Louie G 
[hrogmorton, vice-president of Republic National Life In 
surance Co., Dallas, Tex. Mr. Throgmorton kept the entire 
group laughing throughout his talk, bringing up a continuous 
flow of humorous incidents relevant to his topic, ‘America’s 
Uncrowned King, the Business Man.” 

Friday's business sessions heard Homer B. Lay, manager of 
NSOEA, and Dr. Ralph D. Cies. After the luncheon, Edwin 
R. Mosler, Jr., vice-president manufacturers division and presi 
dent of the Mosler Safe Co., offered his “A Modern Approach 
to Safe Sales 

The travelers and dealers of the district then produced a 
down-to-earth sales meeting in the form of a series of one-act 
plays entitlted ‘Common Sense in Selling.’ This was moderated 
by Clint J. Cooper, Esterbrook Pen Co.; newly elected president 
of the Midwest Travelers Club, and Al S. Perry, Jr., Federal 


Stationery Co., retiring president 
Dealers elected Jack W. Coleman, Coleman Office Supply 
Co., Wichita, Kan., as their 1958-59 governor. Lieutenant gov 


rnors include Powell Adams, S. G. Adams Co., St. Louis, for 


(Continued on Page 136) 
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Candid OA Shots 


All Aboord . ready 
to take a scenic boat 
trip are, left to right, 
Mrs. Austin Woater- 
bury, Carter's Ink 
Co.; Mrs. George 
Constantine, Palace 
Office Supply, Tulsa; 
ee Mrs. M. E. Zook, Ace 
PJ Fastener Corp.; and 

Mrs. Leonard Wilcox, 
Roberts Printing & 
Stationery, Hutchin- 
son, Kan 






Early Breakfast chuckwagon style, is en 
ioyed by, left t right, George Constantine 
Palace Office Supply, Tulsa; and Ray Green 
street, Schooley Printing & Stationery, Kansas 
City, Mo. Completely in the shadow is Al S 
Perry, and in the background is John Chown 
ing, Federal Stationery 





Chuck Wagon .. . barbeque was Ready to Eat .. . are Mr. and Mrs. 
served on Thursday. Going down the H. Dorsey Douglas, Jr., of H. Dorsey 
line are Mrs. G. H. Bartlett, Bartlett Douglas, Inc., Oklahoma City. The en- 
Safe & Desk Co., Oklahoma City; tire group attending the convention 
Mrs. Jack Curry, and Mr. Curry, Al ate dinner under the blue canopy of 
Cook Desk & Office Supply, Okla- twilight. 

homa City 





i fie) 

n *. we” 
€. " : Ub 

Chairmen who worked hard to assure the 
success of the regional. Here are Bob Attaway 

Tulsa Stationery Co., ladies committee; Jim 


O’Brien, Boorum & Pease, traveler publicity; 
and Dan Scott, Scott-Rice Co., Tulsa 


Bet! . Art Carrow, 
Swingline, Inc., tells 
Mrs. Carrow as they 
challenge dealer 
Arnold Wolf, Tiffany 
Stand Co., in a black- 
jack game The 
money wasn’t real but 
the enthusiasm was. 





Pd Sed ni 





~~ ‘ al : # 





Swimming Pool Area . . . was where Jack Lang, All Steel Equip- , a 
ment Co., chairman of the Las Vegas Night party, found help in At Lunch . dealers Walter Ruedy, S. G. 
counting and distributing the play money used for gambling. He Adams Co., St. Louis; Bill Kennedy, William J. 
is helped here by, left to right, Mrs. Milton Hicks, Corry-James- Kennedy Stationery, St. Louis; and Powell 
town Mfg. Co.; Mrs. Bob Seat, Robert Seat Advertising Agency Adams, S. G. Adams Co., listened to the guest 
and Mrs. Lang speaker with enjoyment. 
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«PROFITABLE! 


DOUBLE-DUTY CALENDAR DESK PADS 
for every desk in every office 


CALENDAR 


DESK PADS Here's the desk-top personal secretary 


for busy people who can profit by a 

Recording appoint- permanent, visual record of daily trans- 

ap deer ama actions, appointments, expenses, and 
personal business notes. 


recording tele- 


phone transactions. ’ : am , 
quotations, etc.; It's the new, 12 month, full-size calen 


ins dition dar desk pad. Attractive for the finest 
penses for month; offices. Functional and convenient for 
scheduling future keeping a daily record of what has 
— been done and what is to come. For 
So, recording and organizing the month's 
and for dozens work. 
i een Convenient in size (17/2 x 2212). Am- 
—- ore valu- ple space for each day's notes and 
Cen memoranda. Twenty four pages to a pad 
Desk Pads sell on (one duplicate for each month hidden 


sight — at a profit 





from view to assure privacy). Printed 
in soft brown to match the leatherette 
binding and corners. Perforated for 
easy removal. Sturdy backing for year 
long use. Sheets take pencil or ink. 


PRICED FOR SALES .. . PROFITS! 
Desk Calendar pads retail for $3.50. Dealer markups range from over 
40% to 60% depending on quantity ordered. Minimum investment to 
stock. Easy to display. Requires little space to stock. 
Be the first in your area to get the new 12-month Calendar Desk Pads 
on the desks of your customers. Order your initial stock today, or write 
for price list and full information 





Available only from — 


DOOLITTLE & CO., INC. 


320 N DEARBORN ST . CHICAGO 10, ILL 
GET FULL INFORMATION . . . MAIL THIS FORM TODAY 


Doolittle & Co., Inc (Signed) = Asm -_ 
320 N Dearborn St 
Chicago 10, II! 


I 

! 

! 

! 

1 Please send me without 
obligation prices and 

1 full information con- 

| cerning the 12-month 
Calendar Desk Pads so 

1 } can start selling them 

1 right away 

1 

! 





j 
! 
| 
| 
| 
Company____ i aaa - j 
I 
! 
City & State 7 : . : : . = ~_ J 

j 

{ 
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8th District Meeting 





(Continued from page 134) 


Missouri; Don Arundel, Rader Office Equipment Co., Omaha, 
Neb., for Nebraska; Cuba White, Southwestern Office Supply 
Co., Wichita, Kan., for Kansas; and L. E. Scott, Scott's Office 
Supply, Bartlesville, Okla., for Oklahoma 

R. R. Bricker, Bricker Typewriter Co., Norfolk, Neb., was 
re-elected secretary, and William J. Schockley, Samuel Dods- 





Relaxing . . . between sessions were W. A. Stempel, 
Stempel Mfg. Co.; Rudy Johnson, Omaha Stationery Co.; 
Omaha, Neb., and Fred D. Pitt, mfgs’. rep. 


worth Printing & Stationery Co., Kansas City, Mo., was re- 
named treasurer. Karl Tollefsen, Bartlesville Stationery Co., 
Bartlesville, Okla., was named general chairman of next year's 
convention 

The site hosen for the 1959 regional meeting is Kansas 
City, Mo., on April 27 and 28 in the Hotel Muehlebach 


Devise Carbon Paper Ribbon Erasing 


The use of carbon paper ribbon (and acetate ribbon) for 
both electric typewriters and standard models, has made pos- 
sible a clear, sharp write which adds prestige to correspondence, 
and an improvement in copy reproduction by offset printing 
It is, however, a little more difficult to erase 

Weldon Roberts Rubber Co. reports receipt of many letters 
and inquiries asking for an eraser which will not smear the 
surface carbon. Checking on this, Weldon Roberts consulted 
several manufacturers of carbon paper ribbons to evolve an 
erasing method suitable to this mediun They found that al 
though a conflict of erasing purposes occurs, two simple steps 
will result in a neat, clear, smear-free erasure 









Walden RotAS Caeynetal Broom No. 365 <5. } 








Watdon Fete Giagntla Gacuan 3650 %%'5+ ote. " 





Pencil-shaped . . . Weldon Roberts erasers for erasing typing 
impressions made through carbon paper ribbons and acetate 
ribbons 


The first step recommended is to remove the surface carbon 
using Weldon Roberts Green Glow Eraser No. 448, a soft, 
paper-wrapped, pencil shaped eraser. A light circular motion 
gradually increasing the pressure as the carbon is absorbed, 
seems to give the best results. The final image can then be 
erased quickly and without smearing, using Weldon Roberts 
Graypoint Eraser No. 378 (paper-wrapped) or Weldon Roberts 
Graypoint Eraser No. 365 or No. 3650 Whisk (wood-cased; 
can be sharpened in a pencil sharpener or with a knife.) 

Samples along with a description of recommended methods 
are available from Weldon Roberts Rubber Co., 351-365 Sixth 
Ave., Newark 7, N. J 
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LONG LINE +--+- LONG PROFIT 


Sell the long line +> + 


of over half-a-hundred items. 


a build-up 


desk trays 


new horizontal 


build-up files 






Lit-Ning is unequalled for 
pace-setting design and quality of 
J construction. Fast delivery 

from two modern Lit-Ning factories. 
aid Long dealer profit on these 


fast-turnover items. 









card index 
file boxes 


new vertical 
add-on files 






in-and-out-board 


Lit-NING PRODUCTS CO. 
3907 Duquesne Ave., Culver City, Calif. 
Please send me my new LIT-NING CATALOG 
& Discount Schedule 


' re 





LIT-NING PRODUCTS CO. 


SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. ADDRESS ——— ——————————— 


MAIN OFFICE: P.O. Box 3370, Fresno, Calif. CITY _ZONE___ STATE eth, 
FACTORIES: Fresno, California * Fremont, Ohio. 








MY NAME 





OA-7/58 137 





District Six Meets 


At Nippersink 


Attendance Reaches 


New High — Bob Hedberg 


Chosen New Governor 


valiant efforts of Gov. Arthur Finger, S 

kee, and Don Sharpe, Reyburn Mfg. ¢ 

resulted in a record attendance of 203 

Region 6 of NSOEA. Nearly 40 deal 

at the sessions held May 25, 26 and 27 
At the business meeting Tuesday 


berg, Hedberg Office Equipment Co., Moline, III 


governor for 1958-59. Other officers 


Donald, Commercial Stationery Co., Cl 


governor; Quintus Frederickson, F: 





Hail and Farewell . . . Gov.-Elect Robert Hed- 


berg Office Equipment Co., M 
congratulafed by Retiring Gov 
S. J. Olsen Co., Milwaukee, Wi 


& Equipment, Aurora, IIl., lieutenant 
Guelzow, Bredesen's, Inc., Beloit, Wis 


Miss Betty Carroll, Carroll's Book & Office 
burg, Ill., secretary, and Ray J. Eichenlaub, Serv 


ucts Corp., treasurer 

An unusual event this year was a 
Sunday and sponsored by the Great 
Normally the first GLTC tournament of 


June, but there was no hesitation in responding to Gov 


er's invitation to hold the tourney in 
gional meeting. 

Sunday evening, when the 74 who p! 
the links, they were joined by about 


facturers, salesmen and ladies for a banquet 


Lennartson, OFFICE APPLIANCES, eg 
microphone notables were introdu 
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Genoa City, Wis. 
@ THE ATTRACTIONS of Nippersink Manor 


summer resort in southern Wisconsin neat 


I 


es! 
oe eeu 


Ni i: a | pa on - 
ecooco Supiheil sal: 


& 
® 


7 ~ a _ 


& 
Nippersink Manor . . . where more than 200 dealers, travelers 
and wives enjoyed a very pleasant two or three days 





prizes distributed. The low Zross score Of 80 was turned in by 
John Stuercke, Rogers Loose Leaf Co. Appropriately, the low 
est net score of the day was recorded by a lady, Mrs. Robert 
Krumwiede. This year was the first time ladies were invited to 
compete in a GLTC tournament. 

Most of the convention program was provided by the NSOEA 
national troupe. Dr. Ralph DeArmond Cies presented the sub 
ject, “Management for Profit,” and Paul Burbank, executive 
vice-president of NSOEA, discussed, “Business with Profit 
Che title of the address by NSOEA President William R. Diehl, 
Jr., Diehl Office Equipment Co., Columbus, Ohio, was, “Up 
Out of the Chairs Edwin H. Mosler, Mosler Safe Co., vice 
president of the manufacturers division of NSOEA, spoke on 
A Modern Approach to Safe Sales.”’ 

Ed Napp, Napp Office & School Supply, Manitowoc, Wis., a 
former governor of Region 6 and general chairman of the 1958 
assembly, was the luncheon speaker on Monday. In nice bal- 
ance, Mr. Napp presented some basic concepts of life and busi- 
ness as well as a few pertinent humorous stories. Some of the 
ideas that will be remembered by his listeners were 

Nothing in life comes from man; whatever is good comes 


through man Character is your inward self; personality is 
what shows of your inward self ... You are what you are be 
cause that is what you want to be A good business man 


cultivates his employees just as a good gardener cultivates his 
plants and flowers 
Although scheduled only for Monday afternoon, the Dealers 


(Continued on Page 140) 





At the Registration Desk . . . Mrs. Wes Montpas (just peeking 
into the picture) urges her husband to pay for two registra- 
tions; Sam Riggs seems a little doubtful, but Ray Eichenlaub 
(lower right) keeps smiling through and ends up making the 
sales 
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Camera Tour 
of Convention 


Events 





Gov. Finger Opens the Con- 





vention . . . Art Finger, gov- 

ernor for the second time 

though not in succeeding A Former Governor Is Lunch- 
years, calls the Monday eon Speaker . . . Ed Napp, 
morning session to order and general chairmon of the 
announces a record attend- 1958 assembly, speaks 
one earnestly on ‘Personal Ani- 


mation in Business.”’ 





After the Election . . . Lt. Gov. William R. Guelzow, Bredesen’s, 

Beloit, Wi Retiring Gov. Arthur Finger, S. J. Olsen Co., 

wauke NV Gov. Elect R t H H : 
pace tae, Fl ct epert_ creenerg, Medbenp: Cevice Sunburned Boys on the Golf Course . . . Maybe it was 

pment Ci Moline, Ill.; Lt. Gov. Quintus Fredrickson, Fred- 
Office Supplies & Equipment, Aurore, Il! twilight golf as Parley Cooley, Bates Mfg. Co., putted 


and was watched carefully by Jerry Henningson, Ameri- 
can Pad & Paper Co.; Chet Smith, Jr., A. W. Faber- 
Castell Pencil Co.; and Neil Short, mfrs. rep. 





Some Members of the Ladies Hospitality Committee . . . 


suelzow, Audrey Finger, Stella Eichenlaub, Flor- Out on the Sun Deck . . . The ladies gathered for brunch and en- 
emen joyed the distribution of fashionable ‘‘chapeaous’’ ond other prizes. 





po 


OA-7/58 139 











TENTED “CLEAN CHANGE” TYPEWRITER RIBBON 


“COPI-MATE.......... 


a complete 
* merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack ... The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED “‘CLEAN CHANGE" package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 

e CHART and FREE SALES LITERATURE... 
A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids. Display near cash register for quick 
impulse sales. 


COMPLETE LINE ... Leedal!l has a complete 
e line of COPI-MATE PATENTED “CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE” line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., inc. 
MILLTOWN, NEW JERSEY 


* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO..INC 
INKED RIBBONS - CARBON PAPERS - DUPLICATING SUPPIES 
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6th District Meets 





Continued from Page 138 


Forum, under the chairmanship of Bill Guelzow, Bredesen's 
Inc., Beloit, Wis., proved so interesting that an extra session 
was arfanged tor Tuesday afternoon. Both sessions wer 

dealers only permitting uninhibited expression of opinion 
Subjects discussed included dealer-manufacturer problems (di 
rect selling by anufacturers to consumers, minimum charges 
handling of complaints, special concessions to department 


stores); freight and parcel post problems (processing claims 


against carriers, transfer of title to merchandise after delivery 
I 


and inspection instead of at the manufacturer's platform, back 
orders and excessive freight charges involved); advertising and 
store display (per cent of sales spent for advertising, effectiv 


ness Of various types of advertising improving window dls 
plays, self-service fixtures, pre-priced merchandise); sales train 
ing and outside sales (selection of salesmen, division of 
tories, commissions and discounts, delivery problems) 

Although not an official part of the convention program, an 
interesting event was The Great Lakes Travelers Club luncheon 
on Tuesday. GLTC Pres. Bill Miller, Minnesota Mining & Mfz 
Co., ran a regular business meeting and revealed to the 
than 200 present just how many irons GLTC has in the fre 

At the banquet Tuesday evening NSOEA Manager Homer 
Lay gave a plaque to GLTC Pres. Bill Miller and a cigarette 
box to Gov. Art Finger. Announcement was made of Paul Bur- 
bank’s retirement as executive vice-president of NSOEA and 
his continuing on the NSOEA staff in charge of developing 
special association projects. The formal program ended with a 
brief address of acceptance of responsibility by Gov. Elect 


Robert Hedberg. 


Mrs. Faber Speaks at Conference .. . 





Mrs. Eberhard L. Faber (center), vice-president of the Eberhard 
Faber Pencil Co., was a speaker at a recent regional public 
relations conference of the Pennsylvania Bankers Association 
in Stroudsburg, Pa. Her topic was the importance of public 
relations to national organizations. She is pictured with 
Donald Z. Wade (left), president of the state association, and 
Mrs. Eula Smith, advertising manager of the Isaac Long de- 
partment store, Wilkes-Barre, Pa. 


Dixie Office Supply Co. Installs 
New Duplicating Machine Department 


W. B. DeLemos, owner of Dixie Office Supply Co., Mont 
gomery, Ala., has announced the establishment of a new dupli- 
cating machines department. Featuring Heyer and Geha equip 
ment, the department offers a complete duplicating service for 
Montgomery business, as well as sales on all duplicating 
machines 

Dixie Office Supply was an A. B. Dick distributor for many 
years, giving up the cepartment because of space considera- 
tion several years ago. The new duplicating machine depart 
nent located in the right rear corner of the store, is the store's 
irst re-entry into the held in more than five years 
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PANEL END TABLES 
Sizes: 60x30 

72x34 
96x34 







LEG TYPE TABLES 
Standard and Modular Designs 


Sizes: 30x18 to 96x34 

















TABLES 
Sizes: 30x18 to 36x24 








k 


Only Haskell offers you such a complete range of steel table 
designs—such a complete range of sizes—and such a modest range of 
prices. Yes, a table for every office need and suitable for 

every budget. That’s why Haskell tables are so popular and great 
for quick turnover. Made of fine office furniture steel with 

baked enamel finish, aluminum banding, linoleum tops and other 
fine features to make them your best sellers! 


To facilitate storage and inventory needs, Haskell All-Purpose Tables are 
shipped K.D. Write for Catalog and complete details today. 


STEEL DESKS | ; 
| Pp. 0. Box 5273 











TABLES |B oe. @€ 388 
CABINETS | ft 77 rrr pen PITTSBURGH 6, PA. 
| ACCESSORIES 
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CURRENCY GIFT ENVELOPES 


Justrite’s exclusive line of Currency 
Gift Envelopes appeals to all banks. 
Besides being positive good-will build- 
ers, these envelopes provide dignified 
advertising appreciated by clients. 

Banks furnish Currency Gift Enve- 
lopes to their customers to enclose cash 
gifts for Christmas Holidays and other 
festive occasions. The advertising value 
comes from the bank name imprinted 
on the envelopes. 

Justrite offers the 1956 currency gift 
envelope assortment in 21 beautiful 
steel-die engraved designs and 7 attrac- 
tive lithographed styles, both in 2 colors 
and furnished on classic white vellum 
stock with matching outside envelopes 
... the ideal line to stretch your profits 
and please your bank customers. 


YOUR JUSTRITE SALES PLAN 
Check these features of your Justrite 
Sales Plan... 

@ Complete line of standard, specialty, 
and unusual envelope products 


@ Easy-to-read wholesale and retail cat- 
alogs for dealers 


@ Full line-up of samples and sales aids 
Be a Justrite dealer and enjoy the benefits 
of your dealers sales plan. Write for your 
Currency Gift Envelope samples and Price 
List 9108S. 


Two Modern JUSTRITE Factories 


Jus 
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NORTHERN STATES ENVELOPE CO. 


300 East Fourth Street . Saint Pau! 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, SW + Atlanta, Georgia 
Sola for Resale Only 





Neen on the Move 


The National Blank Book Co. has recently announced the 
addition of three men to its sales force 

David Burgoyne, who has been in the stationery business for 
the past three years, has completed his training course in the 
San Francisco office and is now traveling in the San Francisco 
division 





David Burgoyne R. J. Mason Bert Nelson 

Roy J. Mason, now in the Los Angeles division undergoing 
training, had been with PBSW Supply and Equipment Co. in 
Phoenix, Ariz. for six years prior to joining NBBCo 

Bert Nelson has recently taken over the upper New York 
State sales area in the northeastern division. He replaces Robert 
Forbes who is returning to Commercial Enterprises. Mr. Nelson 
was formerly with the Kimberly-Clark Corp. in Boston 

e 

Milton Skala, manufacturers’ representative in New York 
City, has taken over representation for Clarin Mfg. Co. for 
reserve seat chairs in the greater New York area. He will cover 
five counties in New Jersey as well as the York metropolitan 
district 

° 

Marchant Calculators, Inc. has revealed 
that Alan F. Kelsey is now director of 
manufacturing. He took his new post on 
May 1. Mr. Kelsey is former director of 
manufacturing for Magna Power Tool 
Corp. in California, and he previously 
held the post of vice-president of the 
Hiller Engineering Corp. 

At the same time, it was announced 
that John E. Wilson has been named 
plant manager of the company’s Oakland 
factory, a new plant now approaching 
completion. Mr. Wilson was previously 
general superintendent of manufacturing. 

e 


A. F. Kelsey 


Peter G. S. Mero has been elected a vice-president and direc- 
tor of the Comptometer Corp. He was president and founder 
of the Union Thermoelectric Corp., acquired in March by 
Comptometer. He replaces as director Mrs. Jane Morgan Tar- 
rant, retired after 14 years as a board member. 

a 

Smith-Corona has announced the ap 
pointment of James D. Donovan as sales 
manager of U. S. Government sales for 
the firm. He will be responsible for sales 
of the company’s products to all govern 
ment departments. Mr. Donovan has pre 
viously served as general sales managet 
for the Underwood Corp. and prior to 
that was associated with the Sundstrand 
Adding Machine Co. He will be head 
quartered, with his sales staff, in the 
Smith-Corona building in Washington 
D. ¢ 





J. D. Donovan 


2 
[Three Minnesota Mining & Manufacturing Co. executives 
have been elected as vice-presidents of the firm. They are 
Maynard H. Patterson, who has been general manager of 3M’s 
international division; Robert W. Mueller, who has been gen- 
tl 1955; 


eral manager of e industrial trades tape division sin 
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© NBULOUS 
LUGGAGE, LEAT 


LUGGAGE + TRUPIKS + BRIEF’ 
UMBRELLAS - TRA 


coo what ¢ NEW...all that'e« NEW 


_ HUNDREDS OF FASCINATING EXHIBITS 


GOING PLACES WITH AMERICA 
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New! 


Relaxing 





~ 


Massage 





in the 


President's 





(‘hair 










Quality 

rotary motor 

creates gentle 
massage. 


Finger-tip 
control turns 
on and selects 
degree of 
massage. 






Harter Model 65 
f Executive Posture Chair. 


J we 





EXCITING! PROFITABLE! Here's another first for 


Harter dealers—true Swedish massage in a top executive chair. 


If tensions ... decisions .. . 


tied up in knots . . . have him lean back ina Harter 65. select the 
massage action he prefers and relax. Cool, extra-deep, molded 
foam rubber cushions in seat. back and arms transmit the correct 


cycloid massage gently. The bigger his job, the more your pros- 


pect will appreciate this chair. 


With the massage turned on or off, you have the finest of ex- 


ecutive posture chairs. The Tempo base and Spin-Easy adjust- 


ment are added new features. 


Your Harter man will tell you about the promotion package 


on this chair. It means extra and profitable sales for you. 








deadlines have your prospect all 








Lithe, Trim 
Tempo Base 


Spin-Easy Chair 
Height Control 


Extra-deep, Molded 
Foam Rubber Cushions 














POSTURE 
CHAIRS 


tt [al ARTE RR 











HARTER CORPORATION, 725 PRAIRIE, STURGIS, MICH. 
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and Lyle H. Fisher, who has been dir¢ f personnel rela- 
tions and industrial relations since 1954 
- 

George J. Belzel has been named sales manager of the Office 
and Institutional Fabrics division of the Virginia Fibre Corp, 
He comes to the firm after 33 years with Blanchard Bros. & 
Lane a leather firm where he was vice president and sales 
nanager. He will take responsibility the merchandising 
and distribution of Nylo-Saran for offi and institution I 
nishings 

oS 


Walter Douglas Cook is the new di: 
tor of sales lucation for The Glob 
Wernicke Co., it was announced recently 
by Elmer Rahe, vice-president of sales 


Mr. Cook, in his newly created post 
will be in charge of formulating a sales 
training progra for Globe-Wernick¢ 
sales personnel as well as for salesmen 
of the company's coast-to-coast dealet 
organization. Special emphasis will bi 
placed in the training program on d 
veloping in salesmen professional quali 
fications, including knowledge of offic 
layout, interi lesign, Office planning systems, an methods 


procedures 

Mr. Cook has previously served as manager of sales 1 
search and training for the Corry-Jamestown Mfg. Corp., will 
travel extensively to conduct sales meetings for deal and 


their sales organizations. 


. 
Carbon Paper Service Bureau, Toronto, Canada, has named 
three men to the sales staff. John Vanderschoot is now manage 


of the photocopy machines and supplies department. He was 
tormerly associated with school furniture and supplic ales 

Stanley Gallagher has joined the Verifax sales department 
He has been in this field for some time. Harold Collins has 
been named executive assistant to the vice president in charge 
of sales. Mr. Collins has had previous sales experience i> 
Canada as well as in New York and London, England 

. 

George Bennett, president of the Bor- 
roughs Manufacturing Co. has _ been 
elected a director of American Metal 
Products Co, of Detroit. This firm is the 
parent company of Borroughs 

a 

Harold F. Bass has been named as re- 
tail stationery representative for the Au- 
topoint Co. of the west coast. Mr. Bass 
is now a manufacturers’ representative 
traveling in California, Arizona and Ne- 


vada. 


George Bennett 


& 

Stylex Seating Co. has named M. Denny Gains as representa- 
tive in the states of Tennessee and Kentucky. He was formerly 
a sales manager in the office furniture field. His services will 
be available for both distributors and dealers in his territory, 
and his headquarters are 1011 Stonewall Drive, Nashville, 
Tenn. 

. 


} 


Charles J. Lambert has been elected secretary of Kleinschmidt 
Laboratories and John R. ‘Walsh appointed controller, it was 
revealed recently. Mr. Lambert has been with the company 
since 1952 when he joined as contract administration manager 
He was most recently assistant to the secretary 

Al Spaide is now sales manager for Modern Ribbon & Car- 
bon Co., he announced recently. He was previously affiliated 
with U.S. Carbon and Ribbon Mfg. Co., Inc., for over 25 
years. 

* 

It has been announced that William M. Knapp, vice-presi- 
dent and general manager of Los Angeles Stamp & Stationery 
Co. has resigned his position after 19 years with the company. 
Mr. Knapp is a past president of the Southern California Sta- 
tioners Association. He is succeeded by William H. Beacham, 
sales manager, in the post of vice-president 
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Announcing NEW COLORS,NEW MODELS in Oxford PENDAFLEXERS, 


plus STAINLESS STEEL “SLIDE” RAILS 


Friction eliminated, effortless gliding of folders assured, with new 
exclusive stainless steel slide rails! 

Many models available in Desert Tan as well as Oxford Grey, as 
indicated below. 

13 models now in production, for every hanging folder deskside filing 
need. It’s the high quality line of mobile files. 






» 18 inch “Knockdown” Pendaflexer 


= This file offers the dollar savings of knockdown 
» design. Heavy gauge steel, baked enamel finish, 

sy) no sharp edges. Lock nut assembly is quick, 
" — simple and secure. Bottom shelf reverses, to 
provide either a platform or tray. Has 2” roller 
bearing casters. Outside dimensions, 28%” 
) high, 133” wide, 18%” deep. Shipping weight 
empty: 20 pounds. 


No. 412 KD 
grey only 





24 inch “Tudror’”’ Pendaflexer 


High sided bottom drawer 
has super-quiet full suspen- 
sion. Heavy gauge steel, 
baked enamel finish. 2” 
roller bearing casters, with 
brake on one caster. “Cabi- 
net juality” handles, two 
label holders. The sturdy 
sliding top locks for privacy. 
Outside dimensions 29%” 
high, 15%e” wide, 24%” 
deep. Shipping weight 
empty: 57 pounds. 


o. 432 Letter 
No. 433 Legal 


grey or tan 





Pendaflex Carry file 


Salesmen, club secretaries, use 
Carryfile as a travelling office. 
Home managers file bills, re- 
ceipts, income tax, insurance. 
Brass lock, sturdy double walls, 
piano hinge. Folders extra. 
Size is 10%” high, 13” wide, 
9” deep. 


No. 492 Letter size only 


Desk Drawer Outfit 


Hundreds of thousands used in 
deep desk drawers for instant 
reference to desk data. Steel 
tray complete with 25 Penda- 
flex folders, Selection of 100 
printed headings. 


No. 4042 Letter size ) grey 
No. 4043 Legal size } only 
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Desk Top Pendaflexer 


Size 13” x 13” x 10%”, with 
lock for privacy, and rubber 
buttons to prevent damage to 
furniture. Shipped empty in 
grey only. 


No. 452 Letter size 


Desk Side Pendaflexer 


This file is 28%” high. Offers 
24” of clear filing space, and 
is now supplied with back 
hinge-plate cover. Shipped 
empty, in grey or tan. 

No. 422 Letter size 

No. 423 Legal size 


17 inch Desk Side 
Pendaflexer 


This Junior model shipped 
empty in grey or tan, has ample 
capacity, yet fits snugly beside 
the desk for fastest reference. 
The sliding top locks for 
privacy. 

No. 462 Letter size 

No. 463 Legal size 


18 inch Tudror 


Pendaflexer 


Bottom drawer gives double 
capacity at less than double 
cost. Shipped empty, in grey 
only. 

No. 472 Letter size 

No. 473 Legal size 


w 
; 
: 
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OXFORD FILING SUPPLY CO., INC, 
CLINTON ROAD « GARDEN CITY, L.I., N.Y. 
St. Louis * Chicago * Dallas * Los Angeles 
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face it/, 


mart Dealer 





Fulton offers know-how on al! your marking 
problems. This specially designed kit consists 
of holders, stamp pad, tweezer, and rubber 
type ... deep cut for sharper and clearer im- 
pressions. Insist on only the finest .. . 


Fulton's 
BUSINESS OUTFITS 


Also 
check 
Fulton 


Write 
for your 
FREE 
CATALOG 
NOW! 





FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


Manufacturers of Marking Devices for Over 49 Years 





4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





It there is still a recession around somebody Db 
these people up in Nawth Carolina. They are still spendin 
money like mad what with remodeling, moving t irg 
quarters, and just plain opening new stores 

— 

Wilmington flipped its lid but goo Monday, May ) 
Shoemaker’s held its formal opening of the new, completely 
new store at 261 N Front St. Don't hay the complete le 
tails on this one but saw Jimmy a couple of days later and 
he told me between 8V0 and 1,000 people registered on th 
first day, Monday, and the celebration was to continue al 
week. If that keeps up just about everybody in Wilmington wil 
check in by week's end 

[The new store is semi-self service, 9,000 square feet on 


three floors, all brand mew and air conditioned. The ground 





floor features cards, 60 feet of them, gifts and office supplies 
Furniture is displayed in the basement with the third floor 
taking care of stock, machine repair and picture framing. The 
ultra-modern front is of Roman brick, similar to that used at 
Cameron Village in Raleigh. 
e 

When I say Wilmington flipped, it was no slip of the typ 
writer. Shoemaker had no more than moved the last truck 
load than J. M. Weeks closed a deal to move in on June 
Will have complete details next month on this one but you 
may as well change their address right now from 18 Princess 


street to 206 


. 

Edwards & Broughton’s new furniture display 1 
refurbished office supply section, plann an open 
celebration on May 27-28. The new job is sparkling like 
new dollar and the door prize list looked like a su 
draw so from where I sit it looks like it will be a gala affai 


indeed. George Taylor has done an outstanding job and 
be justly proud of the results. Fact is, business has 
taken a decided spurt even before the general pul 


look at the new job 


rht ts a 


a 

Comes now an entirely new firm, Wiiliams Office Equip 
ment Company, 528 Hay St., Fayetteville, N.( P.O. Box 12! 
Lamar Williams has pulled out of Fayetteville Office Supply 
and teamed up with Thurmond Williams (no relation) as 
partner. They a1 roing into a completely new stor l 
building is being modeled from the ground up and co ; 
2,400 square feet 

Additional warehouse space 1s availabl at the rear 
expect to add two additional outside men soon which will 
give them an outs! force of four men, counting both Wil 
liamses. Lamar quests that all manufacturing agents an 
factory people place them on their mailing list with at ist 


three copies of all catalogs, etc. They expected to op 
business about June 15 

Mentioned so time ago that Jimmy Croom had sold his 
interest in the office supply, book and gift section of Scott 
Book and Stationery Co., Asheboro, N.C. to Mr. and Mrs 
Glenn Southern and Mrs. George Sumner. They have incorpo 


rated and will now be known as Scott Book Store, In 14 
S. Fayetteville St., Asheboro, N.C. Jimmy will spend ful 
time in office machines, furniture and equipment. The new 
regime held open house on June 5 with refreshments and gifts 
ror everyone Glenn 1s spending most of his time on th out 
side shaking the tree and leaving the inside to the la 5 
* 
Got us another new one down in Florida too. Florida 


Office Supply Co., Winter Haven, has opened still anothe 
branch in Clearwater, 1865 Gulf-to-Bay. Frank Heath is now 


back with the firm after a spell on the “outside” and sport 
the title of manazet 
* 
Georgia is on the march too as indicated by a new 
in Toccoa. Dan Ofttice Supply, 144 Foreacre St wit 





| 


Of 








Is a split-personality 


necessary in selling? 


CERTAINLY! 


A salesman has to be two or three different people—as the 
occasion demands. 


JUST MENTION “SALESMANSHIP” 10 A GROUP OF BUSINESSMEN AND YOU'LL HEAR SOMETHING LIKE THIS: 


‘He's a high-pressure salesman—you can't get away from him.” 


‘He's such a nice, easy-going guy—il's a pleasure to do business with him.” 


This sounds like two different salesmen—but they could be talking about the same man. 





If you are out on the street calling on 
big users of office supplies and equip- 
ment, you know when to use small talk 
and when to turn on the steam. Some 
customers react favorably to aggressive 
tactics; others seem to prefer a low-key 


approach. 


But no matter what your approach, 
selling with ideas always makes you 


welcome. 


Here's an idea Fred Schaefer has 


used successfully calling on consumers 


for dealers ° 


Fred: (enters buyer’s office—throws a 
Sanford Foam Rubber stamp pad on 
desk, opens it and pounds with his closed 


fist on the side of the open container.) 
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See, Mr. Prospect—with the average 
stamp pad my hand would be cut and 
bleeding after that demonstration. 
Sanford’s new foam rubber pads with 
the rolled edges can’t cut or scratch. 
People prefer using a safe pad—espe- 
cially when it makes 100,000 clear im- 
pressions before re-inking and can't clog 
even 6 or 8 point type because there's 


no lint to blur the impression. 


Maybe you have some tested ways of 
selling with ideas. Send them to us. We 


hope to keep on giving some to you. 


Cuar.es W. Lorcren, President 
Sanford Ink Company 
Bellwood, Illinois. 
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STOP! LOOK! SELL! 


America’s most complete line of . . . 


@ DRAWING SETS e DRAFTING MATERIALS 
e@ DRAFTING INSTRUMENTS » DRAWING EQUIPMENT 
e DESIGNING AIDS e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 














No, 5013D - FREE Counter Display, No. 5000D - FREE Counter Display 
with 12 Alvin Mechanical Lead Holders. with 12 Alvin Precision Lead Pointers. 
Pocket size, featherweight-push but- Four knife-edge blades -ossures a per- 
ton design with finger-tip control. A fect true point every time. A sure bus- 
real sales stimulator! iness builder! 


Retell price:......... $17.00 
SE ME ard, «6 v's 0:8 o.0 10.20 
Your profit:.. 















No. 5018D FREE Counter Display 
with 24 tubes of refill leads, 12 leads 
to o tube. A choice top grade refill 
drowing lead of superior quality and 
strength. A reol soles leader. 


No. 5012D - FREE Counter Display 
contains 12 lead holders H, 2H ond 
4H having 2 ea. with clip and 2 ea. 
w/o clip of ea. A traffic stopper. 








Retail price:......... $16.50 Retail price:........ $19.00 
CS re ee) Pe MOOR es yeecaws ss 11.40 
0 Ee er 646 Your profit: ....c....05 7.60 






THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


FR-; GIANT - NEW 
e 


1958 ALVIN 
CATALOG 
84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also on ideo! 
soles tool. 









“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 


ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | hove checked below. 






C) FREE folder showing Alvin's complete line of 
Sales Aids 


0) Ne, 5000D 


0 FREE 84 Page Catalog 


0 Ne. 5013D No. 5012D No. 5018D 


CO Informetion on FREE imprinted envelope stuffers on above items 


Name Title 








Company 


Address 


City Zone State 
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Charlie Dance and Furman Cooper as wners. Mrs. Dance 
is much in evidence also, leaving the boys more time fo 
side digging 

~ 

The newly fi d Carolinas Chapt f the Southern 
Travelers Club held its first sales rally in Charlott June 
7. This was an all-day affair, aimed specifically at tl ilers 
ind their sales people in the two Carolinas. A very pr 
gram was set up, directed toward sales training, but th a 
touch of entertaining thrown in via a “‘friendshy 
buffet dinner and horse show thrown in for gi 
Complete details, and results, will be given next 

a 

Just got w Roz Evans, Evans Book Sto: Morris- 
town, Tenn., has severed relations wit! rm an look 
ing around tor a traveling job Roz is ell qualif 
less he has “landed” by the time you boy ead thi in 
let him know of any openings 

@ 

Bill Shaw, Bill Shaw Co., Charlott N.C., wa busy 
man during the early part of May entertaining his thes 
from England. They were in World War One toget!l ind 
had not seen cl other since 1918 [They made « Tast trip 
around Florida and then another one to Canada it 
Sistel 

ww 

Anybody got a few extra names for boys they ain't using 
Bill and Virginia Lawing, Kale-Lawing Co., Charlotte, could 
sure use one. They made it three boys on May 7, with Scott, 
tf and Preston, preceding but he must have taken them by 
surprise because they didn’t have a boy name _ hand 

€ 

Ray Forsythe, Parker Pen Co., retired as of May ind 
turned the reins of his Florida territory over to Ray, Jr. Ray 
Sr. will put in his time as part owner of Tropical Pen Co. of 
Miami. Carl Rhodes, Parker rep. in Jacksonville wil! 
up to district manager with probable headquarters in Atlanta 

i. 

Elmer Slack suffered a severe heart attack the latter part 
of April and was confined to the hospital in Jacksonville for 
several weeks, part of which time was in an oxygen tent 
However, my able held man” Inky says he was to nome 


the next day for a long convalescence. Better take 


now, Elmer: 


e 
S. E. (Ed) Russell, F & R Office Supply, Orlando 
suffered the loss of his son Bob, age 19, on May 2 in ar 


mobile wreck. I understand Bob was working for hi 
F&R 
. 

Ray Lawson, Mitchell-Dixon Co., Greensboro, N 
this writing is in critical condition at Cone Hospital 
ruptured blood vessel in his head. On checking today 
holding his own but not gaining any. He was at th 
a week ago for an x-ray when the vessel burst so they 
him to surgery instead. Had it happened anywher 
would have died before they could stop it 

é 
J. Ed. Rary, Brady Printing Co.., N. Cc. 3 


erated on May 5 for a ruptured disc and on checking 


1 ple te suc 


Statesvill¢ 


hospital found that the operation was a cé 
will be looking for Ed back on the job soon 
m 


After a long and trying illness our old and faithful 


Jim Cooper, Jr. died on May 11. Jim was another of the 
school” and one of the industry's and travelers most dev 


and active members. He will be sorely misse 
* 

It came as a complete surprise when | ceived the ann 
ment of Jim Seybt’s death on May 16. He suffered a 
heart attack on the 15th and died the next day. Jim wa 
president and secretary of W. A. Seybt & Co., Greenville 

7 

Many thanks this month to “Inky” and two new 
Charlie Walter and Bryon Smith. Keep ‘em coming bi 
sho needs ya. Thanky to George Wilkerson too 
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Pretty Soft 


FOR YOU AND 
YOUR CUSTOMER! 








OFFICE 
CHAIR 
CUSHIONS 


All cushions are available in 
Saran, Plastic, Fabric, Fibre 
and Corduroy coverings in a 
variety of colors. 
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You’ve got it “pretty soft” when you stock C-FOAM 
office chair cushions! Quality and comfort for your 
customers... sales and profits for you! 

Manufactured under meticulous and scientific con- 
trol methods, C-FOAM maintains lasting resiliency 
throughout years of constant use. 

Millions of tiny uniform air bubbles guarantee a 
lifetime of cool comfort. 

For the economy-minded customer, we recommend 
the fast selling MOLTEX line. Made of the finest 
shredded C-FOAM and adhesives, MOLTEX office chair 
cushions are designed for the volume market, yet 
retain the same quality of fabric and materials used 
in the C-FOAM line. 


For more profits TODAY, order your cushions NOW! 


MERICAN 
ATE 


PRODUCTS CORPORATION 


3341 West El Segundo Bivd., Hawthorne, California 
ORegon 8-5021 « OSborne 6-0141 











Big ZL 


Your consistent pay-off 


for eraser sales! 


DAY-IN, DAY-OUT DEMAND for World's Qua 


Duality 
Weldon Roberts Erasers is your answer to eraser profit 
a a 

ber 


home and office needs the multi-use Weld 


shown here. When you sell one number, sel! the other three 


same time! 


333 INDIA 2: 


1 STANDARD RED ERASER FOR FFICE 






NO. 333 INDIA. Finest quality red rubber 


ture for clean erasing of pencil writing. 


. aor 
meee 


; Water Rekelts Saaner 
fea Foret Pink 
beg, 40 

se 


ad ——_ 
2 FOR PENCIL ERASING & CLEANIN 


CORAL PINK. Soft, smooth, pliable pink 


K 


tex 


dard 
FOUR 


at the 


rubber, 


in popular “stubby” double-bevel shape for easy 


handling. 





3 FOR INK & PENCIL ERASIN 
SEMBLE. 


A “combination” eraser, with pink rub 


ber section for pencil erasing and cleaning, and 


{ 


same-size gray rubber section 
Versatility plus, in one all-quality eraser. 





4 FOR CLEANING. NO. HEX 


Hexagonal-shaped eraser of 


ior erasing 


matchless 


ink 


quality 


pink rubber for a wide range of erasing and 
cleaning on drawings, thin paper, tracing cloth, 


books, fabrics and wallpaper. 


ORDER AND FEATURE TODAY! 


WELDON ROBERTS RUBBER CO. 


365 Sixth Avenue 


World’s Foremost Eraser Specialists 


Waldon Robeils 
Enanar> 


Correct Mistakes in Any Language 





Newark 7, N.J. 








Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





WELCOME from all of us in 
Friendly Fifth to the new general mar 
ager of NSOEA, Charles M. Mortensen 
We all want to tender our thanks and 
appreciation to a real guy, Paul Burbank, 
for the splendid job he has done. M 
Mortensen will really have to step t 
those Burbank shoes. Good Luck 

s 

By the time you read this, you will a 
have received the new edition of . 
Fifth District Travelers Club Roster, a 
beautiful job turned out by The Colum 
bus Blank Book Co. of Columbus, Ohio. The purpose of the 


loose leaf style is to facilitate corrections and additions, and 





the cover will last indefinitely. 

There will be mistakes found in this edition, as is common 
in work of this type; most of them are due to the negligen 
of us travelers in sending in current information. Those 
who wish to make changes, additions, or corrections, get 
information to the club secretary, Andy Miller, 15210 Ker 


wood Rd., Oak Park 37, Mich. 


of yo 


. 
Doyle D. Browning is the new representative for The Globe 
Wernicke Co. in Indiana, Kentucky and Tennessee. He repla 
the veteran George Handorf, who has retired. Mr. Browning 
sides at 116 Southland Blvd. in Louisville, Ky 
WELCOME BACK to Norm McKinley, Yakes Office Supp 
Co., Grand Rapids, Mich., after a long illness 


& 
SIR STORK FLIES ON: 
Rosie and Heron Frey came up with a new son on April 24 
Heron is associated with his dad, Art Frey, as manufactu: 


representative 

Marge and John Kuhlman, Minnesota Mining and Manuta 
turing Co., were blessed with their second child, a son, on Ma 
14. They named him Mark 

The Billy Kanes are “gramps” again; daughter Nancy 
Saunders had a baby boy on May 12. CONGRATULATIONS 


= 
Helen and Al Christen, Lewis & Christen, Fort Wayne, Ind 
are just back from a well-earned Florida vacation. They ma 


off their two daughters this spring. 
© 

Ray Carry has left Esterbrook Pen Co. after 12 years 
is now representing Associated Stationers Supply Co 
diana 

o 

Chapter Fifth District Travelers Club 

ecting of the season at The Hickory Gr: 
Club rooms in Cleveland on May 26. Final plans were made f 
the annual golf party on June 26 at Sleepy Hollow ( 
Club 


The Cleveland 
the last luncheon 


s 
The Madison Stationery Co. has moved to a new and large 
site at 531 Madison Ave. in Covington, Ky. The owners 
Mr. & Mrs. Pete Kappas. 


s 
John A. Punessen is the new representative for C. Howa 
Hunt Pen Co. in this area. John resides in Litchfield, Ohi 
= 
Robert R. Holous of Maple Heights, Ohio, is now rep 
ing Avery Adhesive Label Co. 
™ 


MORE DOINGS at Central Office Supply Co. in Det 
Miss Geri DeMatteo is the new bookkeeper, an import 
Schenectady, N. Y Chuck Graci, from Cincinnati, is 
new stock foreman Zilpha (Zip) Maher, long time wit 
Richmond Backus Co. of Detroit, is assistant manager of t 
Michigan Theatre Bldg. store. 

* 
William E. (Bill) Fink is now selling Designcraft D 
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This excitingly new 


PEERLESS 


ZU) 
LINE OF EXECUTIVE FURNITURE 


promises you a profitable, new sales experience. 


Don’t take our word for it. We’re only repeating the comments ex- 
pressed by office furniture dealers who attended the premiere showing 
of the Peerless 20th Century Line during the recent NOFA exhibit- 
convention. 

It’s a new design concept in enduring metal. Available in a wide 
choice of functional colors; including a complete range of models de- 
signed to serve today’s merchandising needs. The stylized vinyl edging 
is a standard feature on all models of the 20th Century Line. All pull 
shelves are finished in Textolite, which matches the color choice of the 
work top surface. 

Like more facts? Write for the literature offer below. Better still, ask 
for a Peerless representative to present you with all the facts. He’s at 
your service. 










Write today for your copy of 

Brochure No. 137. In the return 
3 E E R L E S$ S mail you'll get all the facts. 
STEEL EQUIPMENT CO. 


eye) @Mal-d-a-)-) ae Od ll 


NEW YORK CHICAGO HOUSTON LOS ANGELES 


Our 25th Year 






_ a metal desk, file or table for every office need 
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SMEAD'S 
CARD 
INDEX 

GUIDES 


Every insurance office has many uses 
for card guides. Expiration dates, pros- 
pect lists, etc., are easily and inex- 
pensively kept current with these basic 
files. Although the 5” x 3” size is most 
widely used, still many insurance offices 
have other uses for larger sizes. Smead's 
alphabetical monthly or daily indexing 
styles, plus varied tab positions assure 
satisfaction for every customer need. 





SMEAD'S 
FILE 
BINDER 











Prong fasteners keep important cor- 
respondence orderly and secure File 
them in your file drawer 


SMEAD'S 
PROPOSAL 
COVERS 


= 


with fasteners, title plate and available 
with acetate window. Adaptable to all 
presentation purposes, perfect for keep- 
ing sales information and home office 
bulletins. Pressboard binder covers also 
available. 





Fill many important needs in insurance 
offices large or small. Used as a classi- 
fier and sorter of papers on top of desk 
or in drawer. 







sworr 
PANEL 
SMEAD'S 
LABEL 
HOLDER 
sys WALLETS 


Excellent for storing groups of policies. 
Card panel describes contents. Tape 
tie. Available in 1%" and 314” expan- 
sion. 


SMEAD'S 
FILE 
POCKET 





Used by adjusters. Excellent for bulky 
filing, case histories and miscellaneous 
filing and carrying. 





SHOW THEM 
SMEAD'S TELL-I-VISION 
FILING SYSTEM 


Whether their filing need is small or 
great they will readily recognize that 
the Tell-l-Vision System permits easy 
expansion and that the alphabetical- 


color signal system for finding—and the 
system for re- 
filing 


numerical 
placing 
accurate 


-colior 
does 


signal 


make fast and 


SMEAD'S 
POLICY 
WALLET 








Designed as a presentation piece for 
insurance companies to distribute to 
clients as a policy container. Imprint 
crea provided 


SMEAD'S 
FILE 
FOLDERS 





Every insurance representative needs a 
countiess number of them. Point out to 
them the advantages of our Two-Pli- 
Top Folder 


SMEAD'S 
EXPANDING 

WALLET 
in leather-like 

material 
This handsome wear resistant expand- 
ing wallet serves admirably for on-the- 
street calls. Sheds water like a duck’'s 
back 


SMEAD'S 
OPEN END 
LEGAL 
ENVELOPES 


Used for filing policies. Thumb “cut-out” 
at top to facilitate access. Flat and 
expanding to 2 inches. Perfect writing 
surface 

SMEAD'S 

VINYL 
PIGSKIN 
CARRIER 





Here is another Smead item which is 
proving populor in the insurance field. 
Keeps policies, proposals, etc., in per- 
fect shape for presentation. Available 
flat or expanding. 


Smead MANUFACTURING CO. 


Hastings Minnesota 
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Since 


1906 Logan, Ohio 








addition 


Acme Lamps, and Whirl-O-Matic Smokers in 
Cosco Line. Bill rs Ohio, Michigan, Indiana and Kentucky 
out of Bowling Green, Ohio 
a 
THOSE LUCKY VACATIONISTS! Debby and Jerry Devitt, 


Cal Long and Associates, are sunning themselves down on t 


golden sands of Miami Beach 

The Carter's Ink ¢ announces the following appointments 
Walter Marston is district manager, Paul Doherty represents 
the carbons and division and Walter Hanson the inks 


and adhesives division 


ribbons 


+ 
THE MOTOR CITY TRAVELERS CLUB reminds you that 


the annual Stationers and Travelers Golf Picnic will be held on 


July 23 at Glen Oaks Country Club. They promise the usual 
bang-up affair complete with all the usual attractions, including 
dealers 

* 

DON’T FORGET The BIG ONE coming up — NSOEA 
national convention in Chicago September 27 to Octobe: It’s 
getting close 

2 

This is another plea for some news from you guys and 

your name being in print doesn't hurt you or your compan 


and the people lik id about you. PLEASE! 


Silliman Associates Open New Offices 
And Warehouse in Dallas, Tex. 


Opening of new warehouses at 1203 Dragon St., Dallas, 1 
Ward H. Silliman Assox Inc., 
tives, are enabled t xtend their services in stocking 350 items 
from Quality Park Envelope Co. and Cosco “Office Fashion 
seating of Hamilton Mtg. Corp 

For Quality Park Envelope Co. it is the third warehous 
adding to facilities already establish 


1ates manufacturers representa- 


rangement in the nation 
in Los Angeles and Chicago. For Hamilton Mtg 
arrangement 


Corp it 1s Ct 


first stocking and selling 





The firm has 11,250 square feet of space in the building t 
gether with ample parking space. Facilities also include rail 
siding with two doors into warehouse and one into the inside 
truck loading dock. A display area is maintained in the air 


ustomers. 
Mrs. Katherine Childress, is in charge 
of the operations at 1203 Dragon St. She has been in the off: 
supply and equipment industry for 15 years, the past six witl 
the Dallas firm 

Wayne B. Preston and 
trade in the hve 
Mexico, Oklahoma and Texas 


conditioned offices tor 


Silliman’s secretary 


the sta 


Robert Silliman are 
southwestern states of Arkansas, Lou 


serving 


tionery 
siana, New 


Sure-Rite Enters Ball Pen Market 
Denver 5, 


precision 


The American Stencil Mfg. Co., 2714 Walnut St 
Colo., introduced a new line of Sure-Rite 
engineered ball pens as an adjunct to its well-known line of 
stencils and duplicating supplies. 

This venture for the 
Aaron, sident, in discussing 
ail at 49c, and the 


has just 


firm, stated Moe I. 
the Sure-rite “In 
All Purpose,” which 


move ts a. new 
company pi 


will ret 


perial,”” which 
will sell at 39c. Both lines feature the “King” size as well as 
the regular size 
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AIS If you want to keep customers... 






Stick to 
these rules! 





WHITE } Gill, %” ruled 3901, %” ruled 5011-13C, %” ruled C2-2865QR, %” quad- C2-161R, %” ruled 
PADS one side in grey, two sides in blue, one side in blue & ruled one side in blue, two sides in blue, 
BY x 11” \ 100 sheets 50 sheets red, 50 sheets 50 sheets 50 sheets 








CANARY /} 1135S, legal ruled, two 5011MR, Court Room Pad, C2-1641R, ¥%” ruled 3941, %” ruled 
PADS . sides in blue & red, ruled two sides in blue two sides in blue, two sides in blue, 
8% x11” \ 50 sheets & red, 50 sheets 50 sheets 50 sheets 
Follow these nine easy rules to success .. . for these ruled pads 
Ask abou ° 
i are the kind that most customers request. Keep those customers 
A , ; . 
Persona vi coming back by keeping these ruled pads in stock. 
—ano ' 
| “keeping aid! : 
cystomer- Get them all at R-B... keep them always in stock! 


r—t 


| Catalog, price list and Rockwell-Barnes Company . 


samples available to qualified 
Specialists to the Stationer Since 1903 — ee 


35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 





dealers upon request. 


R-B means 
REPEAT BUSINESS 


7) 
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OLD ENOUGH TO KNOW HOW 


...SOUNG ENOUGH TO TRY IT!/* 


*Old enough to know how to build the most practical 
drafting tables.... 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 















No. 850 ANCOWOOD 
DRAFTING TABLE 


¢ Spring balance 
height control. 
« Fingertip tilt control. 
« Ample shelf space. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 


No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 
table in drafting room 
and studio. 


















WOOD SPE 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 








*ANCO never deviates from its strict policy 
of selling through dealers only. 
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6th District Notes 


White Sox Take Title — in Bowling 





When the noise of dropping racks and flying pins subsided 
at the end of the 17th season of the Stationers Bowling League 
of Chicago on May 13, the White Sox team, captained by Sam 


Riggs, Riggs Sales Co., was declared champion by virtue of 
victory over the Indians, led by captain Dave Rucker. 





AT THE BOWLERS’ BANQUET... 


1. New Officers . Tony Donofrio, Doro Mfg. Co., president; 
Bill Slechta, Utility Supply Co., vice-president; Tony Cech, 
Utility Supply C secretary; Fred Bringardner, Horder 
Inc., treasurer. 


/ 


2. Winning Team . White Sox — Sam Riggs, Riggs Sales 
Co., captain; Homer Schulenburg, Horder’s, Inc.; Elmer 
Krumwiede, Krumwiede & Associates; Bill Barberio, Chi- 


cago Desk Pad Co.; Tom Cody, W. J. Saunders Co 

3. Individual Winners . . . Ed Deacon, Chicago Desk Pad Co 
high series; Clarence Clemen, G. J. Aigner Co., most im- 
proved bowler; Bill Silberstorf, G. J. Aigner Co., high game 
John Stuercke, Rogers Loose Leaf Co., highest average for 
the season 

4. League Founders Tony Peters, Horder’s, Inc.; Pop 
Krieger and Stewart MacDonald, both Commercial Staty. 
Co.; Gordon Kickels, Smead Mfg. Co.; Eldon Just, Just & 
Son 


The roll-off battle between the White So» 
second half of the season's competition, and the Indians, top 


winners or tne 


team of the first half, was said to be fierce, but inter-team 
fraternization was observed at the annual banquet on May 20 
at the Svithiod Club 

Awards for individual achievements went to John Stuercke, 
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Of 





REG.U.S. PAT. OFF 







Exclusive with 
S-O Binders! 
The Built-in 
Sheet Lifter is 
Stee!-Hinged. 











your 








LOUIS MELIND CO. 


LOS ANGELES 5254 Alhambra Ave 


CHICAGO 3524 N. Clork Street 
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suppliers? 


— LTLE 


RING BINDER 


When you show this binder... no other will satisfy ! 





Only the FAULTLESS S-0 has these big advantages 


RINGS ACTUALLY SLIDE APART 


No snapping open. Sheets won’t jump off the 
rings. No snapping shut to endanger fingers. 


BUILT-IN AUTOMATIC SHEET LIFTER 


Steel hinged, it lifts the sheets up freely over 
the rings, reducing friction and wear at the 
punched holes. 


300% LONGER SHEET LIFE 


Reinforcement of holes is unnecessary. No 
more torn holes and loose sheets. 


20% GREATER SHEET CAPACITY 

Design and construction of the rings provide 
1/5 more capacity without danger of spilling 
sheets. 


$-O SALES BRING BIG EXTRA PROFIT! 


S-O Customers stay sold — they insist on S-O 

. no “pop-open” substitute will do! So make 
sure all of your customers know about 
FAULTLESS S-O Binders. Let them try its 
effortless operation. You'll sell lots more .. . 
and repeat orders are 


STATIONERS LOOSE LEAF COMPANY 


are you 
_ tired 
af 


competing 
with 


Tab) 


DALLAS 714N. St. Poul Street 










sell 


\wlite 


the 
rubber band 
sold only 
through 


rt iebilelal-ta+ 
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that doesn’t vibrate 


It has welded tubular steel joints that dissipate 
stress, that can’t be shaken loose, that just won’t 
permit vibration. It’s a Hercules®. When you put 
a Hercules stand under one of your customer’s 
valuable business machines you are doing him a 
favor and the operator too. Shown here is Model 
86 TD, just one of a complete line of Meilink-built 
Hercules stands for all types of machines. Do you 
have our catalog? You should have. 


“ =) 
a 
_ r \\ 
= ' 
' 
' 
| 
i7 way 
I] | 
i ae | 
a | 
ie! a 
—a ry . . 


: 


This is the é. 
typewriter stand that 
won't tip 


It’s a Hercules too. Its Arched-Strut tubular steel 
construction not only prevents tipping but offers 
sure support for heavy electric typewriters. And it 
provides plenty of leg room for the Mpeg With 
or without Magic-Lok wings for left, right or both 
sides. Gray, green, brown, desert ae lime green 
or black baked enamel wrinkle finish. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 


Producers of the most complete line of 


insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS®—as well as busi- 
ness machine and typewriter stands, 
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Rogers Loose Leaf Co., for the highest average — 193; to 
Clarence Clemen, G. J. Aigner Co., as the most improved bowl- 
er; to Ed Deacon, Chicago Desk Pad Co., for highest individual 
series, including handicap; to Bill Silberstorf, G. J. Aigner Co 
for highest individual game, including handicap 

New officers elected at the banquet were Tony Donofrio, 
Doro Mfg. Co., president; Bill Slechta, Utility Supply Co., 
vice-president; Fred Bringardner, Horder’s, In 
Tony Cech, Utility Supply Co., secretary 

During a brief business meeting, Eldon Just, Just & Son, re- 
tiring president, announced that the league’s 1958-59 season 
will start on the Tuesday after Labor Day at the Fireside 
Bowling Alleys, 2648 W. Fullerton Ave. This is a return 
engagement after two seasons at the Timber Lanes alleys 


treasurer, and 





Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted May 6, 1958 


2,833,251. nage Instrument. Farnham F. Boyle, St. Louis, M 


nesne assignme Ritepoint Pen and Pencil C t. Lou Mo 

2 833,252. Fountain Pen. You K. Tom, Riverside i 

2,833,438 rinsed Applying Machine. Arthur A. Ander Falcon Height 

assignor to Mir ning & Mfg. Co., St. Paul, M 

"2.833 466 Calculati ing Machine, Including Ordinally Shiftable Factor Storage 
and Value Entry Control Devices. Robert E. Boyden in Gabriel, Paul B. Johnsor 

Anaeles, and Chr Christoff, San Gabriel, Calif., assignors to Clary Corp 

2,833 467. Calculating Machine, Including Ordinally Shiftable Factor Storage 
and value Entry Contre Devices. Chris A. Christoff and Robert E. Boyden, Sar 
sabriel, Calif., a Clary Corp 

2 833,473. Record Sensing Device. William T. Eng n, N. J., assignor 
Burroughs Corp t. NW 

2,833,475 Sesnetic Record and Record-Controlled Mechanism. Frank G. Dedek, 
Detroit, Mich., assignor to Burroughs Corp., Detroit, Mich 

2,833,499. Adjustable Mounting Means for Typewriters. Roland H. Lysedahl, 
nicago, Ill. 

2,833,860. Dictating System. Frederick W. Roberts, Fairfield, Roger C. Curtis, 
New Haven, and Lloyd R. Jones and Rudolf E. Freund, Bridgeport, Conn., assignors 


to Dictaphone Corp., Bridgeport, Conn. 


Granted May 13, 1958 


2,834,289. Zero Printing Device. Otto Haberkorn, Gerstetten, Wurttemberg 


Germany, assignor to Walther Buromaschinen Gesellschaft r b. H., Gerstetten 
Wurttemberg 

2,834,321. Ball- nl Writing Tip. George Duefre tepney, Cor 

2,834,353. Marginally Punched and Notched ‘setts Cards, Albert A. Rembold, 
San Francisco, on lif 

2,834,448. Blank Typing of Terminal Segments. Pier Le e, P France 

2,834,449. Combined Eraser Particle Collecting Device and Dust " Guard for 
Typewriters. W m Siskind, Takoma Park, Md 

2,834,457. Paes Packages. Robert M. Dunning, St. Paul, Minn., assignor, by 

e assignments, to Minnesota Mining and Mfg ) t. Paul, Minn 
2,834 542. Totalizer Engaging Mechanism. Oscar J indstrand, West Hartford, 
assignor to V ding Machine Co., Chicago 


"2,834 543. Multiplying and Dividing Means for Electronic Calculators. Willian 


Burkhart, €& } N. J., assignor to Monroe Calculating Machine Co., 
ange N J 
2,834,612. Posting Device. Henry A. Gripekoven, Bronxville, N. Y., assignor to 


ra, if New York, N. Y. 


Granted May 20, 1958 


2,835,058 Mounting for Calendar Pads. Henry Ray, New k, N 
to Ever Ready Calendar Mfg , Jersey City, N. J 
2,835,368 Stenographic Machine. Nicholas T. Berkelma antiago, Chile 
2,835,369. Key Interlock. Charles Schroder, West Hartford nn., assignor to 
nderwood Corp., New York, N. Y 
2,835,440. Flash Roney: Seine Means for Registers. Raymond J 
Winnetka, | ‘ to Comptometer Corp 
2,835,441 leslie Mechanism for Adding Machine Indexing Means. R 
W. Pitman, Laverock-H rest, Pa., assignor to Jerwood Corp., New 
N. Y 


2,835,511. Display Binder. Elmer W. Ericson, Chicag 
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, | @ new idea in metal chair design | Leffers = (cominued from page 13) 


‘‘Half of Opportunity Is Availability”’ 





oy Dear Editor: 
new beauty plus a unique In the March issue of Office Appliances (page 150) 
flared-back swee) there appeared a most interesting article concerning the 
which eliminates fice supply dealer who is unavailable when salesmen 
n scuffing contact all. 
with wall... It is true that factory and jobber salesmen are the am- 
n bassadors of the industry, but what is overlooked is that 


protects both chair 





the alert dealer is a salesman himself whose selling hours 
usually correspond with the selling hours of the factory 
man. Our executive functions such as planning, etc., take 
place at night when everybody else is home relaxing. 


back and wall 
















I suggest, therefore, that those salesmen who want to 
see me simply drop me a card several days in advance of 
—_ Con their intended visit and I will do my best to be here when 
they call. I think that most other small dealers would ap- 
is- preciate the same thing. 
ae Incidently, the next time one of the high pressure boys 
from a manufacturer comes in here he will be shot on 
sight! 
REGINALD B, ROCKWELL 
Newark Stationers, 
Newark, Del. 
New Phrase for Closing Letters 
Dear Editor: 
As a mail order house, of nearly 60 years existence, we 
t happen to know something about what “clicks” in corre- 
“ spondence. 
Recently, we received a letter from England. They did 
not sign it “Yours truly,” “Yours very truly,’ “Respect- 
aati fully,” or “Sincerely.” BUT, they signed the letter “In 
Arm Leg Chair good faith.” 
We liked this very much and used it in our own corre- 
spondence. A number of the letters we received were signd 
in the same way. 
Isn’t it a fact that the sterotype forms do not have the 
new Swit Path styling same ‘‘appeal” as something more sincere? 
Maybe I am entirely wrong, but it seems that so many 
people appreciate this different “closing remark.” 
BEN DAHLKI 
¢ Dahlke Stationery & Mfg. Co., 
by METAL-LUX - iiialo, N.Y. 
sé %9 te 39 
3 This trim-lined ultra-modern metal chair Typer”’ instead of “Typewriter? 
yi group combines a streamlined design of Dear Editor: 
a unusual beauty with useful function I wonder if it has occurred to others, as it has to me, 
f (chair backs cannot scuff walls). An ideal that the word “typewriter” has become somewhat of an 
J ~ chair for use in lobbies, reception rooms anachronism in the vocabulary of modern business. For 
iad U or offices. The armchair features deluxe instanc ¢, you do not say to your aacemety please typewrite 
Pray hg spring set comediinn aad Deal this.” You say “please type this.”” The operator of the 
Padded Seat) : Sokeeapie shan: p machine is known as a typist. Not as a typewriterist or a 
arm rests. Side chairs are available with typewriter operator. There is no confusion about this. 
spring or padded seat. Lifetime frame Everyone in an office knows that a typist types on a type- 
| construction and flawless finish make these | writer — not a typesetting machine. 
fine chairs virtually indestructible. The | So why not take the final logical step—and I believe the 
4 ““Swept-Back”™ group is designed for | inevitable one—and call the machine a “TYPER"? How 
IL, f 7 ‘ large volume sales and profits. Write | handy this would be! And how much more in keeping with 
d "today for the full descriptive details. office machine nomenclature of the times. 
nines “Typewriter” has always been a misnomer anyway. It 
Side Chair > never could write. 
(Spring Seat) there is nothing finer in metal CHARLES J. CUTAJAR 
Benaul Associates, 
New York 1, N. Y. 





MILWAUKEE METAL FURNITURE COMPANY mete re / ; 
Mr. Cutajar seeks Opinion on his suggestion. Letters, pro 


| 101 N. Campbell Ave., Chicago 12, Illinois or con, oll he publishe 1 
} 4 ; JOU, 
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Better Chairs 
4 mean 
Better Business! 





No. 69/2 Executive 
Posture Swivel Chair 
(Foam filled seat, back ) 





4 
No. 67 Arm Chair 

(Foam filled seat, back 

ri 

Office Chairs by Monarch, exclusively de- 
signed by Norman Hekler Associates, 
beautify any office are scientifically 
planned for comfort give years and 
years of service. They’re your calling card 


to better business 


Catalog and 
mats on request 


Seen at These Showrooms— 


MONARCH Executive Interiors Inc 
440 Fourth Ave. 1019 22nd St., N.W. 
New York City Washington, D.C 


MONARCH 


FURNITURE COMPANY, INC. 
HIGH POINT, N. C. 
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| 7th District Notes 









CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 


“Our Latch-String Is Always Out” 

Open House News: Thomas & Gray 
ston Co. of Minneapolis held open house 
on May 12 to show the gorgeous re 
modeling. More than 5,000 people paid 


the firm a visit. It was stupendous 
colossal, Mr Hubbs 
o 
Farnhams of Minneapolis. has re 
modeled the furniture _ store Clark 


Briggs, office furniture manager, states 
modern contemporary stylings show 
color, design, and stress function. Man, 





it was a beautiful showing (columnist’s 
note). Incidentally, Farnham’s now has branches in Duluth, St 
Paul, and Edina 
oa 

Celebrations: Midwest Beach Co. of Sioux Falls, S. D., cele 
brated its 70th anniversary. A tip of the hat to Mr. Shepherd, 
owner, on the recent modernization. The firm has consolidated 
and now has a printing & lithographing plant, office supplies 
and furniture, school supplies & furniture, business machines 
& warehouse facilities 

a 

Stork Notes: Gosh, no reports of new prospective dealers or 
representatives. Wait a minute, there’s one hovering over the 
Al Wilkinson family of Hibbing Office’ Supply. Al is store 
manager. With an advance notice like this, yours truly should 
get a nice big cigar 

2 

Trips: Can't seem to keep up with the wanderers. Mr. & Mrs. 
Al Sundberg of N. W. Stationers of Duluth just returned from 
a trip to the west coast. Al claims after driving through snow, 
sleet, & rain, he was glad to return to the sunny south south 
Duluth that is 

Oh say, I just received a card from Mr. & Mrs. McNichols 
of Amberg File & Index Co. They are making a tour of Europe 
The card came from Paris, France, Wee Wee, Woo Woo or 
something. Sounds like real night life, Mac, but I bet you 
sneaked in some time to see a French stationer 

e 

Grand Rapids, Minn.: Stoke's Printing had a grand opening 

on their new store. It was a dinger. 
e 

Paul Bunyon of the North: L. C. Goodhand is getting his 
home ready for the summer season. Road building is his spe 
cialty they say. (Just ask him.) 

Os 

Wedding Bells: Word has just reached here that Lt. Lun- 
deen, son of Mr. & Mrs. Victor Lundeen of Fergus Falls has 
chosen Miss Mary Dorthea Watson of Ridgewood, N. J., as 
his bride. Lt. Lundeen is a graduate of the Harvard University 
Law School and is now a member of the Minnesota bar and is 
serving with the army judge advocate general's corps at Fort 
Devens, Mass 

_ 

Ned (Cowhide) Safford was seen at a meeting in Minne- 
apolis hobnobbing with our District 7 Governor, Bob Brown, 
and various travelers 

s 

L. R. Wingert has just recently taken on the Ezyindex Prod- 
ucts line covering Minnesota and Iowa, plus his regular terri 
tory. We could say lots of luck, Lou, but I guess it would be 
more apropos to say its all lots of hard work 

Wishing you top sales 
Your scribe, 
oe iP 


Tallahassee Gets New Firm 


Scruggs Office Equipment & Supply Co., owned and operated 
by Dean Scruggs and Buddy Green, has opened for business in 
its new location at 1805 Thomasville Rd., Tallahassee, Fla 
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8th District Notes 
IZZY VODA, correspondent 


2001 S. Hanley Rd., St. Lovis 17, Mo. 


8th district meeting was held May 22-23 at the .most 

and hospitable Western Hills Lodge, Wagoner, Okla 

Governor Lou Blair, Blair Office Supply Co., St. Louis, did a 

agnificient jot nducting one of the best business regional 

tings we ha r held. Not discrediting our many past 

rs who a held fine meetings, this session used a new 

DI with the seminar theme as the basis for our business 
tings and it freshing and informative 

rl Midwest ravelers under the able leadership of Al 

Perry, Federal Stationery Co., did a tremendous job in planning 

rtainment tf the convention 


Clint Cooper, Esterbrook Pen Co., new president of the Mid 


Travelers th the aid of other travelers, put on a 214 
skit during the meeting entitled “Common Sense in Sell 
ing.’ It was terrific. Many hours of time were spent by Clint in 
ping the 
~ 
I other detai f the convention see the staff report else 





Dates to Remember 


June 29-July 2. National Office Machine Dealers association 
bit and convention, Schroeder Hotel, Milwaukee, Wis 


September 27-October 1. National Stationery & Office Equip- 


t Associatior ibit and convention, Conrad Hilton Hotel 


October 9-11. Canadian Office Machine Dealers Association 
Qu City 

October 20-24. National Business Show, New York Coliseum 
New York City 


October 25-28. Second Annual Eastern Commercial Stationery 


SI New York Trade Show Building, 500 Eighth Ave., New 
York City, Stat Association of New York—Metropolitan 
| . eo 

October 27-28. Third eastern regional division of National 
Of Machin Dealers Association convention. Grossinget 
( try Club, G nger, N. Y 


WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 


July 9—Eastern Canadian Provinces, The Westbury Hotel 
¥Toront Ontat 


September 13—Pacific Coast and Mountain States, Mark Hop 
Hotel, San Francisco, Calif 


September 17—Western Canadian Provinces, The Vancouver 

Vanco eT B ( 
October 17-18—M Atlantic, Southeastern and Mid Western 
of easte istrict, Pocono Manor, Pocono Mountains 


NOFA MEETINGS 


July 31, August 1-2—Western area conference and exhibit 
Ambassador Hot Los Angeles, Calif 


October 12-16—Advanced Management Seminar tor all who 


arti 


ici] in basic seminars, Kellogg Center, Michigan 


East Lansing, Mich 


Add New Life 
to Your Profit Picture with 


SURERDEX 


TRAOE MARE 


Superior Products, More Attractively Packaged, 
Competitively Priced for Consumer 
Economy and Good Dealer Profits 


LOOSE LEAF SAVERS 


GUMMED CLOTH REINFORCEMENTS 


NOW ... packaged 150 per box 
for greater profit per sale, 
more convenient handling and storage. 





New, Improved 


ROLL LABELS 


With perfected perforation for 
smooth, easy detaching. 


NOW ... strikingly packaged in a newly designed 
box for quick 6-side recognition. Labels 

available in buff, salmon, green, blue, 

pink, white, canary. 


$ 
_ outs 
Fr INO Soe 
tor wall ytd 


_ 


6 





Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 


It is indeed sad when we must report the passing of another 
one of our good friends and a fellow Traveler. Jim W. Cooper, 
Jr. passed away May 11, 1958 in a hospital in Atlanta, Ga. You 
all remember that Jim suffered a stroke some few years back 
but he was too game to let it get him down. He continued to 
travel after recovery until several months ago, when he was 
forced to retire from the road. His condition became steadily 
worse and finally blessed relief from the 
dured for months came on this Sunday 
were associated with him, his many dealer friends and fellow 
travelers will miss him greatly. Deepest sympathy is extended 
te Mrs. Cooper and her family. 

e 


Had a note from our hospital KING, John McKim, Caddo 
Office Supply, Shreveport, La. that he is finally out of the hos 
pital after 26 days confinement. Glad to have the news, “UG 
and certainly hope that good health will be yours for years to 


come. 


suffering he had en 
morning. Those who 


L. H. McDaniel, Sr., Stationers Mfg. Co., Ft. Worth, Tex 
has been out of action for several weeks. He visited the office 
on May 21 for the first time since Easter. Personally, I think he 
just wanted to get a taste of what it feels like to retire. How 
‘bout it, Mac? 

2 


And I am mighty happy to report that the assistant secy 
treas. (??7) of the Travelers, Vera McDaniel, is coming along 
nicely after surgery May 1. She was confined 10 days and then 
home for recovery. She asks that her 
nice cards and lovely flowers be expressed in this column. Many 


thanks. 


appreciation for all the 


My deepest apology to Mr. & Mrs. Frank Grounds, Wagnet 
Office Equipment, San Angelo, Tex. for overlooking in my 
notes last month, the notation I had regarding the death of 
another one of our good dealer friends, R. A. “Dick” Wagner. 
In the April issue, I mentioned that Dick was seriously ill and 
it was shortly after I wrote the column that Dick passed away 
Our deepest sympathy to the family. 

* 


} 


Congratulations to a former Texas Traveler and his wife 


Mr. & Mrs. Troy McNeill, on the birth of 
Neill, April 18, 1958. I dont have th 


he is a whopper. 


Gary Gregory Mc- 


statistics but I am sure 


Sorry to lose our good friend and fellow Traveler, E. R. 
“Andy” Anderson from the ranks of the roadrunners. However 
a very capable substitute has taken his place. His brother, Bill 
Anderson, formerly of Stationers Dist. Co., Ft. Worth, is now 
covering the territory for the Heyer Corp., Chicago. Bill was 
with Stationers for seven years. Yep—he joined the Travelers 
Jack Ashcraft has taken over Bill's desk and Buddy Brooks has 
been promoted from the warehouse to Jack's desk. Congratula 
tions to all three in their new positions 

° 

Many thanks to Ray Howard, Tom Flaherty and Bob Straf- 
ford for the following news: Buster Smiley, formerly of Stand 
ard Office Equipment and more recently Majestic Reproduction 
Co., Ft. Worth, is now general manager of the Universal Blue 
Print Co. Beaumont, Tex. John Goodwin, 5206 Alcott St. Dal 
las, Tex. is now representing Richard Best Pencil Co. in the ter 
ritory. Had a note from John requesting an application in the 
Travelers. W. B. Trible, formerly associated with Blackwell 
Wielandy Co., is now associated with Sanford Ink Co. He will 
headquarter in Dallas. Mr. Ellis of Hixon-Ellis Co 
advises that M. Limmer has purchased controlling interest in 
the business. Mr. Ellis has retired to fish and relax. This started 
with a vacation trip to Florida. Hope atch nothing but the 
BIG ones, Mr. Ellis. Charles Davis is now stock control man 
ager at Story-Wright Co. Tyler, Tex 

Have a notation of a meeting rec 
over in Dallas. Seems that our governor 


Tyler, Tex 


rs that be 
Earl Story, is starting 


ntiy of the pow 
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this full-page ad 
on the new 
Autopoint CARGO > 
ball point pen is 
running in these 
magazines... 





they add ZOOM to your 
Sales Volume in 
office ball point pens! 


This advertisement is packed with ‘‘Sell”’... 
to build CARGO volume for you .. . to create 
sales leads that will be turned over to you! 
Watch—all through 1958—for this ad in: 


MANAGEMENT METHODS OFFICE MANAGEMENT 
OFFICE EXECUTIVE AMERICAN CITY 
MODERN OFFICE PROCEDURE BURROUGHS CLEARING HOUSE 


AMERICAN BUSINESS 


It pays to feature and to merchandise the big-big 
Autopoint CARGO Ball Point Pen. Stationers 
report it’s a fast seller, a repeat seller, 

a traffic builder, a money maker! 


the Autopoint CARGO 


ball point pen is selling fast 


(sold exclusively through 
Stationers). Order now! 
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» office expense 


because it carries 
ee” 
a triple cargo of ink! 


Fights FP 


INTRODUCING THE NEW LONG-WRIT/NG 












al OFFICE PEN 


, /, ih, 4 | 
) Ae ah atte 
Holds 3 times more ink... 


Writes 3 times longer than ordinary 
office ball pens ... save up to 2/3 





pen 
shown 
actual 
size 


INK SUPPLY ALWAYS VISIBLE 






Whether you measure its capacity in 
miles of writing, thousands of words 
or grams of ink, the long-writing 
champ of office ball pens is the Auto- 
point CARGO Office Pen. In addi- 
tion, ink supply is completely visible. 
Impossible to run out of ink acci- 
dentally. Turn-tip Point Protector 
and removable clip—included at no 
extra charge. No bothersome refills. 

















Available in blue/black ink, red or and 
green ink, Real-Thin Fine Point and 59 
Reproducing ink. Depending 
. , on model. 

CARGO Office Pen is sold 
—_ Less in dozen 
exclusively by Stationers— = Ravusagroerpen Panag quantities. 


































Not available elsewhere 
Autopoint Co. Dept. No. 27 
3200 Peterson Ave., Chicago 45, Ill. 
a rn Y Please send FREE CARGO Office Pen sample and information on how 
: REE , > it "FIGHTS OFFICE EXPENSE”. 
on for FR 
Send Coup int NAME TITLE 
SAMPLE of Autopo FIRM 
~ CARGO Pen ADDRESS 
a — eP CITY & STATE 
ait ’ STATIONER 
Autopoint Co., Division of Cory Corp. STATIONER'S ADDRESS. 
3200 W. Peterson Ave., Chicago 45, Illinois @eeeenewes 
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OA REPRINTS 


The following reprints are available at §.25 each: 

1S—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Research Bureau 

17—Booming Potential in Furnishing New Office Buildings. 


3—Dealers Are in the “Packaged” Office Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services 

4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management 

5—How to Select an Office Equipment Salesman. Outstanding 
material on selection and training of salesmer 

6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 

7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmen tick 

8—Business Forms Sell Best When You Sell Ideas. 

9—Copy Machines . . . Developing a New Market For Supplies 

10—Color Is Your Business. 


20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


e 
The following are available at §.15 each: 
13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 
1—School Equipment and Supplies. Four excellent case his 
tories showing how to penetrate this big market 


2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at §.50 each: 


18—Today’s Best Buy—Office Machines. An extensive study 
by OA’s Research Bureau cc ri the big price in- 
creases in general consumer 
in affice machine prices. Excellent sales 





with the lesser rise 
arn 


mmunition 
19—Automation Comes to the Office Supply Dealer. 

Ls 
The following booklet is available at $1.50 each: 


ll—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a successful 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 4 5 6 7 8 9 10 
1 12 13 14 15 16 17 18 19 20 


Name 


Se a ae 


eee 
ee ee Zone State 
O Check here for quantity prices on items circled 
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out early to get things rolling for the 9th District meeting next 
year. Those attending were, Lt. Gov. Bill Chancellor, West 
Texas Office Supply, Midland, Tex., B. B. Wells, Texas Office 
Furniture Co., Neill Stewart, Jr., Stewart Office Supply Co., 
Dave Reed, Cathey Office Furniture & Supply, all of Dallas 
Tex., Prexy H. Doyle May and Bob Strafford of the Travelers 
How can a combination like this fail to make the 1959 meet 
ing the best ever? R. O. Beamus, formerly Fielden-Beamus Co 
San Antonio, Tex. advises that the partnership has been dis- 
solved and he is now operating as Beamus Office Supply, 726 
N. St. Marys, San Antonio, Tex. National Printing & Stationery 
Co. has moved to 450 Soledad St. San Antonio, Tex.—-Many 
thanks fellows for this bit of news. 
& 

Tain’t in our district but I thought I might give my friend 
“Izzy” a little help—Herb Valentine and Carl White, Beamus 
MODERN Office Supply, Oklahoma City, Okla. announces the 
purchase of Marshall Ford Office Supply, Midwest City, Okla. 
It will operate under the name of Marshall Ford Office Sup- 
ply, Inc. and Marshall will be manager 

6 

It may have been announced that Pat Patton is now a partner 
with Mrs. Shelton, Oak Cliff Office Supply, Dallas, Tex. If, so, 
here is another plug, Pat. Best wishes for continued good busi- 
ness. 

a 

I understand that Ray Howard, The Howard Co. Midland, 
Tex., had a wonderful formal opening of his new store out 
there May 9-10-11. Congratulations to Ray and Johnny Roden. 
I also have word that Jack Klinger had a formal opening of 
his Office Outfitters in Odessa, Tex. recently. Business must 
be good out in West Texas. 

Thank you, Bob Book, Clarke & Courts, Houston, Tex. for 
the little news note recently. Bob advises that Gene Mattox, 
formerly with Maverick-Clark, Houston and Jim Lynch, who 
traveled south Texas for the Steck Co. Austin, have been ap- 
pointed to the city sales force of Clarke & Courts, Houston. 
And congratulations to you Bob on your new office as sales 
manager. Bob has requested that the Travelers please drop by 
and arrange for sales meetings with the new sales force 

. 

Our Travelers’ “prexy” Doyle May has some definite plans 
worked out for a sales rally to be held in the near future. This 
will be discussed at the Travelers officers meeting June 7. A 
full report will be in the next issue. 

o 

Bob Silliman and Wayne Preston, Ward H. Silliman Asso 
ciates, Inc. announce the opening of their warehouse at 1203 
Dragon St. Dallas, Tex. They will be open for business and 
shipments June 1. The new phone number is Rlverside 2-4561. 

« 

Mrs. Katherine Childress, Ward H. Silliman’s secretary for 
six years will be in charge of the office and warehouse opera- 
tion. Her 15 years in the industry well qualifies her for this 
responsibility. A complete stock of Cosco chairs will be avail- 
able for immediate shipment. There will also be some 350 
items of Quality Park Envelope Co. merchandise stocked. I am 
sure that the dealers will have been informed of this service. 

. 

J. A. Hoerner Co., New Orleans, La., are now in their new 
location on Magazine St. I was given the 35-cent personally 
conducted tour while attending the regional meeting last 
month, by Mr. Hoerner. Believe you me, four floors of 10,000 
square feet is a lot of space. And it is dern near filled too. I 
know that Joe and Gus are very happy to be in the new loca- 
tion, and to be able to offer a better service to their many cus 
tomers. 

e 

Gene Tomlin, formerly designer and decorator for Palace Of 
fice Supply, Tulsa, Okla. is now associated in the same capac- 
ity with Wesbanco, Oklahoma City. 

» 

Willis Miller, formerly with H. Dorsey Douglas, Inc. Okla- 
homa City, is now associated also with Wesbanco on the city 
sales force 

e 

PUT A CIRCLE AROUND THE DATES OF APRIL 20-21, 
1959 AND RESERVE THIS FOR THE 9th REGIONAL MEET- 
ING NSOEA AT THE STATLER HILTON, DALLAS, TEX. 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 





District 10 Convention is now history but will long linge: 
in Our memory as one of the best, a pattern for others to fol- 
low. From all the nearly 300 registered dealers, travelers, and 
many wives was heard favorable comment for a most satisfying 
and rewarding program covering problems common to all in 
the industry 

[he important element of inspiration was present and we see 
evidence of this in the field where this is written. Beyond this 
no effort will be made to report the convention. The experts 
will do that—and well. Suffice it to say it was an outstanding 
event in every respect 

In a calm and pleasant atmosphere from start to finish each 
session and social activity was skillfully carried out with pet 
fect timing and smoothness. And that was no accident. The 
VIP's carrying the load planned it that way; very smooth op 
erators, we might add, who wrapped this one up; a co-operative 
group of real human beings 

It was a tight squeeze for Travelers’ annual meeting at close 
of Friday sessions and just before the cocktail party. With 
acting president Carvel McWilliams at the helm we zipped thru 
plenty of business with attendance around 42. Congrats to 
Carvel’'s masterful handling and genuine interest and enthusi- 
asm. Mac (G-W Sales Rep.) was elected president by a grate- 
ful membership whose respect and support he enjoys. A great 
guy. Just don’t hardly get them kind no more. It was a happy 
privilege for the travelers to serve in a small way to make this 
onvention a success 

e 

CONVENTION SIGHTSEEING: Early arrivals at registra- 
tion table manned by Chuck Kendrick impatient to get rid of 
their money, pick up their ‘dog tags’. Warm greetings between 
friends separated by time and distance. Cowboy Don Stanfield, 
Cheyenne (Daddy of ’em all) Wyo. A real colorful gent. Push- 
ing thru the milling crowd rotund Carl Draper from the coast 

Pacific that is. Missing is Jim Ellertson, Denver mfrs. rep 
home sick—bad back, he says. 

Gov. Bill Kistler with a watchful eye, gliding about, quiet, 
unassuming. The shiny dome belongs to ex-Gov. Harvey 
Howerth, Ogden dealer and entertainer par excellence. A 
traveler splits a three-some to reach a dealer, talks shop and 
that’s taboo. Who's here for business? Delegation from Albu- 
querque: Harvey Woodmansee (General Office Supply) and his 
associates, genial Gene Calkins, George Burkhard with wives 
(New Mexico School Supply) renewing old friendships. Every- 
body’s everywhere all mixed up like a salad, and gay. 

A good beginning for a good convention. The first social 
event. Travelers cocktail party, well attended, dignified, too 
Frank Lipp, ignoring his drink, rounding up players for the 
colf tournament. Couples moving about in a sort of ‘musical 
chair’ fashion greeting, chatting enjoying the atmosphere of 
genuine western hospitality. Then Friday and Saturday and 
serious business. A well balanced diet. 

e 

Final session chairs wete hardly cool when Gov-elect Gene 
Calkins called a luncheon huddle with Travelers president 
Carvel McWilliams and the secretary to exchange ideas for 
1959 when we head south at convention time. Already yet? 
Dealer Salesman of the Year contest was well done by chair- 
man Lloyd Johnson, Boorum & Pease, our first effort and high- 
ly successful. Proud dealers saw Gene Connell, New Mexico 
School Supply pick off first prize and a $100 check with Al 
Bachman’s John Durbin, Greeley, and Gene Muratet, Kistler’s, 
finalists and $25 checks for their performance. Trophys will 
follow, fellows, congrats. 

s 

Operation Funnel was set up by travelers for ‘dope gather- 
ing’ for this column. Idea is to keep an ear to the ground for 
news and four members—Earl Zuhlke (Dennison Mfg. Co.) 
Jim Hayes (Venus), Gaty McKinney (Carpenter Paper) and 
Frank ‘‘story-teller’’ Lipp (Esterbrook) were named to do this 
Put something in the pot, boys. We got another hot idea on 
this too but aint telling you now. Speaking about prize-winning 


salesmen, the stage is set, the race is on. We predict a big field 
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An EXCITING New Tool 
for SAVING TIME 
in the OFFICE 











The new Model 60 


MASTER ADDRESSER 


ADDRESSES Statements, Direct Mail, Advertis- 
ing Material, Service Follow-ups, etc. 

IMPRINTS Time Cards, Checks, Personnel Forms, 
Shipping Labels and Tags, ete. 

HEADS Requisitions, Purchase Orders, File 
Cards, Folders, Hospital Admittance Cards, 
Records and Reports. 

REPRODUCES Signatures, Addresses, 
Forms, Specifications and Directions. 





Small 


So versatile it can be adapted to almost 
any repetitive writing job. So simple to 
use it prints from paper masters pre- 
pared in any typewriter. So flexible the 
Masters can be used separately or at- 
tached to almost any type of record 
or ledger card . combines printing 
medium and record files in one. So in- 


expensive even the smallest office cant 


afford to be without it. 

Actually the Model 60 MASTER AD- 
DRESSER is far more than just an 
addressing machine. It’s a desk-sized 





PRINTS from 
paper masters which 
can be used sepa- 
rately or attached 
to related records 
of any size, shape, 
or form. 


duplicator using the spirit process of 
duplication to perform 100s of repeti- 
tive printing jobs for 1000s of busi- 
nesses and organizations. 
If you sell office equipment, don’t miss this op- 
e portunity to handle the NEW MODEL 60. Re- 
turn this coupon for complete information on a 
dealer Franchise for your area. 





MASTER ADDRESSER COMPANY 
6500-OA West Lake St., Minneapolis 26, Minn. 


@ Tell me more about the “Model 60” and your 
franchise plan. 


COMPANY 

NAME 

ADDRESS 

CITY STATE 
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Heres the inside story 


—why Krueger chairs 






give Better Service 
and Longer Life 


@ Deep, form-fitting 

correct posture backrest 
for full back t 

Roll-beaded bottom 





Is 
support — e 
dangerous sharp edge AY 
Frame is heavy 18 ge j Pe 
electrically seam welded j i 
tubular stee | § 
{ 
/ 
@ Double action folding safety i 
hinge cannot pinch fingers — j Chair shown is our 
provides simplest single actior j setien 100. Others 
folding operation available iil in line boast similar 


bs structural features 


y for enduring long life. 
@ Strong, solid steel rods support 
frame folding action — serve as seat 
supports, add frame strength—prevent \—f#4 


seat from accidental tipping 


@ Built-up vertical 
frame strengthener 
seat spacer on front 
legs provide stronger, ‘ 
more rigid bearing a“ } vA 
points for seat pivot f 
rod — safeguard / 
against frame spreading / f 
and accidental / ‘7 a 
collapsing — increase / A j 
over-all strength / | 





@ Large, comfortable f 3 ; ie 


contour seat has front 
edge slope and ful! 
rounded corners to ease i 
sitter’s leg tension. j a witha, 





L-shaped, securely 

welded steel bridging 
plus roll-beaded bottom j 
edge provides added 1 

support and strength 





@ Long wearing, ey | 
beige color Super- = 
Dylan high com- 
pression molded feet 
provide non-marring 
floor contact 


@ Leg stretchers of heavy 
gauge tubular steel 
securely welded to frame 






add strength, solid | ; 
rigidity and permanent } 
security. No. 101 at j . 
right shows complete 


shape and style 







Demountable 


CHAIR TRUCKS 


Seven standard sizes hold 
both X-type channel or Y-type 
tubular choirs — upright or 
horizontal. Regular or under 


Demountable 
lusive chan 
permit stacking 


stage mode 
ends and exc 
ongie frames 


empty trucks one on the other 


All-Purpose rasies too! 


Heavy-duty, yet light-weight tables with 
folding legs. Ideal for every purpose, they 
come in choice of two finishes and four 
sizes. Easy to carry; easy to stack and store 






1 
‘\Hew Catalog shows 
complete line of 


chairs, tables and trucks 





METAL PRODUCTS e GREEN BAY + WISCONSIN 
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entry next year. Get with it, dealer salesmen, and we'll help you 
in every way possible. Selling IS a profession to be practiced 
with dignity and integrity. 


- 

TRAVEL CHATTER: Dealers do more than buy and sell. 
[his is no static, routine business. At Canon City Jack Vance 
pushed out his back wall for new addition for more space 
larger stock. George Oyler and wife of the Mountain Mail, 
Salida, have some new fixtures on order for their already hand- 
some store. Housekeeping and more space is the aim of Lowell 
Long, Intermountain at Grand Junction, and Charlie Adams, 


popular Montrose dealer is well established in his attractive 


new store. modern as tomorrow. Remember Charlie, fellows? 
He won the District 10 golf tournament. Harold Richardson, 
Grand Junction, supervising new table display, tidying up to 


f } 


appearance of his store Thanks for 


Harold 


maintain that well-groomed 


the desk Space and this chore 


typewriter provided for 


13th District Notes 





Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 


The May 10 annual banquet of the Stationers’ Association of 


New York was held at the beautiful Starlight Roof of the Wal- 
dorf-Astoria. Over 600 attended and the opinions of the event 
ran all the way from “tremendous” to “terrific’’. There wasn’t 


a critical voice in a carload. 


The Offureps Club ran the first of a series of seminars at the 
Brass Rail in late April that brought Hugh Morgan many con 
gratulations for a job well done. Many dealers salesmen at- 
tended as guests of the club and heard talks by a big industrial 
purchaser and a wood furniture specialist that provided am- 
munition that will help lick the silly recession 


Abe Krentz (Manhattan Stationery Co.) is approaching his 
50th wedding which he will celebrate by taking an 
extensive European tour with his better half and family. i 
Joe Nace (C. Howard Hunt Pen Co.) has been obliged to re- 
tire Fred G. Steinhilber received an 
outstanding honor on May when he was appointed Grand 
Marshall of the Grand Lodge Of Free & Accepted Masons of 
the State of New York Harry Sills, past prexy of the 
Stationers 12:30 Club, became a granddad 


anniversary, 


because of illness. 


once again when 


grand-daughter Ilene arrived Sam Libien, past president 
of the Stationers Square Club, proudly announces the gradua- 
tion of daughter Esther, and her enrollment in distinguished 
Douglass College this fall 

May 2 was a momentous day for the Metropolitan Area of 
NOFA. A strong turn-out assembled for the all-day area con- 


Roosevelt Hotel. Outsta 
the assemblage on several matters pertaining 
and other noteworthy 
revolved about selling 
that was generally 
licking old man recession 


ference at the nding spe akers addressed 
gement in 
talks were given in 
problems. A clinic 


another 


to mana 
the morning sessions, 
that 
period wound up a day 


the afternoon 
considered 
good step tow ard 


grieves me to report the death of one of 
the deans of the stationery industry. Charles Krickel formerly 
of National Blank Book Co., passed on April 28. He 


will be mourned by a host of friends. 


Under sad tidings, it 


away 


arrival of the next 
Show Building 


Foley, of Peerless 


March 7-9, 1959, will see the 

Show at the New York 

orrespondent wants to welcome Art 

an of that important event 
2 

Want to pass on your news? Send it to m« 


Oftureps 
Your 


Steel, 


Furniture Trade 


as his co-¢ hairt 
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When you sell the VALCO line you can 












No. 1500 : . 
2 \ f}_ Nobility be sure there won't be complaints and 
of beautiful // Coseumer returns . . . or calls from irritated cus- 
° 
- No. 408 \ IL tomers to “please come fix the darn 
, spun aluminum ype ig " thing!” VALCO accessories are lifetime! 
ostumer ‘ 
4 f They’re built to last forever. 
{ 
—- — No. 17-(€ 
i] — ~ Monarch ' 
1S. , Costumer { VALCO asoats \ 
No WW S LV a 
WOR ae [\ “a . > 
Bel Air Wa : pam a | [| | No. 25 
t Garment R c lorchier 
‘ ; 7 z 
— || ee 
=? »_ |0 2 3 
= 7 Za a 
+ | | Tal 
No. 75-S = =| | : \~» 
| Modurn j= ___1L—_i__+5 — 
No. 60-S Sand Urn ——— 
Smoking 
ae Stand AVAILABLE 
i AT NO COST 
“ No. 56-5 Write today for the com- 
i. Regal Sand Urn plete folder that contains } 


let a pretty face 








from the Flower Wedding Line... 


RE 


FREI 


selection of all the most asked-for styles! Postpaid 
address your reque st on your business let 


REGENCY THERMOGRAPHERS «x: 


pers 
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hic 


new effects 
® superior craftsmanshit 






LIFETIME 


OFFICE ACCESSORIES 





stimulate sales for you! omer 


Regency Heliograving 
stimulates sales for y 


] Ww 


a Flowe Zz Wedding Line Catalog features a 
ment within two d 


f¢ rhe ad lo: 





all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and includes 
separate reproductions 


each 


of 
item. 





Ma and Mes Erboard 6 Gorm n 
VENETIAN 
Mat AB Wen Cn 


Mx and Mra Ke 


FLORENTINE 


& 2 and Shes WML az K Ben rung 
FLEMISH 


MN. ond Mrs : £9 o Word Cough to n 


RIVIERA 


. — -P / 
Arthur A Broderich 


Mr and Wtrs 


FLORIC 


Mr and Mrs George R. Weryford 


AN 


y Ford 


BASQUE 


Mr. and Mrs. Thomas Barry Nichsls 


LONDON TEXT 


‘apkey-1 am eke) ol 0) t-Tamr-ler-s— of the year! 
by Regency 


@ joined letters in exclusive new scripts! 
@ sharper, more legible letters! 


tha 


with superimys 


fe)a: LU 


INEW 


also commercial announcements and business cards 


165 





























— 


Ourdim, : 


“PROTECTED 
PROFITS For you’ 
with 
Advanco's 

Policy 

of selling 

through 
dealers 
exclusively! 









For constant 
ADVANCO P 
PAPER 
HOLDER 
++» holds Papers in 
Place firmly. No 
holes to Punch, no 
holes to tear in re. 
Moving or inserting 
Papers. Holds up to 
150 sheets. Samples 
on request. In Red 
Black, and Gray, 25 
Point Pressboard, 


eas 
UNCHLESS 











For Permanent use 


ADVANCO ‘ 7 ee 
S PRESs. 
BOARD BINDER. Sc ot 

Hinge ace * cored 


- to file awa 
Store Oway. Size 812" rd 


Holes punch 

’ ed to fit 

size sheet up to 1)” ; ay 
Equipped with 812” fasten. 
er, with compressor. In Red 


Black, and G 
Pressboard, ray. 25 Point 










ADVANCO’s 
MANIFOLD 
BOOKS 
Pressboard cove 


= 


ADVANCO co 

LLA 
tater pea FOLDERS “— 
egal and letter sizes made 
of 11 point, 150 Ib. durable 
cerbon * eat Stock. Also in 9'2 point 133 
triplicate book” 3s0 Ib. stock Packed 100 to 
leaves to each book. , oe _ 


heavy red 


rs. Hin 
cover. Wire-stitched, "4 


carbon Paper, 


carton, 


Manufacturers of... 

Manifold Books + Printed Stock 
Forms * Pressboord Guide and 
Folders * Bristol and Pressboard 
Guides * Suspend-O-Folder * 
Collated Manila Folders > Filing 
Supplies - Punchless Paper Holder 


ADVANCO PRODUCTS Inc. 


76-05 51st Avenue, Elmhurst 73 Long Island, New York 
Telephone . . . Hickory 6-4848 
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14th District Notes 


AL BAUGHER, correspondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 


Rich Halbert and his family reside in Tucson at 5201 E 
Alhambra Pl. Rich, as you know, represents Burroughs. You 
know the Holberts will be glad to see you whenever you are in 
Pucson 

= 

We were introduced to royalty for the first time. Count Alex- 
ander Faber-Castell, of Nurenberg, Germany, traveled with 
Ralph Maneval to Phoenix. He is a fine young tellow, interested 
in being a first class pencil man 

e 

Charlie Laumeister who writes a column for one magazine 
about the doings, comings and goings of travelers in the wilder 
ness far north of Los Angeles, made a strange request of me 
Kind Charlie would like to have a list of all of the stationers 
in Southern California. Now at this point I quote Charlie 
Should there be any expense involved, we will be happy to 
reimburse you”. Charlie, my friend, no living man knows the 
names and correct addresses of all the stationers in Southern 
California. Charlie, there are more Stationers in District 14 
than there are in all the rest of the world, and if someone comes 
up with facts and figures that dispute my statement, Charlie, 
he has the list that you are looking for. Los Angeles area has 
more good places to dine, more foreign cars, and more sta 
tionery stores than any place you choose to name 

co 

Ed Koijane is quite the “handyman”. No, he doesn't have a 
wood-working shop. He seldom works around the house doing 
odd jobs. Ed does “handy’s’—you know, silly things with his 
hands. Here is an illustration. Take a pen in hand, now make 
a dot on the palm of your other hand, make another close by, 
now two more dots. There are four dots now. Now cup your 
hand, hold it close to your ear—your good ear. Can you hear 
them? No? Listen closely. Now! You are correct, they are the 
four Ink Spots on a Dot recording. Ed has a whole million 
of them—Handy’s—that ts. 

e 

Tom Daniels, is the new general manager of the southern 
division of Stationers Corporation. You may wish to say hello 
to Tom and wish him well. His headquarters are in San Diego 

* 

Mrs. David Piltzer reminded me that the Geisel’s celebrated 
their first anniversary April 27th. Ruth Geisel is the buyer of 
office supplies and stationery at Campbell's. Congratulations are 
in ordet 

s 

Barnum and Flagg expect to have a new modern store and 
office by June 15. The San Bernardino store is undergoing a 
complete changeover. You will like what you see when the day 
rolls around for a grand opening. 

* 


Strauch’s, in Mesa, are building a new big, modern air-con- 
ditioned store down the street from their present location. It 
may be September before they move to the new store, air-condi 
tioned and with ample parking nearby. 

+ 


Dave Levinson, of Martin Office Supply, was given two box 
seat tickets for a Saturday Dodger game. The ducats were de- 
livered to his mother’s apartment. These precious tickets were 
shoved under the door because no one answered the bell, ex- 
cept Dave's dog. Now Dave's dog took the tickets from under 
the door, Dave's friend called Dave to tell him that Dave's dog 
now had two box seat tickets and maybe Dave should check 
on the situation. Dave did. As you might suspect, the tickets 
were shredded into some 80 or 90 small bits. Nevertheless 
Dave presented the torn tickets at the Coliseum and was ad 
mitted. But alas, the Dodgers lost. Poor Dave 

. 
Phoenix Regional Meeting 

John Wikle of Phoenix did a grand job conducting the Dis- 
trict 14 regional meeting at the Westward Ho. Three hundred, 
plus, was the attendance figure. Two hundred or more attended 
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Ro 
Ge 








I'wo hundred and ty eight peopl 


at Bud Brown's Barn. Everything about 


ng itisfactory. And the parties, the pool, and 
ent t ondertul 
lif * 
Dick a1 Helene Kirkpatrick discove: id laid claim t 
B r favorite dining spot golf tournament 
i some of the fellows played hooky fros 
ng kept the tournament going every day 
. 
Mr. and Mrs. Mark Alexander drove f1 Hollywood to 
Volkswagon Nev Pail said Mark 
TA 
7 
Tony Love oney on the Derby. Roe Powell didn't 
R had an in” horse named Sullivan. Jack Ellis and 
George Lazier nducted a Derby pool, and both drew the 
And speaking of pools, th was a fancy div 
Bob Hoven, George Frey, Stew Anderson and a 
in a ¢& it tried to out-dive and out-do that peerless 
peer r Russ Davis, of Alhambra. Russ was low man 
m grace, f nd style, but his daring do, his bravado and 
ght rousing cheers from tl audience, and 
peenship of District 14 and the world. There were 
i, ompetent judae too 
. Bob Garretson, judged from the middle of the pool. Gini 
Anderson, “Dad”’ and Chloe Togni, Mr. and Mrs. Ted Caswell, 
M nd M Carl Grimes, the Wes Carters, Sid Hatch, Lonnie 
7 Creasy, Gladys Schmits, the Kostenbergs, all were held breath 
, I i | as Russ and the oth 1 to break the 
. 
[he G State Travelers contributed to the festivities and 
co Willis Clarke to be complimented for generous cocktail 
1 nty fine entertainment 
e 
[wenty-f fellows played golf Thursday, and at day’s end 
vinnet Jack per pens and Vic Hall, with a low gross 
:, 81. ] net s 70 and host Phil Calihan, Walt Waldvogel, 
Ed Koijane re tied. The second group—at 76, had Bill 


Anketell, Carl Teele, Hank Wyland, and that great diver Russ 


Davis. Last, but not to be forgotten was Jim Montgomery with 


Hotel Uses Cash Protection System 


At nt is! protection system iesigned to safeguard 
id hotel and concessionaire receipts has been 
Hotel Manhattan, New York City’s newest 


Basically t ystel uses two banks of safe deposit boxes 
Mosler money sate equipped witl depository unit 

A ling to John Mosler, executive vice-president, the hotel 
steel safe deposit boxes, 290 for use by guests 


mployees and concessionaires 


Kee-Lox Appointed Distributor 


R n |] tries, Inc., San Bruno, Calif., has appointed Kee 
Manufacturing Co. as exclusive world-wide distributors 
Check-a-Line Rule’, a patented device to assist 


typing or typing from copy 


rt lightweight rule fits across a standard page of type 
) and can be moved up or down a line at a time 

of the finger. The device moves on two built- 

n 8” ruler calibrated into its leading edg« 


New Packaging for Stempel Chair Mat 


a 
Stempel Manufacturing Co. has announ 1 new look in the 
il pack ng of the complete line of Stemp-O-Glas Cleat 
istic Chair Mats 

I if al mat is now sealed at the factory in a trans 
nt plast ver to protect it from possible scratches, abra 
isture. This new cover is designed to re 
at until it reaches its home in someone's 
ustomer can insp t ich chair mat on 

ill edges without removing the covert 
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10 DAY 


delivery 


on MIDWEST 


carbon interleave 


business forms 


with no 
inventory 


DEALERSHIPS 
AVAILABLE 
SEND FOR COMPLETE 
CATALOG AND 
PRICE LIST 


MIDWEST ROTARY “4m 


MANIFORMS co. * 


P.O.BOX 112, CARO,MICH., DEPT. 120 


MANUFACTURERS FOR THE TRADE ONLY 





4 


The Bentson 6133-D . . . for deep- 
down working comfort and secre- 
tarial efficiency. It's rugged and 
ol-Jol-lalelolol (Me Giis Mel Melle Me) MZ -1 Te 
nine elegance. The exclusive per- 
sonal storage drawer provides 
added convenience and storage 
space in a normally unused area. 
There's little wonder why—‘‘every- 
one prefers Bentson!"’ 








n 
wide 


The BENTSON Mfg. Co. 


AURORA, ILLINOIS 
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Deaths 


Jim W. Cooper, Jr., 





on ot the tationery and on equip 
ment industry belov travelers, 
died May 11 in a hospital in Atlanta, 
Ga. 

Death terminated an illness of several 


years’ duration following a stroke but 


even while almost incapacitated M1 


Coopet had continued to serv his firm 
of manufacturers representatives 

The Atlanta salesman was long promi 
nent in the field division of NSOEA and 


was honored with the vice-presidency 
He was especially active in the affairs of the Fourth District 


Fred L. Turner, 

associated with the DoMore Chair Co. for more than 20 years, 
died May 26 in Elkhart General Hospital, Elkhart, Ind., follow 
ing illness which began in February of this year. He was 85 
years old the day before his death. 

Mr. Turner was manager of the New York agency for Shaw 
Walker Co. and associated with the Shaw-Walker home of 
hce in sales management for many years 

In 1935 he joined the DoMore Chair Co. as director of sales 
training. He also held office as educational director of Pos- 
ture Research Institute. Mr. Turner figured prominently in 
the development of DoMore posture seating. He retired from 
DoMore in 1953 at the age of 80 years 


William H. Noelting, 
67, president of Faultless Caster Corp., died in his sleep, pre 
sumably of a heart attack, on May 21. He would have cele 
brated his 68th birthday on Aug. 21 

As head of the family-owned corporation and for his deep 
interest in humanitarian institutions, Mr. Noelting earned the 


respect of his co workers and community 
Surviving are: his widow, Mrs. Myrtle Knadson Noelting; 
his daughter, Mrs. Edward U. Murphy; three grandchildren, 
Katherine, Edward, and Elizabeth; and his three brothers—who 
are vice-presidents of Faultless—Elmer, Walter, and Clarence 
es 


Harry E. Russell, 

76, died recently in Des Moines, Iowa. A native of Columbus, 
Iowa, Mr. Russell had lived in Des Moines for 48 years, dur 
ing which time he owned and operated the Office Equipment 
Co. and, for the past seven years, represented an accounting 
service in central Iowa. He was a member of the Plymouth 
Congregational Church, the Moingona Masonic Lodge, Temple 
Commandery, and Za-Ga-Zig Shrine. Surviving are his widow 
Theo, and a son, John B. of Cambridge, Mass 

2 


Robert Reichman, 

67, president of Mooney’s Inc., 223 W. 34th St.. New York 
City, died suddenly on May 15. He was buried on May 18 
from Riverside Chapel, New York. Mr. Reichman was: a past 
governor of Region 13 and a past-president and member of the 
board of directors of the Stationers Assn. of New York. Su 
viving him are his widow, Nell; his son, George: and daughter 


Alice ( hapman 


David Kahn, 
84, founder and chairman of the board of David Kahn, Inc., 
200 Fifth Ave New York City, manufacturers of Wearever 
pens and pencils, died May 17 at his home at 171 Pershing 
Road. 
Born in Latvia, Mr. Kahn came to the United States when 
was 16 and first worked as a goldsmith. He began studying 
the mechanics of pencil manufacture, worked out some ideas 
of his own and put them to use in 1896, when he founded his 
own firm 


Both Mr. Kahn and his late wife, Mz Annie Kahn, were 
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THE REYBURN 


WAREHOUSES: 
@ 4048 POLK ST 
CHICAGO, ILL 
e 901 VICKERY BLVD 
FORT WORTH, TEXAS 
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MANUFACTURING CO., INC. 
PHILADELPHIA, PA. 


? as INDIVIDUAL as 
\ your SIGNATURE... 


THE DIPLOMAT Changepoint’s new and distinctive pen 








set for individual use and office standardization. Available 


in chrome or gold alumalite ball pen or fountain pen. 


O_hawg ro ond Gree. 
TELEPHONE DI 3-7965 547 SOUTH ROCKFORD 


TULSA 2O, OKLAHOMA 
IT’S NEW 


DIPLOMAT 
$3.95 


















Retailers everywhere are finding that Rey- 
burn’s Self-Service features and dependable 
quality merchandise definitely stimulate con- 
sumer interest. Sales profits are sure to follow. 


By displaying our special sale tags prominently, 
you too will benefit by an increase in sales and a 
definite “cashing in” on profits. 
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the 


NOR DIC 
Ssroup 


by JASPER CHAIR COMPANY 





Designed with a certain flair, a restrained elegance 

that marks the best of Danish design, the NORDIC group 

is meant to complement, not overpower, their office setting. 
Built the quality way, the sound, sure way by Jasper 
Chair Company of solid woods—oak or genuine walnut— 
these chairs are not bulky, not heavy, but graceful and light. 


They are an asset in the sophisticated office. 


THE RIGHT CHAIR © AT THE RIGHT PRICE! 














WRITE TODAY FOR FREE CATALOG TO 


JASPER CHAIR COMPANY «+ JASPER, INDIANA 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 








able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian mgm Corp. PR wd oe pms he Kilian Steel Ball Corporation 
f , 3 eet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, . 
COMPANIES: 240 Fleet St. East, Toronto 2B, Ont. ington artford, Conn 








170 OA-—7/58 









i | 





> 











Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 |b. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 


STORAGE FILES 


iss! Pe: Ne : é 2 










Legal Size $4.55 


Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado 
West of the Rockies and 
outside the U.S.A 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


“" Check Size $2.50 
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COPIES 
ANYTHING! 


... typed, written 
or drawn 







PHOTO MASTER 
+» » other models as 
low as $89.50 


* The ultimate in simplicity of operation 


% Compact design — Just 23" wide, 13" deep, 
and only 6" high. Approximate weight, 20 
pounds, 


* Sturdy, durable plastic construction. 


CHECK THESE ADVANTAGES: 





nstal ation >r instal ation charges af ee ig 


No special 


Comes ready to use . . . Just plug it into any con 


venient electric outlet . . . No special ‘Darkroom" 


or running water ... No special stencils or ink... 
Reproductions of anything printed, drawn or written 
made in seconds ... Copies from any kind of stand 
ard or special paper or card stock, whether opaque 


or transparent, black and white or colored, or one 


or two sided, with no loss of detail, color value or 
type of ink . . . Simple, economical, trouble-free 
operation. 

















Dealer territories are now being allotted for this 
easy-handling, efficient, time-saving office machine. 


Write today for full details. 


FORMFOTO MANUFACTURING CO. 


3713 Milwaukee Avenue — Chicago 41, Illinois 


Title 








Firm Name 
Address 











City Zone 
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"USE SLIP-ON 
- LABEL HOLDERS 


for neater more attractive 
Indexing 
SSO Ring 
Binders 






-_ 





| 





— 





3 Standard Sizes 


SO-1 for 1” Ring Books 
$O-1'4 for 1%” Ring 
Books 
S$O-2 for 2” Ring Books 









You'll enjoy their neat uniform appearance. 
Their durable metal construction will last 
indefinitely. 


Red, blue, green, black and ivory 
—fabricated from plastic. 


2 Standard Sizes 


KK-1 for 1” Ring Books 
KK-2 for 2” Ring Books 


For proper size 


when ordering, Built-in storage space 


for ring binders, for label. 
measure diam- Clips swivel for a per- 
eter of ring. fect fit. 





They're made of Vinyl Plastic 
—will not warp or curi—will fit 
every type of open back 
binder. 


3 Standard Sizes 


PBS—'2" x 21” 
PBM—1” x 22” 
PBL—2” x 22” 


LOCKING DEVICE 
SPECIALLY TREATED 
BOTH SIDES 
They slip into position to 
lock on any size post— 
and grip firmly without 

marking. « 








Available from your Office Supply Dealer or for information write to 


Office Products Ine. 


26029 W. 8 Mile Rd. ¢ Detroit 40, Michigan 


West Coast Distributor: Arch K. Ansty Canadian Distributor 
171 2nd $?.. Son Francisco $ The Luckett Loose Leaf, Limited 


Toronto 14, Ontario 





Territories available for Dealers and Distributors 
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active in charities and Mr. Kahn donated the David and Annie 
Kahn infirmary to the Hebrew Home for Orphans and Aged 
of Hudson and Bergen Counties. 

Surviving are two sons, Julius M. and Samuel Kahn, and two 
laughters, Mrs. Harry Yager and Mrs. Joseph Orlan 


7 
Jack Schlain, 


65, sales representative for Majestic Stationery Co., died May 
20 while attending the New York Stationery Show. Well 
known to commercial stationers and department store buyers 
throughout the Philadelphia, Delaware, Maryland, South Jersey, 
and Washington areas, Mr. Schlain had served his company for 


14 years 


* 
Theodore W. Becker, Sr., 
r-Williams, Inc., died 


Becker began his career in the office supply 


treasurer of Seeg recently following a 
short illness. Mz 
field selling safes manufactured in Miamisburg, Ohio. He was 
one of the incorporators of Security Steel Equipment Co. and 
of that firm for many years. He also served 
as eastern division manager for Lyon Metal Products before 


was sales manager 


leaving to become associated with his son in the Seeger-Wil 
liams firm. He is survived by two sons, Theodore W. Becket 
Jr., and Charles A. Becker. 


Evan Hansard, 


former vice-president of Victor Adding Machine Co., died re- 
cently in St. Petersburg, Fla. Mr. Hansard had been associated 
with the firm for over 30 years, beginning in 1927 as export 
manager and rising to vice-president in charge of sales. In 
more recent years in a semi-retired position, he has been special 
representative for the state of Florida. Mrs. Pauline Hansard, 


his widow, survives 





STARK CALENDARS... 


As essential to the Office as 
Spark Plugs 
to a Car 





* EASY TO READ 
* EASY TO USE 

a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 


STARK .... 


write or phone for complete details 








“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS écorporated 





190-112 BISSELL ST. - PHONE }'"’ + JOLIET, ILL. 
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DEALERS . . . AN OPPORTUNITY TO 

STOCK THE FINEST OFFICE FLOOR MAT 
EVER MADE! THIS IS AN ITEM YOU'LL 
a TO HANDLE . . . BE PROUD TO 





nw CRYSTO-MAT 


Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/4"" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly “blobs” in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. It will move fast and bring 
you steady profits! 


For Full Sales and Profit Particulars Write: 
CRYSTO-MAT CO. 


(Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. AUBURN, NEW YORK 


CONFERENCE TABLES 
by 
Worden of Holland 





Conference Table 
No. 476 


A line of conference or directors room tables embodying 
three style designs to fit all modern decor. A product of 
the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information 
and literature on our conference table line. 


the WORDEN perrpaary 


HOLLAND 














‘Now BEAUTY Outide 
FIRE PROTECTION Inside 
PRRE Fee 
KING File Cabinets 
Zi La) 











New stylized, satin finish solid 
aluminium hardware. 


® New adjustable follow blocks 
with convenient finger tip re- 
lease. 


® Fire wall construction for max- 
imum protection. 


® Sturdy, two speed, ball bearing 
suspension. 


® Letter and legal sizes in one, 
two, three and four drawer 
models .. . in five decorator 
colors and special finishes. 


MURPHY 


MANUFACTURING CO 128 —. MAIN 


LOUISVILLE 2 
A SUBSIDIARY OF THE MURPHY ELEVATOR CO 
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Line Quality al 
Bkconomy Prices 





SERVES 
YOU 
BETTER ! 


Space saving desks, double 
pedestal, single and secre- = 
tarial styles. Aristocrat and = 
executive styles with or rie 
without overhang. Ultimate 
flexibility for unlimited 
drawer arrangements. 
Finest construction, and engi- 
neered for lasting quality. 


ROMCO EQUIPMENT CO. 
358 MARKET ST., KENILWORTH, N. J. og aang 


N.Y. OFF. 154 NASSAU ST. MY. 38, N. Y. BEekmon 3.3922 DESK 
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Hedges 


puts EFFICIENCY 
into daily routines 








CARD TRAYS 


HEDGES MFG. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 








Arm Chair 
No. 604 





AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, Merchandise Mert 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) 
MIAMI—3900 Biscayne Boulevard BOSTON—92 Newbury Street 
SAN FRANCISCO — “558 Western Mdse. Mart, 1355 Market St. 
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Canadian News 





Our industry Across the Border 
By Special Correspondence 


Loose Leat, Lt 


lirector of Lucket 


Toronto, and long one 


f ot the Montreal territory's trad 
Lindsay Warner April 27, after a lengthy illness. He was 
born in Lindsay, Ont. and joined the firm's Toronto office as a 
clerk in 1919. He transferred to Montreal in 1924 as manage! 


of the firm’s eastern division. Member of Montreal Stationers 


Association and the Stationery & Office Equipment Gul 
Canada, In I S¢ ed during World War I with the Canadian 
Army overseas ind was awarded the Military Medal 


enemy fire at Passchendael During 
signaling at McGill 


ptional bravery unde 


World War Il, he was an instructor 


University, Canadian Officers Training Corps, holding the rank 
of captain 
7 
Commercial Office Appliances Ltd Toronto recently 
opened executive office furniture showrooms in downtown 
Toronto under the name of Prestige Ofti Interiors. Ltd 
s 
Miss Isabella Van Somer has retired after 52 years in the sta 
tionery trade at Sarnia, Ont. In 1906 she joined the staft of 


Manley in that city, and in 1946 with Fred Leaver 


Stationers 


purchased the business. Mr. Leaver now becomes sole Owner ot 
the company 
7 
Plow & Watters, Ltd., Montreal, is now in new quarters in 
the Town of Mount Royal suburb. Also no in a new location 
is the Sherbrooke, Que. firm of P. E. Genest, Engi 


s 
General Printers Ltd., Oshawa, Ont. appointed Allan G. 


manager. He will be located in 


Ss 


Thompson as sales 
Toronto office and direct activities of sales forces in both 
subsidiary companies 

° 


Toronto, has named Donald J. 


ities, as well as 


scripto of Canada Ltd.., 





new sensational... 
| GI 


disposable TYPE CLEANER 


quick...easy...no spatter...no stain... throw the dirt away! 


‘7 -Tam nila hilline aalice 


DAB MFG. CO., 1609 N. 14th St., St. Louis 6, Mo. 
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a tip from Wexford the office manager... 






a loose leaf sheet 
that won't pull 
through at holes” 























and costs less! 


Wexford’s happy because the binding 
edges of AICO’s Rip-Proof sheets are 
reinforced with MYLAR * plastic. It is 
stronger than other reinforcing, 


1/1000" thin reinforced edges enable 
sheets to stack evenly for trouble-free 
automatic feeding on all stencil, gelatin, 
spirit and offset duplicating and 

printing equipment. 

Inbond, mimeo and duplicator finishes, or 
special paper to meet your requirements. 


AVAILABLE AT YOUR STATIONERS 


or write for samples and prices. 


* DuPont's registered Trade 
Mark for its polyester film. 


Ac HS 3, 


G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Illinois 
Plants in Chicago, 
Rochelle, Illinois, 
New York, California 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 


* consumer readers of business magazines carrying this AICO advertisement. 


Fast- 
moving 
profit 
maker 







WM. A 


Sale ces NEW YORK e CHICAGO e 
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cA 
SAN 


This all-purpose 
automatic numbering 
machine is a “best 
seller.”’ It moves fast, 
earns more profits for 
you — because it’s in 
constant demand for 
all general office 
numbering. 


: jon 
Facsimile impres® 
ro 


\ 
345678 | 
& CO.. Incorporated 


216 Nict 








‘for quick sales 
Bicla lic Mm lachiir: 


IVDTANA 


UNDER-COUNTER 
CASH DRAWERS 


NO STOCK TO CARRY 












4 MODELS 


MEET ALL NEEDS 
MODEL V-1-(Iilustrated) 


5 coin, 5 currency 
compartments 


List 
24 HOUR 
$29.50 SHIPMENTS 
FULL DEALER 
DISCOUNT 


NO COMPARABLE 
PRODUCT AVAILABLE 


A sample of one model is all 
that is necessary to show Indi- 
ona’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 


smooth finish inside and out. Quiet roller mechanism — warning 


gong rings when drawer opens. High-grade dise tumbler lock. 
Write for details 


INDIANA CASH DRAWER CO. 
an Fam -10) Gy Kid 





Shelbyville, Indiana 








ARD mini-space 
FOLDING TABLES 


Sturdy, dependable, finest construction. Self-lock- 
ing steel legs in aluminum-like finish; stainless 
steel moldings and 2” wood rims add strength 
and beauty. Fold to 3” height. 


LOOK AT THESE LOW LIST PRICES! 
{Usual Dealer D int 


No. 830F (illust.) 96”x30"x30”. Genuine Formica 

top, each F $65.90 
No. 830M. Same, with Masonite Presdwood top . $39.90 
No. 836F. 96”x36"x30”. Formica top . $75.00 
No. 836M. Same, Masonite top $47.90 


ARD’S No. 14CB COSTUMER > 


Revolving pedestal style. 8 triple-bend hooks, 12” 
polished wheel, 15” tubular chrome column, 25-\b 
black crackle finish base $31.90 


No. 14BB, same, black crystalline wheel and base $30.90 
No. 14CC, polished wheel, chrome shaft and base $35.90 





We sell thru Dealers only. Write for catalog. 


A 
JECT MANUFACTURING CO., INC. 


13 VINE STREET EVANSVILLE, INDIANA 
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44 Li FOAM RUBBER 
enfoct CHAIR CUSHIONS 








DeLuxe CONVERTIBLE. . » Foam rubber neatly 


upholstered with a rich corduroy on one side, fibre on the other. 2°’ 
thickness with boxed edges. Colors: Brown, Green, Maroon, Grey. 


Sofseat STOOL CUSHION 


. . . TRANSFORMS HARD, UNCOMFORTABLE 


STOOLS INTO SOFT SEATS 
Made of resilient foam rubber covered with 
sturdy material. SofSeat Stool Cushion is in- 
stantly slipped on—to 
stay until removed. 
Cloth and leatherette 
coverings. 
Colors: Brown, Green 
Stock sizes: 13", 14", 
15" diameters 
Write for 
New Illustrated 
Folder Giving 
Complete 
Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


PHILADELPHIA 35, PENNA. 





6435 EDMUND STREET 











EYE-CATCHING 





HAMMOND’S 
=. 18” 


INFLATABLE 


ILLUMINATED 
INTERNATIONAL 
GLOBE 
$24.95 
Non illuminated 
$16.95 














Handsome, wrought iron, 
rubber-tipped table stand 
harmonizes perfectly with 
any decor; doubles as an 
attractive wall bracket. 









The world in beautiful color...on a glasslike, washable, vinyl surface. 
Unbreakable globe deflates and folds flat for storage or shipping; features 
unique lighting mechanism in axis that illuminates from within. Large, clear 
and easy to read, Hammond Illuminated International Globe measures 
almost five feet around at equator. An exceptionally decorative and useful 
appliance, it will add a note of distinction to any office or home. 

See the many opportunities offered you by the extensive line of 
Hammond globes, maps and atlases — write now for your copy of 
the latest C. S. Hammond catalog. 


Maplewood 
New Jersey 


C. S. Hammond & Co. 
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Young as vice-president and general manager. He is a native of 
5 I x 


Toronto, joining the firm in 1955 and becoming sales manager 
a year later. Graduate of the University of Toronto, R. J. 
Buckley has been appointed the firm’s treasurer. He is a native 
of Oshawa, Ont., joining the company in 1955 as oft man 
iger, soon afterward becoming assistant secretary 
Named plant manager for Scripto in Canada 1s C. P. Goddard 
of Burlington, Ont. He comes to the firm from the Ford Motor: 
Co 
a 
Toronto sales office of Minnesota Mining & Mfg. of Canada 
Ltd., London, Ont. is now located in the Lawrence Plaza in 
the city’s western suburbs. J. A. Gauthier, mangaer of sal 
administration for 3M said that the sales office for Thermo 
Fax copying products would remain in its present Eglinton Av 
\X location 
oa 


New president of the Stationery & Office Equipment Guild 
Club of Toronto is Frank Dyon of Dennison Mfg. Co. of 
Canada, Ltd. He succeeds Terry Birrell, Walter Dickinson & 
Co. Ltd. Others on the directorate: Vernon Todd, Bill Diesley, 
Jim Boehmer, Norman Hymus, Al Poole, Keith MacDonald, 
Norman Newell, Harold Weston, Russell Weekes and Miss 
Doris Darnsborough. 

e 

Ernest L. Maag, president, Maag & Co. Ltd., Montreal, an 
nounced that John P. Kummer has been appointed manager of 
the firm’s newly established Lathem division. A_ professional 
engineer, Mr. Kummer is a graduate of the technical college of 
Burgdorg, Switzerland, specializing in electronics and its ap 
plication to office machines 

e 

[he first Canadian National Business Show, held at Exhibi 
tion Park, Toronto, June 9-11, presented “everything to help 
the business executive,” in the opinion of the show chairman 
W. O. Detweiler, from complex electroni 
pling machines. Sponsor of the show was the Canadian Bus! 
ness Equipment Manufacturers’ Association. Mr. Detweiler is 
with Gestetner Canada, Ltd., Toronto. He termed 1958 as ‘‘a 


computers to Sta 


4 F-Teo [a com @tolaa)ol-la— Fe 


aad i Lot —lo Mi com @io)laalol—si- et: 
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lor 


and 


faster filing 
easier finding 





BARKLEY TAB filing supplies 





Barkley Tab File Guides featuring Magnified Visibility can 
help you increase dollar volume and profits per sale. 
Display them prominently on your counter, in your windows 
—they sell themselves. Write for illustrated literature. 


Cc. L. BARKLEY & CO. 


1220 W. Van Buren Street ¢ Chicago 











Now... Matching Floor and Desk 
LAMPS (Incandescent or Fluorescent Models) 
Designed for beauty “and 
m i eye comfort 
© Completely adjustable 
4 No. FL-10 © 4 beautiful finishes 





>> 


sp Q) 


T 
\ 
\ 
"(eh — 
Desk Model: Height 


adjustable from 1342” 
20”. Base diameter 


CU hate diameter, EXECUTIVE DESK LAMP. 


1214”. Weight, 13 Ib 

Floor Model: Height No FL-100 in English 
Cnet! | . djustable to 48” Bronze plated finish only 
& ae tf mA Base diameter, 1024” Base: 10” long x 4%/2” wide 
€ = # “G hade diameter, 124%”. Shade 19” long x 6%2 
c ¥ Weight, 22 Ibs. Both wide. Height: 14”. Weight 
models accommodate 22 13 It Accommmodates two 
att circline fluorescent #T 15 watt fluorescent 

t ube 
used in Office, Bank, Hospital and Institution The 
r Nos. IN-1 desk mode! and IN-10 floor model 
e eau I 1 plastic diffuser and accommodate 60 watt bulb 
4 f f natched pai Satin Bra X Gray Satin Brass & 
‘ res ed Aluminum & Gray, Brushed Aluminum & Apple Green 


Smokador Mfg. Co. Inc., Bloomfield, N.J. 
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M.. Dealer 


here's a 


FREE 
OFFER 


You can't afford to miss! 


A sample of our extra thick genuine sponge rubber Type- 
writer Pad is yours for the asking! 








SEND FOR YOURS NOW 


This is our way of introducing new Dealers to famous Speed- 
Mo Typewriter Pads. When you personally examine this 
beauty you can then quickly place your order on a dozen 
or more at these low, low, prices: 











Model Size Suggested DEALER DISCOUNTS 
Retail Dozens — 50% 
100 11%" x 13” 69% 6 Dozen or more — 50-10% 
150 #15” x 15” 99 12 Dozen — 50-10% poe 
We will stencil your name 





phone number on each moa 








Or if you wish, get on this profit building line right now by placing a trial 
order today. We'll still include a FREE SAMPLE, of course. 100% sales 
guaranteed or you can return any unsold Speed-Mo within 30 days! 


RIVET-O MAN co. 


5O FEDERAL ST ORANGE, MAS 








NEW 
STACOR-MATIC 








elite = 
table that = 
makes sales sense 


@ Increases productivity, efficiency 
@ Saves man-hour costs @ Reduces waste motion 
© A complete work-station in one unit. 


Get all the facts—send for illustrated Bulletin 
704 and complete new Stacor catalog 





STACOR EQUIPMENT CO 


309 Emmet St., Newark 5, N. J. * Bigelow 2-6600 
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Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO. INC. 
728 E. 136th Street, New York, N. Y. 






















LOOKING 
FOR THE 
BEST?... 


; You'll find... 
“THE 

/ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 














Send for 
information 
on our 

complete line 
today! 





R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 
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when a firm's organizational efficiency 
factor in the direction profits followed 


listributors of busi 


time of 
could be the deciding 
More than 100 leading manufacturers an 


cost-saving 


ness equipment were among exhibitors 


2 
R. Edward Fugler, vice-president and general manager, Ever- 
sharp Pen Co. Ltd., Toronto, has announced the appointment 


| 


of two new key sales representatives. George A. Marlatt will 


outlets in 


now cover chain, department store and wholesale 
loronto territory. Kenneth G. Tremblay, Montreal, becomes the 
firm's Montreal and Quebec Province representative, a territory 


firms. Mr. Marlatt 


Of Eversharp 


in which he has long been active for other 
xperience to his new post 
+. 

Appointed manager of the office furniture and interior office 
design division of F. W. Clark & Co., Calgary, Alta. is Clarke 
N. Cardiff. He was manager of Morrill and Machabee, termed 
the largest distributor of office furniture in Northern California 
and the State of Nevada, from 1949 to 1956. He was n 
director of the Clark & Cardiff Business Interiors Ltd., an as 
sociate firm of F. W. Clark & Co., 
He will continue to hold that post in 


brings 20 yea! 


anagzing 

before oving to Calgary 
addition to his new 

duties ) 

+ 

Edward J. 


announcing 


Brisbois, president, Challenger Manifold Corp., 


Toronto a further expansion of the organization's | 
sales division, said Harold Collins has now been named ex 
the vice-president of sales; John Vander- 


ecutive assistant to 


schoot, manager of photocopy machines and 
Stanley Gallagher joining the staff of th 
. 
With Office Specialty Mfg. Co. Ltd., Newmarket 
years, Edgar H. Vaughan, 66, died recently 


New member of the Windsor branch sales staff of Bur 


supplies, with | 


Verifax division 


Ont. 33 
| 


roughs 


Adding Machine of Canada, Ltd., is Don Dupuis. He was 
formerly with the firm's Toronto staff | 
° 

Miss Robina Gowan Paton, secretary-treasurer, Office Equip 


EXTRA PROFITS FOR YOU! 


IT’S HOTTER’N A FIRECRACKER! 








NEW RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND. 
HASCO’S Retails for 
$14.95 each * 
rorecr BRAND 
Eliminates SLIDING... SLIPPING... VIBRATING . NOISE! 
It's what every Office Manager is looking | And it's hotter'n a 
firecracker 
This new RUBBERIZED CUSHION TOP stand from Hasco stops | typewriter 
> even whe riages are banged hard actually permits ftiit- i 
ng almost tw far without slipping of any office machine proof 
positive that machines will not move on this surface under normal 
sperat 
Send your order today! Immediate delivery! Be the first dea! n your 
1 to offer th evolutionary new stand *< higher West of Rockies 
ORDER TODAY! 
r 4-CR C hine Stand with rubbe ‘ ! 8 T 
z 16” x 18” eove 8” x 16”. Free rolling 3” Caster king caste Avail 
ible with Formica Tor Drawer. and in Chrom t shtly addit st 
Shipped set up, ready for use 2 in 4? 
monufactured end guaranteed by 
> ae: Pan 6 OD DE CS >D 5 Ge O71 OF 
308 So. Fourth St. © St. Louis 2, Missouri 
Note: Write for our new, free, full-color brochure covering the | 
entire HASCO line of Office Machine Stands | 
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A proven way 
$ to accumulate 


$ money 











$ 


STEELS S<rRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 












Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kweartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 


Write for information! 


THE C. L. DOWNEY CO. 


HANNIBAL, MO. 





" SUPER-OBRO 
$79 complete 


Here is the with 1000 SO staples 
/ NEW LOOK 
that will bring Markwell 


Dealers increased sales 


» Markwell Office Staplers now furnished 
complete with Staples 


Markwell Premium 
Quality Office Staplers 
— designed, styled 
and priced for every 
stapling need 


»> New lower Dealer prices on Markwell Staples 


>» New lower Consumer prices on Markwell Staples 
> New and exciting Sales Aids 


oe F NI f A YRK 
¥ ( 


2O0O HUDSON 
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Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 






Ssittlle Ci Wilt pli 
© us F 


Cc OW WN U S_A 





For reduced prices . . . increased 
profits, ask for Business Building 
Samples with volume increasing 
sales presentation on Quality Park’s 
one piece Vertical File Jackets now 
machine made for the FIRST TIME 
with big benefits for YOU! 





SMITLITLLI Les 





Clip and mail this coupon to 
Quality Park Envelope Co. 


Rush Business-Building samples of new ma- 
chine-made Vertical File Jackets No. 3033DT 
with sales presentation to build volume, Tell 
us about special volume discounts, 


Buyer's Name. coccccccccccccccccccccceceoecces 
Firm Name. ccccccccccccccccceccccccceoccocces 
Addressecoccocccveccceccccccccccecesccococese 


pri aL 


o 
€ 
id 


2 
SSSR TREK ERE R ERR 
Sold through Dealers Only 7 2 


QUALITY PARK ENVELOPE CO.; 


General Office and Factory, 2520 Come Ave, St. Paul 8, Minnesota . 
Chicago Office and Warehouse, 564 W. Monroe St. Chicago 6, Illinow 3 
West Coast Office and Warehouse, 837 Traction Ave., Loe Angeles 15, Call, + 







2 





for the man 


Tee ee Pee eee ee eee eee eee eee 
COCR E Ee 


everything 


BGneu.-. \V 
' = Ty a ¥ Hale’s three new 
a } 


1100 groups now give 
your customers the 
widest design choice... 
custom-built appearance 
at down-to-earth prices. 





















In shaped wood legs, 
tapered brushed brass 
legs or box base, the 
1100 series will fit 
perfectly in any 
modern office. 


Ilustrated: 1148 
Winthrop with 
shaped wood 
legs. Sketched: 
New Yorker box 
bases placed 
end-to-end. 





Have you seen Hale 
traditional cases in 
sectional and solid 
end... or the dra 
matic 1000 line 
series? Write today. 


a alll NEW YORK 


Hake, MANUFACTURING CO. 


INDUSTRIES, INC. 


DIVISION OF F.f 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 





ATTENTION 


OFFICE SUPPLY DEALERS 











These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ““Time-Tight” display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 
able business. 


LAWRENCE MICH NELS | 


RESIDENT 











THE MICHAELS ART BRONZE CO.., Inc. 
P.O. Box 668-OA Covington, Kentucky 








N For easier, faster handling of 
FOLDING CHAIRS AND _ TABLES 





f} *Saves time! 
|} Mf ‘%*Saves effort! 


*Reduces noise 
and confusion! 





*Helps solve stor- 
age problems! 


Simplify moving and storage of 


o folding chairs and tables with a 
if Midwest Caddy. Designed to 

7\Sy Ag 4 handle all types of folding chairs 

and tables. Adjustable models 

available for partial loads. Built 

Complete ine of ‘ees 1 tai service. Easy to 





Folding platforms & stages 


Choral and band stands 
Write for complete catalog, today! 


FOLDING PRODUCTS 


Midwest Sales Cor 
Dept. 58D 


ROSELLE, ILL. 











First BASICALLY NEW 
Lighting Idea in 
20 Years! 






trombolite 
“Blended Light Protects Your Sight” 


Combines fluorescent and incandescent in 


_ 


one reflector! 


Adjusts to any position. Arm extends, tilts, 
rotates. Reflector tilts, swivels. Spring 
action cord extends, retracts with arm. 


4 Decorator Colors: Blue, Grey, Tan, Green. 


Clamp-On Model complete with Lamps $28.76 list 
Wall Bracket $1.00 Draftsman Bracket $2.00 


Write for sales-boosting material 
and discount schedules. 





CORPORATION 





GLEN COVE ROAD, CARLE PLACE, L. |., NEW YORK 
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Co., Montreal, died suddenly recently. Prominent in Mon 

il business circles for many years, she came to Canada in 
. 7 D Scotland, joining the firm's staff that year 
ling various executive posts until her appointment as se« 
ry 

* 
H. D. Keimber, International Business Machines, Ltd., was 
ntly ted a director of the Purchasing Agents Associa 
n of Tor 

€ 


manager R. R. Col 


4. Lorne Colpitts, president and general 


& Son, Ltd., Moncton, N. B., has named Winston Dryden 
s head of the company’s furniture division. Leighton Ryder b« 
s credit manager and Ferdinand Smith manager of the 
nent. Douglas Sparks has been appointed as a 
representative and Jorgen Fuglsang joins the office plan 
* 
James Collett of the Toronto stationery firm of Brown & 
Collett Ltd., recently married Ann Foster of the same city 
e 


George M. Watson, vice-president and general manager 


Esterbrook Pen Co. of Canada, Ltd., Toronto, has appointed 

I. Ralph Picard as sales promotion manager, and Al Addie as 

ffice man r. Mr. Picard has been with Esterbrook for five 

apacity. He is a graduate of the Sir George 

Williams Colles in Montreal, and active in the Toronto 
Young Men's A rtising and Sales Club 

s 
Comme: Stationers’ Association of Toronto mid-May 


i ( of a tour of the suburban Toronto plant 

Index ¢ Co. Ltd. About 60 attended. They were wel- 

on | If of Index Card by the firm's L. G. (Dick) 
Doner, Stuart Cromar, and other executives 

a 

Toronto Stationers’ golf tournament was canceled out of its 

tournament is scheduled for Cedarbrae 
( ntry ( Sept. 12. Next event of the association, the an 








NEW Phone Amplifier 
Frees BOTH Hands! 











Tel-O-Master 


New Improved Model 

@ Amplifies INCOMING Mes- @ Completely PORTABLE 

age for individual or @ NO INSTALLATION re- 

group use quired 
Transistorized Tel-O-Master picks up voice from phone 
receiver and amplifies it for easy reception anywhere 
in the office. Ideal for conferences. Operates on long- 
life battery. Handsome hammertone finish. Fully Guar- 
anteed. Only $49.50. Immediate delivery. 

Dealerships available now. 


fishes 


Fisher Research Laboratory, Inc. 
Dept. OA-1, Palo Alto, Calif. 
Electronic Instruments Since 1932 














T'S NEW 





Page Size 
9” x 12” 


$]90 


Toll roads * Super highways ® Quick reference ® Recreation 
areas ® Transcontinental map ® Mileage map ® Easy to read 
* Same scale throughout ® Double page spread 18” x 12” 
e Scenic wonders 

A fast seller—Send in your orders today 


» and Map Publisher nce | 


GEORGE F. CRAM CO. 


730 E. Washington St. ¢ Indianapolis 7, Ind. 
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TOP BUYS IN STORAGE EQUIPMENT 


Complete line of metal specialties 


CHAIRS © SHELVING © BENCH LEGS * DRAWER CABINETS 





Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 
BRyant 9-8771 






METAL PRODUCTS INCORPORATED 











LARGEST ALL-LIQUID INK 
RESERVOIR ON MARKET 


e No messy refills « Patented jist price 
device prevents drying 
e Waterproof e Dries in- 
stantly « Makes Narrow or 
Broad Lines on any surface. 


IN GREEN, RED, BLUE, BLACK — WRITES FOR MILES! 


FULL TRADE DISCOUNTS — For Particulars Write: 


477 Kenmore Bivd., 
W. J. RUSCOE CO. “aircon 1, Ohio 





Write for our new brochure 





TAPE PRINTERS FOR THE TRADE SINCE 1937 





ScotcH TAPES 


- from 6 rolls up 


SPEEDY TRU-TEST| KRAFT SMALL RUNS 
SERVICE GUMMED TAPE INVITED 


« « » from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast to coast since 1937. ACCOUNTS BY SELIL- 

Specialist in short runs, 2 ING PRINTED TAPE. 
oe folder and price lists on request. 


WHAT WILL YOU HAVE IN RUBBER 


We make every type, size, width 
and color in our new modern plant. 


We sell only through regular 
trade channels. 

















We invite you to send for 
samples and prices. 


KEENER . « « “The Name Indicates the Quality” 
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nual anniversary dinner party at the Royal Canadian Yacht 
Club, Toronto Island, June 26. 
7. 

Kent Stationery is a new dealer outlet in Chatham, Ont 
Firm is owned by D. C. Gilbert and J. Lyle Phillips. Emphasis 
is currently being placed on school, social and office stationery 
trade lines 

oe 

Simplex Time Recorder Co., Gardner, Mass. sponsored a 
visit of 30 children from Trinidad to Montreal, June 21. A 20- 
car, two-section train transported the firm's salesmen, their 
wives, the Trinidad group, the Gardner high school band, and 
a dozen Rotary Club essay winners to the Quebec metropolis. 
Next day, the party cruised the St. Lawrence aboard the S. § 
Richelieu, with special stops at Quebec City, Tadoussac, Chi- 
coutimi, Arvida and Murray Bay. Details of the Canadian end 
of the “Three Flags for Friendship” program were handled by 
Canadian Simplex Sales Ltd., Montreal 

* 

Survey of dealer sales for the month of February this year 
as compared with a year ago shows stationery and office sup- 
plies down 4.3%; office furniture and equipment sales down 
1.7%; printing up .9% reports the Stationery & Office Equip- 
ment Guild of Canada, Inc. 

. 

Reeves & Sons (Canada) Ltd. moved into new headquarters 
on Apex Rd. in northwest Toronto, April 18, the outgrowth of 
a one-man operation back in 1927 when first-year sales 
amounted to $50,000, an amount then viewed as in excess of 
anticipated results. Currently sales are near the $1 million level. 
The parent firm was established in England in 1766, controlled 
since its founding by one family. Today, six great-great-great 
grandsons of William Reeves, the founder, are directors, each 
in charge of one of the various departments. The Canadian 
company originally had one salesman to cover all of Canada 
Today it has branch offices in Montreal and Vancouver, about 
1,000 dealer outlets and the Toronto head office. Canadian 
general manager is E. J. T. Hayes. 


VHitydio 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes: stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 


902p S. Wabash Ave. Chicago 5, Ill. 














MAIL > ate 


> ie. 

— a a oo ee oe oe 
KEENER RUBBER, INC. TELEPHONE 
800 COMMERCE COURT, ALLIANCE 2, OHIO 1-3536 
GENTLEMEN: PLEASE RUSH SAMPLES AND PRICES 





COMPANY NAME (PLEASE PRINT) 





STREET city STATE 
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Duality brakay. O] 


Exclusive 
LeVel-Edge* 


Quality can be measured, to a 
large extent, by experience. Floor 


Fa 
Z) 
Ae loor Show, the original Plexiglas Chair 


Mat, gives you and your customers Floor Show's double- 


Vad) the assurance of more than 3 
oe how years of use by satisfied customers. 
A record of experience of Chair rolls easily 


quality unparalleled in the industry to Floor Show from 


PLEXIGLAS . the carpet. 
CHAIR ‘ s te . 

SS! ae a Dolla PRODUCTS 
hy » Rss — te me ae . 


1400 Henderson Fort Worth 
“Patent Pending 








Keep Klean 
POCKET PROTECTOR 


framMOhoen 
con S¢ 


A VERY USEFUL GIFT! Protects Expens¢ 


clothing against ink stains . . . wear Book 
and tear, pencil marks, etc. Easy to 
transfer from one pocket to another. 


A real goodwill builder! Priced from Beach BOOKS—shipped 





73%4c. Trade marks etc. can be re- to you in this conven- 
produced. Stock colors: white, blue, ient Counter Display 
red, brown, or yellow. An undupli- Carton...and the new 
cated and appreciated item in 18 Beach SUMMARIES to 
gauge, durable, heavy-weight plastic. file with tax returns—in 
Pads of 50 Sheets. 
t KEEP KLEAN PRODUCTS CO., INC. s ; Saat 
4077 PARK AVE., N.Y. 57, N.Y. pgp dey o0s 





BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 





Wf, Cuginal ey LARGEST AND MOST 
SINGLE FLUID a 4 IMPORTANT SHOW of 


INK and STAIN REMOVER cee oo en its Kind in the World 


Most representative in 
products and services 
— more than 5600 in all 
. .- Most important in 
management attend- 
ance... Most important 
source of new ideas. 

New York Coliseum, New York City 
October 20th through the 24th 


1958 
National Business Show 
Rudolph Lang, Mer. Dir. 
530 Fifth Ave., N. Y. C. 
OXford 7-7142 


ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 












NOTE PAD 


—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent roiling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) ond Dealer Discount. 














NO. 57 $595 


Write for dealer discounts 
WECKESSER COMPANY 


5703 Northwest Highway, Chicago 46, Illinois 


Manufactured by 


I. D. COTTERMAN  vepervitic, ttiinsis 
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Guest Book 


America’s 7 ; A 
Lowest-Priced Protection! Frank A. Barton, of Chart-Pak, Inc., paid a visit at Ox 
headquarters on May 23. In Chicago for the NOMA business 


Ne ® 
a SENTRY SAFES show held trol May 26 to 28 inclusive, he took time out to ’ 
examine listings in the OA Buyers Index. The company is lo- | 





Sell for 35% to 50% LESS than cated in Leeds, Mass., but Mr. Barton travels out of Rochester, 
comparable labeled or unlabeled safes N. Y. He had called on Chicago distributors and had plans for 
All new single compartment SENTRY SER Coen tp te Teme ae eee were 
floor safes carry the U.L. Class C label 
indicating 1-hour 1700°F. fire test, 
2000°F. explosion hazard test, and 30 j 
ft. drop test... feature Vermiculite insu- Open New Victor Adding Branch 
lation, all-welded construction, built-in 
3-number combination lock, bank vault i , 
typelock bar. Full profit. Write for details. A direct factory sales and service branch of Victor Adding 
Machine Co. was opened April 7 in Rochester. N.Y 
Suggested inted | 
Eastern List 379% JOHN D. BRUSH & co., Inc. John J. Lose has been appointed manager. He has many years 
a est Ave., i i 
Std. Dise.-Adv. Allow. ochester 11, N.Y. : of experience in the business machine industry. 


NEW ow- (Cost 


MODEL FH-5SC 


F FOLD-O-MATIC 
Electric Folding 

~— . 

me Machine vy silent, permanently lubricated, 
gs lintproof 
vy swivel instantly to prevent scuffing and wear — 

roll easily even over deep carpets g 
metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 
vy attractive finishes of antique copper, satin chrome, or bright brass 


FOLDS+* CONVEYS «STACKS ™ 
120 SHEETS PER MINUTE 


any fold any stock . . . automatically! 


Write, today, for your dealer catalog and consumer literature 


SHEPHERD CASTERS, INC. P.O. Box 672 Benton Harbor, Mich. 


(In Canada: Shepherd Casters Canada Ltd., Toronto, Ontario 





THE PRINT-O-MATIC Co., inc. 


724 W WASHINGTON BLVD. © CHICAGO 6, ILL 








More and More Leading Draftsmen, 
Accountants and Artists 
are INSISTING on 


“/ua- Potat | 


LEAD POINTER | 





For Perfect Lead Points — 
Blunt to Hairline. Two Models. 


Standard Model gives you points up 
to %” long without breaking. Just 
insert lead and rotate lid. 

Write for Literature and Dealer Prices. 





Variable Taper Model 
lets you dial the taper 







you want, 


SHORT <== 







| art steel company, inc. 
170 west 233rd street, new york 63, n. y. 





LONG as 


ELWARD MANUFACTURING CO. [BEET 
- Coloma, Michigan BETWEEN 


























MEMO TO DEALERS 
from SITE-FILING CO., Phila. 2 


Your customers deserve the best 
SECURITY BRAND in filing systems. Demonstrate 
Site-Filing, the truly visible 
DELUXE ALL LEATHER system which gives instant and 
or CANVAS & LEATHER visible reference, eliminates 
mis-filing, permits 1 girl to 


Mail Bags For Your | do work of 2 with no added 
Select Clientele 
effort. 





Complete Line of 


weitt FOr ~ 


CAN-PRO Z,.. NEW, HELPFUL LITERATURE READY! 
33 Ef MCWILLIAMS ST ‘ Watch for big ads August, Sept. 
FOND OU LAC. WIS 








EARN MORE WITH SITE-FILING! 
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is part of a 
new sensational 


A 





on Clarin chairs that will open new doors 
and help make new sales for you! 








THE VERY BEST VALUE 


STAND-B 


e@ Patented Knee-Action Grippers 
Hold All Copy Securely 


IN COPYHOLDERS 


ON 


e CURTYOUNG 


Write or call for information today! CLAR | NI 


MANUFACTURING COMPANY 


4640 Wes! Maris Street Crcage 44. Hanes 
Dept. 33 






















Vout 
PASS UP THOSE 


EXTRA 
COMMISSIONS 


You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


Write for Information 





Loose Leaf Binders . . . made better by Cesco 


. 1900... the ‘Quality ‘i 


When your customers want the very best... 
nothing matches the superb quality, the ex- 
pert craftsmanship that goes into every Cesco 


binder . . . A complete line of Ring, Prong, 
Post and Transfer binders. . . Visible binders 
and forms. . . Catalog and Advertising covers 


. . . Multi-Rite Pegboard Accounting Systems. 
WRITE FOR FREE CATALOG SECTIONS 
THE C. E. SHEPPARD CO. 


44-07 Twenty-First St., Long Island City 1, N. Y. Est. 1900 




















THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1232 Crampten St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 








and Marking Devices 
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Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, INC. 








59? BRANCH ST a ie | tout 


SPECIFY TC _ 


of Gor Ginest Quality 
0 Jar the Broadest Line 
of Rubber Stamps 





Write for your copy 
of our new catalog No. 80 


Fay nw DIV., Bankers & Merchants, Inc 


1229 North Sheffield Avenyve Chicago 13 
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We pul our donlors on a pedestal 


Yes, we look up to our dealers, with full recognition 








of the important part that dealers can and should play 


in the distribution of office equipment. 





We are proud of our strong, straightforward dealer 
relationship. Because of it we are the only U.S. safe manufacturer | | | 


selling over 98% of its production through franchised 





office equipment dealers. With our newly expanded line of 
fire-resistive items for office and home, we expect 


to maintain that leadership. Hy HI 


Some territories are still open. Yours may 
be one of them. Write for details of our protected 


profit-making, exclusive agency proposition. 





he") i!” ee 


_ 
. 





cr) Pi bl SF 





FREE to weErRING-HALL- MARVIN DEALERS 
You get the biggest array of sales helps in the industry. 
Colorful catalogs, mailing pieces, envelope stuffers, dealer 
identification sign, booklets, newspaper ad mats—all 
these and more. 





HERRING - HALL - MARVIN SAFE COMPANY 


GENERAL OFFICES & FACTORY...HAMILTON, OHIO 
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CLOCKED in ten seconds ! 


Next time you call on a customer, ask his 
secretary to find a letter in the files. Then, 
time her with a stop-watch! 

That's the time to explain how she 
could have found the letter in less than 
10 seconds—with Y & E’s Direct Name Fil- 
ing System. Stop-watch tests conducted by 
Y&E in hundreds of business offices 
proved it! 

Here’s how the system works: 

1. The secretary glances over the two rows 
of alphabetic center guides that project 
above the file folders at a 45° angle for 
easiest reading. 


i] 


. If she’s looking for a name she frequent- 
ly refers to, there’s a special name guide 
behind the proper alphabetic guide. 

3. This is followed by a set of monthly Pe- 

riod Folders. Inside the correct folder, 





in its chronological sequence, is the let- 
ter she’s looking for . . . found in under 
10 seconds. 


4. A number on the foider corresponds to 
a number on the guide to make it easy 
for her to return the folder to its proper 
place. 

This combination of filing techniques— 
alphabetical for finding, numerical for re- 
filing—is one reason Y & E’s Direct Name 
System is fast and efficient. Yet the sys- 
tem costs little, accommodates any type of 
index—alphabetical, geographical, numeri- 
cal, subject or decimal. 

Take along a stop-watch and a Direct 
Name Demonstrator Kit the next time you 
call on customers. It’s an effective way to 
demonstrate the time being lost on present 
systems—helps sell the fast Direct Name 
Filing method. For details, write: 


YWawnman «& ERBE MEG. Co., INC. 
1015 JAY STREET « ROCHESTER 3, N.Y. 











Hoyer SALUTES ITS WHOLESALERS! 


THESE HEYER WHOLESALERS 
ARE YOUR FRIENDS AND OURS! 


The Heyer Corporation has dealt 
with wholesalers throughout its 55 
years of existence, so we're thor- 
oughly familiar with the important 
service they render both dealer and 
manufacturer. By combining your 
“Want Book” orders and sending 
them to your nearest Heyer Whole- 
saler, you save five ways: one order 
replaces many ... one shipment 
delivers the merchandise quickly . . . 



























































at a great saving in freight... one 
invoice covers the shipment... one 
check makes the payment. 

This is the same claim to fame 
the Heyer Line has for dealers who 
order in larger quantities directly 
from the factory. Profits are reflected 
in savings as well as sales. Whenever 
you have need for small quantities, 
save by ordering from the Heyer 
Wholesaler nearest you. 





THE Ln CORPORATION 


CHICAGO 23, ILLINOIS 
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NEW ENGLAND 

Prior, Inc. of New England 
40 Stillings Street 

Boston 10, Massachusetts 
Turner and Company 

55 Broad Street 

Boston, Massachusetts 


EASTERN 

Bainbridge, Kimpton & Haupt, Inc. 
218 Greenwich Street 

New York 8, New York 

Prior, Inc. 

23-16 40th Avenue 

Long Island City 1, New York 
Majestic Stationery Company 
260 North Third Street 
Philadelphia 6, Pennsylvania 
Bainbridge-Maryland, Inc. 
145-155 North Haven Street 
Baltimore 24, Maryland 


SOUTH-EASTERN 
Bainbridge-Southern, Inc. 

19 Hassel! Street, P.O. Box 197 
Charleston 2, South Carolina 
S. P. Richards Paper Company 
326 Nelson Street, S. W. 
Atlanta 3, Georgia 


MID-WESTERN 

Beecher Peck & Lewis 

1313 East Milwaukee Avenue 
Detroit 11, Michigan 
Associated Stationers, Inc. 
229 South Jefferson Street 
Chicago 6, Illinois 

A. C. McClurg & Company 
333 East Ontario Street 
Chicago 11, Illinois 
Blackwell Wielandy Company 
1601-17 Locust Street 

St. Louis 3, Missouri 


SOUTH-WESTERN 

The Dorsey Company 

210 South Poydras Street 
Dallas 2, Texas 

Stationers Distributing Company 
112-120 Rupert, P.O. Box 1635 
Fort Worth, Texas 

Stationers Distributing Co. 
3110-14 Lamar, P.O. Box 1736 
Houston 1, Texas 

Kerr Paper Company 

P.O. Box 806 

Amarillo, Texas 


WESTERN 
ZCMI Wholesale Distributors 
1665 Bennett Road, P.O. Box 1109 
Salt Lake City 10, Utah 
H. & M. Ribbon & Carbon Company 
2301 Second Avenue 
Seattle 10, Washington 
Hillhouse, Inc. 
181 Commercial Street 
Sunnyvale, California 
Walter Radel! Company 
523 Market Street 
San Francisco 5, California 
(also Los Angeles) 
Stationers Corporation 
523-529 South Spring Street 
Los Angeles 13, California 


CANADIAN 


**Complete Distribution 
Across Canada"’ 


The Brown Brothers Limited 
25 Waterman Avenue 
Toronto 16, Canada 


Also Montreal, Ottawa, 
Winnipeg and Vancouver 


General Line Wholesalers 
Conqueror Wholesalers 


Conqueror and General 
Line Wholesalers 





